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State of the nation’s economy: 
Up 

PersonaL INcome— January an- 
nual rate of $212,900,000,000, exclud- 
ing service insurance refunds, was 
$1,000,000,000 higher than Decem- 
ber’s rate. Actual total for 1949 
was $211,900,000,000. 

Reranu, Sates—February amount 
was same as 1949 month, but in- 
creases were shown in motor vehi- 
cles, 18 percent; furniture, 14 per- 
cent; lumber and building mate- 
rials, 12 percent, and gasoline sta- 
tions, 2 percent. 

Sorr Coa.— With the strike 
over, output in week ended 
March 11 was 13,200,000 net tons, 
compared with 3,075,000 tons in 
previous week. 

Farm INncome—Cash receipts from 
marketing this month are expected 
to total $1,700,000,000, 7 percent 
above February but 9 percent be- 
low March, 1949. 

Sreet—Operating rate last week 
was scheduled at 95,5 percent of 
capacity, up 5.7 percent from pre- 
vious week. ‘ 

* * 


Down 


Money IN CircuLaTION—In week 
ended March 15, amount was $27,- 
023,000,000, down $82,000,000 from 
previous week and $477,000,000 be- 
low like 1949 week. 

Armep Forces—U. S. military 
strength declined 22,400 during 
February to 1,490,000. Army drop- 
ped from 615,700 to 607,800; Navy 
from 401,900 to 388,400; Marine 
Corps from 80,100 to 79,500, and 
Air Force from 415,600 to 414,600. 
DEPARTMENT STORES Sales in 

week ended March 11 were 1 per- 
cent below like 1949 month. 


The Newspaper of the Industry 


‘Price’ Models 
Gain in Favor 


With Makers 


Dealers Shoulder 
Part of Reduction 
Through Discounts 


By Mac Gordon 
Associate Editor 
NE way or another, new-car 
makers are widening their mar- 
ket appeal by effecting still lower 
prices on their lowest-priced mod- 
els. 

The past year has seen 10 mak- 
ers jumping on the “price model” 
bandwagon, including independents 
and members of the Big Three 
alike. 

On this roster are Buick, Cad- 
illac, Dodge, Hudson, Kaiser- 
Frazer, Mercury, Nash, Oldsmo- 
bile, Plymouth and Studebaker. 
Studebaker’s Champion Custom 

is the latest instance of a move to 
lower the price floor a notch fur- 
ther. This restored Studebaker to 
its prewar competitive position 
with Chevrolet, Ford and Plymouth. 
+ + * 

EFINITELY listed as coming 

attractions in the march of 
“price” cars are the Nash Rambler 
and the unnamed Kaiser-Frazer 
two-door sedan. 

The Nash and K-F entries also 
are expected to give the Big Three 
price leaders a battle. 
bler will make its debut Apr. 14 
and the K-F model sometime in 


June. 
~ + . 


EALER forces of some makes, 

however, were finding that in- 

troduction of lower-priced models 
(Continued on Page 53, Col. 3) 


Mixed Pattern on Pensions 


Ford and Nash Plans Are Funded Differently, 
But Key to Chrysler Peace Is Seen 


T’S a pension year, but, unlike 

previous postwar wage rounds, 
mo clear pension pattern has 
evolved from the UAW-CIO nego- 
tiations with Chrysler, Ford, Kai- 
ser-Frazer and Nash. 

Absence of an industry-wide pen- 
sion formula may make the union’s 
bargaining position tougher when 
knotty negotiations commence with 

eneral Motors and Packard. 


The GM and Packard discus- 


Top Cars 


New-car registrations for 45 
states in January, plus 12 states 
in February: 

1950 Pos. 
1— 87,797 
2— 73,134 
3— 41,508 
4— 28,296 
5— 26,479 
6— 22,764 
I— 19,592 
8— 18,051 
9— 14,913 
7 10— 11,525 
4, 1i— 8,891 
1 12— 7,977 
} 13— 
14— 
1b— 
1 16— 
li— 
¥ 18— 
, 19— 
20— 
| 22— 


1949 Pos. 
31,462— 3 
56,247— 1 
34,658— 2 
25,569— 4 
12,737— 7 
18,980— 5 
13,785— 6 

9,517—10 
9,665— 9 
8,915—11 
11,246— 8 
7,3865—13 
7,981—12 
6,186—14 
6,075—15 
3,624—16 
3,344—17 
1,812—19 
1,110—20 

216—22 
2,189 —18 

510—21 


Make 
Chev. 
Ford 
Plym. 
Buick 
Pontiac 
Dodge 
Olds. 
Mercury 
Stude. 
Chrysler 
Hudson 
DeSoto 
Nash 
Packard 
Cadillac 
Lincoln 
Kaiser 
Willys 
Crosley 
Austin 
Frazer 
Ang.-Pref. 

Total All Makes 
381,898 273,585 

For further details see page 

$2, today’s issue. 


sions are expected to roll in ear- 
nest as soon as the two-month- 
old Chrysler strike is settled. 
Because the problem of old-age 
workers varies so from, plant to 
plant, observers believe the union 
will have to work out each pension 
plan on an individual basis across 
the bargaining tables, without a 
“pension pattern” to fall back on. 
* * * 
wear appeared to be the final 
grind towards a Chrysler set- 
tlement was in progress at press 
time last week. Four-man teams 
(Continued om poe St. Col, 1) 


Response to ‘Unity’ Ad 


Pleases Dealer Price 

ALLAS.—Initial response to his 

proposal in a paid announce- 
ment in Automotive News last week 
that Chrysler Corp. dealers form an 
association has been “most encour- 
aging,” Dick Price, DeSoto-Plym- 
outh dealer here, reported. 

Price in a full-page announce- 
ment invited dealers of all makes 

(Continued on Page 50, Col, 4) 


Sleeper Clause Gives FTC Stronger Punitive Power 


By William Ullman 
Washington Correspondent 


ASHINGTON.—That “sleeper” 
provision in the oleomargarine 
bill signed at Key West by Presi- 
dent Truman last week should 
have a wakeful effect on all and 
sundry who might be considered 
by the Federal Trade Commission 
as engaging in unfair or “decep- 
tive” trade practices. 
Up until now—though the Dill 
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Output Rates at Peak 
In Most Auto Factories 


Automotive News Reel 


READY FOR THE GRAVEYARD—Dealers and city officials of Greenwich, Conn., watch 
as one of the city's unsafe cars is made ready for scrapping. Sponsored by the Greenwich 
Automobile Dealers Assn., a contest with $1,000 in prizes is being conducted to rid the 


streets of wornout cars. 


ae ee Oe 


OLDS DEALERS HEAR SPRING SALES PLAN—Four buckaroos from the Futuramic Rancho 
inaugurate Oldsmobile'’s spring demonstration campaign in the ‘'Rocket Roundup,"’ which 


is being staged in 25 cities from coast to coast. 


Dealers and dealer salesmen are the 


guests at this series of meetings, whose theme is ‘Make a Date with a Rocket Eight'' and 
whose goal is 2,000,000 demonstration rides in a Series 88 or 98 car by June |. E. 
Skinner, Oldsmobile's general manager, is attending eight of the meetings. 


NEW NORTHERN CALIFORNIA OFFICERS — Joe Davis (center), 


Berkeley Studebaker 


dealer, has been chosen president of the Northern California Motor Car Dealers Assn. for 
his second term. Shown after the election are, left to right, Karl T. Goeppert, secretary; 
Davis, and James L. Shelburne, vice-president. 


does not become effective until 
July 1—the best the FTC could do 
with a violator of one of its “cease 
and desist” orders was a single 
fine of $5,000. Now—or after July 1 
—the agency can ask the courts, 
with Congressional permission, for 
a $5,000 slug for each day the vio- 
lation continues after an order to 
stop has been issued. 

In this respect, FTC is press- 


ing a campaign against alleged 
deceptive practices in installment 
sales of cars. 

The new authority applies to all 
lines of business—large and small 
—that may be caught monkeying 
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GM and Ford Get 
83% of Total 


Week’s Production 
Hits 128,591 Despite 
Tieup at Chrysler 


By Bernie Thomas 
Associate Editor 

ITH General Motors and Ford 

assembly lines accounting for 
83 percent of the volume, U. S. 
plants last week produced an esti- 
mated 128,591 vehicles—104,018 cars 
and 24,573 trucks, 


Schedules throughout the in- 
dustry continued at all-time highs 
and, had Chrysler plants been in 
the lineup, last week’s produc- 
tion would probably have sky- 
rocketed to more than 160,000 
vehicles, highest ever for the in- 
dustry as a whole. 

The past week’s output com- 
pared with the previous week’s ef- 
fort of 103,769 cars and 24,282 
trucks for a total of 128,051 units, 
according to Automotive News’ 
revised tabulations. 


Ford and GM plants accounted 
for about the same portion of pro- 
duction the week before as they 
did last week. Chrysler usually 
accounts for 20 percent. 

+ + * 
GETHER, Ford and GM made 
slightly more than 84 percent 
of last week’s car output. The 
former garnered 29.67 percent and 
the latter a whopping 54.48 percent 
portion. 


The independents gathered 15.75 
percent of the total. Hudson, Nash 
and Studebaker were responsible 
for the bigger shares of that. 


Meanwhile, however, Willys 
and K-F are rapidly getting back 
into volume after resuming op- 
erations only a few weeks ago. 
K-F was making definite prog- 
ress in overcoming the problems 
usually encountered when putting 
new models into production. 

Along with 1,438 Frazers, K-F 

also scheduled five Kaisers last 
week. The company still plans to 
have all its dealers sampled by 
Apr. 21. 
+ . * 

ALTHOUGH GM plants had been 

expected to take similar action, 
Nash was the only maker to join 
the six-day-week operators last 
week. Nash’s action headed the 
company toward one of the best 
production months in its history. 

Ford, which worked 12 of its 
15 plants on Saturday the previous 
week, scheduled an extra day at 
only four outlets last week— 
Kansas City, Chicago, Dallas and 
Edgewater, N. J. The company 
was undecided at press time- 

(Continued on Page 53, Col, 1) 


with the rules of fair trading as 
laid down by the FTC, provided it 
is an Interstate Commerce viola- 
tion. 
* * * 

‘HE FULL effect of the “sleeper” 

apparently was not made known 
to the Senate when the bill was 
first before the chamber, most of 
the members believing it would ap- 

(Continued on Page 50, Col, 1) 
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N. Y. Dealer Drops Marketing-Curb Charge . . . 


Preston-Chrysler Suit Reopens 


much |‘n 1941 Spencer gave Preston some 


COOPERSTOWN, N. Y.—Retrial 
of the $250,000 breach-of-contract 
suit brought by Clarence E. Pres- 
ton, of Preston Motor Sales, One- 
onta, N. Y., against Chrysler Corp. 
and two co-defendants, opened in 
supreme court here last Monday 
before Justice Howard A. Zeller. 


Preston charges his DeSoto- 
Plymouth franchise was “wrong- 
fully cancelled” Dec. 7, 1947. Chrys- 
ler denies the charge, declaring he 
had “poor facilities.” 

The trial, which has been 
termed a test of factory-dealer 
contracts, was first started last 
November but was declared a 
mistrial in December when the 
judge became ill. 

Named with Chrysler are Tim- 
othy L, McManus, Syracuse re- 
gional manager for DeSoto, and 
Albert B. Showman, McManus’ 
former assistant. 

As the trial opened last week, 
the surprise move came when the 
plaintiff (Preston) moved to dis- 
miss the sixth cause of action, 
which charged that through un- 
lawful arrangements of defendants 
the plaintiff was restrained from 
free marketing of autos of defen- 
dant company. The defense readily 
agreed and the court approved the 
motion, 

The defense then moved to dis- 
miss action four, which charges 
McManus and Showman with 
giving false reports to Chrysler 
of Preston’s actions. It also 
charges them with accepting 
money for sale of franchises. 
This request was rejected by the 
court. 

The only witness in Monday’s 
and Tuesday’s sessions was Pres- 
ton. Questioned by his counsel, 
James J. Austin, he described his 
beginning with Chrysler. He said 
he became an “associate dealer” 
in 1931 and a “direct dealer” in 
1939. 

He was questioned by his attor- 
ney in an effort to show that his 
facilities were adequate and that 
the defendants knew of Preston’s 
record as a dealer. 

In a reply to Chrysler’s charge 





of “inadequate facilities,” 


time was spent with a chart which , : in| 
illustrated the dealership’s facili-| January, 1942, he said his service | 


ties. 

Preston said he had often at- 
tended meetings at wh'ch J. B. 
Wagstaff, general sales manager 
of DeSoto, and K, R, Spencer, 
Chrysler regional manager, were 
present, and then he _ identified 
an “achievement plaque” given 
him by Chrysler for “100 per- 
cent” cooperation in a training 
plan for Chrysler dealers and 
mechanics. 


_ The plaintiff also testified that 


Nash Will Spend 
$5 Million to Hike 
Rambler Output 


DETROIT. Nash Motors last 


week announced a $5,000,000 build- 
ing and 


expansion program to 
increase produc- 
tion of automo- 
biles at its main 
plant in Kenosha, 
Wis. 

The added fa- 
cilities when com- 
pleted will be 
used to produce 
bodies for the 
new Rambler 
low - priced cars. 
The new series 
will be added to 


R. A. DeVlieg 
the current Ambassador and States- 
man models in mid-April. 


Bodies for the new cars are 
being produced at present at the 
company’s Miiwaukee body plant 
and production will continue at 
this’ location until the Kenosha 
plant can handle full requirements, 
according to R. A. DeVlieg, manu- 
facturing vice-president. 

The program calls for immediate 
construction of a second story on 
a wartime aircraft engine assembly 
building purchased by Nash from 
the government in 1946. The addi- 
tion will total 205,000 square feet, 
doubling present floor space of the 
building. 





FIRST 1951 K-F BODIES LEAVE FOR LONG BEACH—Kaiser-Frazer, in cooperation with 
the Union Pacific railroad, has put into service special freight cars for delivery of com- 
pleted ‘'bodies-in-white’’ to the K-F assembly plant at Long Beach, Calif. Unique ‘'pin- 
wheel" mounting arrange nent permits loading of 16 bodies to the car, with eight bodies 
riding upright in two perallel rows. This is double the capacity of conventional freight 


cars. The K-F Long Beach plant, first of the 


K-F small plants to be placed in operation, 


has a one-shift capacity of 20 completed units a day 








vith Ned Jordan + 





Epitor’s Note: Here is the first 
of a series of articles written es- 
pecially for Automotive News by 
Ned Jordan, famed in the auto 
industry for the car he built 
(1916-1931) and the words he 
wrote about it. He will bring 
readers intimate word pictures of 
a fascinating industry. 
| THE dashing, debonair days of 

the automobile industry when 
every man in Detroit’s famous 
Ponchartrain bar, who pretended to 
be important, wore a fat, fur-lined 

coat, we had a little publication 
called “What Jordan Sees and 
Hears,” which went to the whole 
national dealer list (about 48,000) 
impressing them with how close 
We were to the inside of every- 
thing. 

Of course we never mentioned 
our own product. That would have 
tipped them off that we were try- 
ing to sell something. Instead we 
depended upon the title and the 





devil-may-care signature flourish, 
which was that of a bright boy 
of 28, wearing white spats and 
giving advice to young men. 

Later, George Graham, when 
he was vice-president of Pierce 
Arrow, used to come into the 
meeting Of the National Auto- 
mobile Chamber of Commerce to 
respond to the question: 

“How are things going?” with, 
“Ah! Fair! We're just waiting for 
Jordan to tell our dealers when 
its OK for them to buy some cars.” 

Now, some nostalgic people of 
another generation seem to be 
curious about “What Jordan Saw 


and Heard.” 
. * . 


Visit with Sloan | 1 


N AN earlier day, Thomas B. 
Jeffery had sent me down to 
the Hyatt Roller Bearing plant on 
my daring inference that per- 
chance the Rambler car might be 
improved. I was met by a most 
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“associate dealerships.” Then, in| 
department was destroyed by fire. 
|He said this was rebuilt and re- 
| furnished. 
Later that month Preston said 
he was offered a government trans- 
| portation position but Spencer al- 
legedly said: “Stick with us, Things 
will pick up.” | 

Preston said that in early 1947, 

the Chrysler men wanted Preston | 
to sign a form cancelling an as-| 
sociate dealer, Guy E. Perry, of 
Sidney, on grounds that Perry was 
“financially unsound.” Preston re- 
fused to sign, saying he had op- 
posite information. McManus and 
Showman showed annoyance, he} 
said. 

In March, 1947, they visited 
Preston in Oneonta, and Mc- 
Manus, Preston alleges, stated: 
“O. K, We'll do it our way,” and 
gave Preston 60 days to submit 
plans for alteration of the One- 
onta garage building. | CHICAGO. — Attorneys for Fred 
Under cross-examination, Pres-|F. Emich filed a petition with the 

ton said in October, 1946, he had/|U. S. Circuit Court of Appeals seek- 
sent Perry a letter saying he/|ing clarification of opinion and a 
(Perry) “wasn’t doing as much| rehearing on the decision reversing 
business as he should.” After fur-|the verdict of a jury in the district 
ther discussions with McManus,|court of Judge Walter J. La Buy 
Preston terminated Perry's con-|against General Motors Corp. and 
tract Feb. 7, 1947. General Motors Acceptance Corp. 


In Wednesday's session Preston |*hree weeks ago. ~ 
said his combined net profit for The appeals court decision, which 
1946-47 was $30,000, and his gross|censured Judge La Buy, also over- 


sales in 1947 were $192,192. He said|threw his award of $1,236,000 to 
his combined net for 1948-49 (after | Emich and $250,000 to his attorneys 


contract cancellation) was $2,500,|who had charged that their client 
With Preston still on the | lost his Chevrolet franchise because 
stand, Defense Attorney Robert |he operated his own finance com- 
J. Leamy asked: “It is fair to |Pany and refused to use GMAC. 
say officials had been discussing | The defendants had countered by 


the proposed ‘improved facilities’ | stating during the trial that other 
factors caused the cancellation of 


CINCINNATI ASSN. PUSHES ‘JUNKING' 
“junking’’ program proposed by a commi 
Assn. in the interest of public safety. Each 
and certificates will be awarded to dealers 
explained the plan are, left to right: R. G. 
"Andy" Schain, Inc. (Studebaker), chairman 
Thomson Bros., Inc. (Dodge); Oris Hamilton 
Co. (Chrysler), and J. C. Maish, secretary 


Emich Attorn 








from 1943 to 1946?” Preston an- 

swered “yes.” |Emich’s franchise, and the court 

The witness also admitted that,|/had ruled out certain evidence 
offered. 


although building plans had been 
submitted to him, he had taken 
no action, except for repainting 
and rebuilding after the fire. 

In Thursday’s session, Preston 
tried to show that he was being 
discriminated against before his 
contract cancellation by saying 
that Hamilton Motors (which 
replaced Preston) apparently 
could get all the cars it wanted 
while Preston got only a “trickle.” 


In behalf of Emich Motors Corp. 
and U. S. Acceptance Corp., which 
Emich owned, Thomas D. Healy, 
Harold Strickler and A. Bradley 
|Eben, legal counsel, contended in 
their petition that an “analysis of 
opinion discloses that important, 
disputed ques.ions of law in the 
appeal are resolved incompletely or 
ambiguously, or left unresolved,” 
|enhancing “the possibility of error 
in the second trial, another appeal, 


Under questioning by Preston's . , ‘ 
attorney, Doris Joy, bookkeeper | #4 possibly a third trial and 
for Hamilton, gave figures cover- | #Ppeal. 
ing purchases and sales of DeSotos| Quoting from sentences in the 


and Plymouths in late 1948 and 
early 1949. The long list of trans- 
actions showed average profit per 
car was $400, with some showing a 
profit of $700. | 

Another who testified was Pres- 
ton’s service manager, Russell K. 
Alger, who said the dealership’s | 
facilities were good. 





| Goodrich Ups Prices 5% 


On Truck Tires 

AKRON.—B. F. Goodrich Co. 
Thursday announced a 5 percent 
increase in prices of first-line 
truck tires, effective Apr. 1. 

Seiberling Rubber President 
J. P. Seiberling, meanwhile, told 
a dealer conference here last 
week that tire prices are head- 
ed for a 10 to 15 percent in- 
crease by June 1. He cited as 
reasons the advance in crude 
rubber prices, labor costs and 
freight rates, 





German Output Up 

WASHINGTON. — Western Ger-| 
many produced 103,997 passenger | 
ears and 57,533 trucks and buses | 
in 1949 compared with 29,942 cars | 
and 29,784 trucks and buses in 1948, 
according to a U. S. consular re- | 
port. ; 








PLAN—City officials have approved a vehicle 
ttee from the Cincinnati Automobile Dealers 
dealer will have a quota based on his volume 
who meet their mark. Shown as the committee 
Sarvis, director of public works; A. F. Schain, 
of the CADA committee; C. Dabney Thomson 
, safety director; A. F. Kirsten, L. T. Patterson 
of traffic safety council. 


eys Petition 


For Appeal Rehearing 


appeals court ruling, the petition 
asks questions intended to indicate 
lack of clarity. It defends the evi- 
dence presented for Emich and 
questions the testimony offered by 
GM and GMAC counsel. 

At the law offices of Pope and 
Ballard, counsel for GM and GMAC, 
it was stated that a reply to the 
Emich petition would be filed to- 
day (March 27). Such action in this 
case is optional. 


Venn Succeeds 
Lund as Willys 


Sales Manager 


TOLEDO.—William S. Venn has 
been named general sales manager 
for Willys-Overland, it is announced 
by Lyman W. 
Slack, distribution 
vice-president. 

Venn = succeeds 
Howard O. Lund, 
who has resigned 
the position be- 
cause of an ex- 
tended illness. 
Lund will con- 
tinue with the 
company ona 





sick - leave basis, oi 

Slack said. W. S. Venn 
Starting as a retail salesman in 

Kansas City in 1919, Venn has been 


salesman, general manager, factory 
representative and dealer. 


St. Louis Assn. 


Picks Directors 


ST. LOUIS.—Because a quorum 
was missing from its annual board 
of director’s meeting, the Greater 
St. Louis Automotive Assn. post- 
poned the election of officers. 

But the association members did 





elect five new members to the 
board for two-year terms. They 
are: George M. Berry, J. Rush 
James sr., C. F. McClure, Percy 





Tucker and George Weber jr. 


2. =| ££ 2. & 


sincere, energetic man, named Al-|naive and cocky I was, He liked 
fred P. Sloan jr. me because I was the only man in 
the place who didn’t try to hide 
| when he appeared. Besides, hadn’t 
I been fired by John H. Patterson, 
of the National Cash Register Co., 
on the same day as Hugh Chal- 
mers? That gave me prestige. 

In those days any cash regis- 
ter man was furtively regarded 
as something of an Einstein in 
the new science of selling. 


He didn’t send 
any guide through 
the plant with 
me, He personal- 
ly led me on an 
all-day marathon 
through all the} 
engineering and| 
manufacturing | 
mysteries of the} 





product he was| : 

making. When| One day, Jeffery, a charming 

Ned Jordan the day ended/}man when you knew him, but with 
Jordan was tired. Sloan was still|the forbidding mien of a short 
describing with feeling the thing|man with ominous eyebrows and 


a goatee, called me in. 

“Know anything about branches?” 
he sort of growled. (He had 10 of 
them). 

“TI know they are always in the 
Naive and Cocky |red, Mr. Jeffery.” 

NY man who knew old Thomas “What would YOU do about it?” 

B. Jeffery will realize how/he asked, 


}then nearest to his heart. 
remember saying to myself, | 
“What a man! He’s surely going 


places.” 
* + * 





In a Colorful Automotive Era 


“Tell Mr. Eddy to give me a 
check. I'll buy a_ four-cylinder 
|Oldsmobile, bring it up, hide it in 
|a shed, get rid of the two cylin- 
der. I'll get you dealers to replace 
your branches and you'll make a 
}million net in 1908.” 

The brazen audacity of it sent 
“Thomas B.” into convulsions of 
laughter. 

“Go ahead, my boy, and God 
| bless you.” That was the origin of 
|the Model 34 Rambler. 


* * * 


|Not for Me 
OING down Prairie Ave. in Ke- 
nosha, Wis., with Thomas B. 
Jeffery, in his Rambler roadster, 
|passing hundreds of men going 
home with their dinner pails, I 
said, “Well, another day is over.” 
“Yes, for them,” said Jeffery, 
“but not for me. Now is the time 
I start to worry.” 
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Cpe 10 years this conductor was | 
an executive with an automobile 
company, whose advertising ex-| 
penditure ran to $7,000,000 a year. 
This advertising appropriation was 
the first in the industry to go into) 
the seven-figure class. That was 30} 








Dealers tell me 


By John O. Munn 
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Elect Archie President .. . 















(The opinions expressed herein are those of Columnist 
Munn and are not necessarily those of Automotive News). 











circumstances. These and others 
are always with us. Relief, if re- 
lief is to be obtained, can come 
only through organized dealer 
effort. 

It is a fair statement to say 
that 90 percent of the success or 

















Oregon City Union Vote 


Refused by NLRB 

OREGON CITY, Ore. — The 
National Labor Relations Board 
has denied a petition of the Ore- 
gon City Automobile Dealers 
Assn, for a bargaining agent 
election among employes of 10 
shops which are being picketed 
by the Oregon Mechanics coun- 
ceil. 

In seeking the election, the 
auto dealers had hoped to have 
the union turned down as a bar- 
gaining agent, thereby forcing 
it to discontinue picketing, stat- 
ed Will Masters of Portland, 
association attorney. 

The Oregon City local of the 
union began picketing in July, 














By Fred M. Lazell 
Staff Correspondent 

DES MOINES.—A resolution call- 
ing for “an immediate decrease” in 
“over - production” of trucks and 
special passenger-car models was 
passed by the Iowa Automobile 
Dealers Assn, convention here last 
Wednesday. 

It was one of three expressing 
criticism of present practices by 








Iowa Dealers Assail 
Special-Model Flood 


;present methods of distributing 
| these types of vehicles.” 

The resolution said that an over- 
supply of such models in many 
areas was attributable to “over- 
production and unfair methods of 
distribution by manufacturers and 
the selling pressure of their repre- 
sentatives.” 

Another resolution urged “manu- 


| facturers who have eliminated ter- 


ritorial security clauses from their 
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F. H. Fullerton; Washington, 
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Capsule Comment 


U. S. department of justice has launched a nationwide 
anti-trust investigation of the auto industry, it appears, 
with subpenaing of 49 auto dealers, their records and those 
of 10 line associations in Chicago. 


Looks like a fishing expedition to us. 


Walter Reuther, UAW’s president, predicts that in 10 to 
20 years automobiles will be produced on completely mecha- 
nized assembly lines operated by one man pushing a button. 


And, from his demands to date, it appears Reuther 
would like to be that man (sitting in president’s chair 
of auto companies). 


Chrysler Corp. dealers complain that no one—factory, 
union, government, the press or the public—seems to care 
about their losses in a strike. 


Only the union is guilty—for calling the strike. 


On and on it goes: Chicago auto show attendance and 
sales established new alltime records; Buffalo and Wash- 
ington dealers were amazed; Des Moines pre-show forecasts 
were snowed under; Pittsburgh ran out of tickets, etc. 


AUTOMOTIVE NEwS is proud as punch over the results 
of its past year’s campaign for auto shows. 


# * 


The AAA reports that, for the first time in six years, the 
number of car breakdowns showed a downward trend in 
1949. Total emergency calls made to AAA garages dropped 
13.6 percent from the previous year. 


But almost 2,000,000 motorists ran out of gas or 
lost their keys. 


* * 


Federal Reserve Board reports that retail auto credit| 
showed a 6 percent decline, in dollar volume, during Jan- 
uary despite record sales. However, wholesale paper in-| 
creased considerably. 


More cash in customers’ hands, less in dealers’? 





* * * 


First reports from England said Rover Motor Co. had| 
unveiled a “jet-propelled car.’’ Later this was corrected to| 
read “gas-turbine powered.” 


Two different things, of course. 


Dealer 
| Forum 


Epitor’s Norte: Believing that 
| dealers in every state have their 
peculiar problems and outlook, 
Automotive News has made this 
column available to the president 
| of each state association (in al- 
phabetical order of states) for his 
personal observations on the situ- 
ation in his area. 


By Joseph E. O’Daniel 


President, Indiana Dealers 


| 

te you go the chief 
topic among auto dealers is 

| bootlegging, and you hear of some 

dealers who have folded up or are 

about to fold. 

It is the unani- 
mous opinion of 
dealers who know 
what this busi- 
ness is about that 
bootlegging has 
just started and 
that the real ef- 
fects will not be 
felt until we 
‘ reach the summer 

tgs decline for new 
4. E. O' Daniel cars and the ap- 
proach of new models. 


When volume dealers in metro- 
politan cities who are accustomed 
to selling at a short profit have 
more cars than customers, it will 
be easy for the bootleggers to pose 
as U-Drive operators or taxi oper- 
ators and buy what they want. 

It seems to me that enfran- 
chised dealers in medium and 
small communities, with limited 
market and big investments in 
buildings, equipment, inventory 
and personnel, are going to be 
the hardest hit. 

Unless something is done to curb 
this vicious trade practice, it will 
bring about a major change in 
merchandising practice that will 
not be in the best interests of the 
public. Dealers will be forced into 
low overhead operations, which al- 
ways means poor service. It will 


| 








be the dealer with a fancy show- |} 


room, and nothing to back it up 
| with, who will be able to stay in 
| business until someone else finds a 
| means of even lower overhead. 


* * * 


| As THIS situation becomes pro- 
|+% gressively worse, unscrupulous 
|elements will resort to questionable 
| practices and pull endless scores of 
dealers with them into the same 
pit. The results of such a moral 
decline will bring insolvency and 
bankruptcy to an_ indispensable 
trade—fortunes will be lost. 

What brought all this about? 
| It seems everybody places the 
| blame on someone else. We know 
auto dealers are like bankers, 
doctors, lawyers, factory execu- 
tives and others. Some are weak 
and some are strong, and the 
strong always suffer for the 
wrong doings of the weak. 

Auto dealers are unwilling to 
employ thugs to dynamite a deal- 
er’s place of business who engages 
in unfair competitive practices. 

State, local and national associa- 
tions are doing all they can to 
discourage dealers from engaging 
in this type of operation, but this 
type of dealer isn’t discouraged 
easily. In most cases, he doesn’t 
| belong to an association. 

* * + 

E DON’T know if the anti- 

bootleg clause is legal or not, 
and we respect the idea that an 
enfranchised dealer is a free and 
independent dealer. We also know 
the manufacturer controls distribu- 
tion of his product and he can 
control bootlegging if he desires. 

We have heard of dealer allot- 
}ments being cut off when they 
;}accumulated an inventory during 
|the peak shortage. If this is true, 
| (See FORUM, Page 53, Col, 3) 

: 
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‘Retroactive? ........ 


WELL, JUST ABOUT 
EVERYTHING ELSE 
HAS +A PPENED ~~~ 
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This is an open forum for the discussion of any subject of interest to our 


readers, and your letters are welcomed. 


No attention is given to unsigned 


letters but you may sign your name with the assurance that it will not be 


used, if you so request. 


Address Editor, Automotive News, Detroit 26, Mich. 





Chrysler Discounts 


You gave Chrysler credit for 
having a retroactive discount plan 
in the Automotive News article of 
March 13. I believe you will find 
that they have discontinued that 
plan.—On10 DEALER. 

I notice, with great interest, your 
article on page one of the March 
13 issue of Automotive News, rela- 
tive to dealer discount. You state 
in the third from the last para- 
graph that among those operating 
on a retroactive discount are 
Chrysler, etc. 

I regret to state that this is not 
so. It is true that for 15 years 
Chrysler dealers did operate under 
a retroactive discount but, without 
notice, we did not know until the 
year had ended that we were not 
entitled to any retroactive discount 
for the year 1949. So far there has 
been none set up for the year 1950. 
—OnH10 DEALER. 

Epitor’s Note: “Ohio Dealers” 
are correct. Chrysler division 
dropped the retroactive discount 
plan quietly at the end of the 
1948-model run but apparently 
some of its dealers did not know 
until late in 1949. 

DeSoto and Dodge divisions, 
however, still have “bonus” plans, 


The Big Story 


A quarter of a century ago Henry Ford announced that for the 
first time closed model Ts would be available in colors. However, 


— and touring cars were still to wear the traditional Ford 

ack. 
Another innovation to appear on the 1926 model was a one-piece 

windshield and narrowed roof pillars that increased the range of 

vision. Basic 1925 price of $580 was to be left unchanged, Ford said, 

but the new model hit the market at only $495 f.o.b. 

—From the files of Automotive News 





! 





the former’s dealers receiving a 
flat $18 per car sold, while Dodge 
dealers get a flat $12 per car. 

* * * 


Where’s De Vaux? 


As a reader and an old-timer, I 
do enjoy reading “What’s Become 
of ...” and most of them bring 
back interesting memories. 

In your Jan. 23 issue, you had 
John Tjaarda and in the article 
mentioned Norman De Vaux. 

I wrote Mr. De Vaux in care of 
North American Motors at Arca- 
dia, Calif., and Longview, Tex., but 
in each instance the letter was re- 
turned. 

Do you know where he can be 
reached?—Geratp S. Martin, 133 
Second St., Elyria, O. 

Epiror’s Note: Paging Mr. De 
Vaux! 

+ 


Bootleg Control 


I was very much interested in 
your article about the factories be- 
ing unable to control bootlegging. 
I have not written before as I have 
been sick. 

I cannot imagine which factory 
representative you talked to, so I 
would like to have you send the 
attached letter to him. 

As every factory representative 
knows, and as I can testify from 
many years of service with the 
factory before I became an auto- 
mobile dealer, the factory has abso- 
lute control of the situation if they 
wish to do so. 

It seems quite strange to a great 
many of the dealers that the fac- 
tory can hide behind federal laws 
when it is to their advantage, and 
disregard them when it is not to 
their advantage. How much longer 
do they expect businessmen to put 
up with this nonsense? NEw 
HAMPSHIRE DEALER. 

Eprror’s Nore: The _ dealer’s 

(See LETTERBOX, Page 50, Col, 3) 
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New all-time highs in retail deliveries! 


Steadily zooming demand for 
Studebaker style and operating economy! 


Sensationally lower prices! 


No wonder everyone, everywhere. 
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NADA to Set Up 


Advisory Councils 


WASHINGTON.—Plans for the 
organization of regional advisory 
councils “as a further means of 
bringing NADA’s programs and 
activities in closer relationship to 
its own members as well as to state 
and local dealer associations” were 
approved by the NADA executive 
committee at its recent meeting 
here, it was revealed to AvuToMo- 
tive News last week. 

According to an _ association 


Parley Planners 
Named by NADA; 
U.C. Show Set 


WASHINGTON. — Appointment 
of NADA’s 1951 convention com- 
mittee was announced last week 
by President Fred Haller. 

Along with the makeup of the 
general convention committee, Hal- 
ler gave out the composition of the 
exhibition, entertainment and pro- 
gram groups. Also, he made 
known: 









spokesman, a regional advisory 
council will be set up in each of 
the NADA’s 12 regions. Mem- 
bership will include the president 
of each state association in the 
region, the first ranking vice- 
president of each state associa- 
tion and the NADA director for 
each state, 

State association managers in 
each region, it was said, will act 
as advisors to the regional NADA 
vice-president, who will serve as 
presiding officer at all counc!] 
meetings. 

Present plans call for not less 
than two council meetings annu- 
ally, one in the spring and one 
in the fall, it was said. 

Invitations to the officials se- 
lected to serve as members of 
the councils are to be forwarded 
this week by NADA President 
Fred L. Haller. 

Said Haller: “The executive com- 
mittee of NADA believes the or- 
ganization of regional advisory 
councils is a significant forward 
step, which will result in a much- 


| 
| 








—=Coming Events 





Dealer Conventions 
Mar. 27— Louisiana Auto Dealers Assn., 
Jung hotel, New Orleans. 
Mar. 30— Nebraska New Car 
Assn., Hotel Fontenelle, Omaha. 
Mar. 30—Rhode Island Auto Dealers Assn. 


Dealers 


annual banquet, Ledgemont country 
club, Seekonk, R. |. 
Apr. 17-18— Illinois Automotive Trade 


Assn., Lincoln-Douglas hotel, Quincy, III. 
Apr. 18-19—Michigan Auto Dealers Assn., 
Pantlind hotel, Grand Rapids, Mich. 
Apr. 20-22—Washington State Auto Deal- 
ers Assn., Davenport hotel, Spokane. 
May 2— Automobile Merchants Assn. of 

New York annual banquet. 
May 12—Arkansas Auto Dealers 
LaFayette hotel, Little Rock. 
May 14-17—North Carolina Auto Dealers 
Assn., Pinehurst, N. C. 

May 23— Missouri Automobile Dealers 
Assn., Hotel President, Kansas City. 
May 23-24—Massachusetts State Automo- 
bile Dealers Assn., Hotel Statler, Bos- 

ton. 
Sept. 9-11—South Carolina Auto Dealers 
ne Ocean Forest hotel, Myrtle Beach, 


Assn., 


Sept. 10-12—Colorado Auto Dealers Assn., 
roadmoor hotel, Colorado Springs. 
Sept. 25-26—North Dakota Auto Dealers 
Assn., Bismarck, N. D. 

Oct. 8-10—Automobile Dealers Assn. of 
Alabama, Inc., Biloxi, Miss. 

Oct. 13-14—Pennsylvania Automotive Assn., 
Haddon Hall hotel, Atlantic City, N. J. 

Oct. 15-17—Tennessee Automotive Assn., 
Memphis. 

Oct. 17-18— Federation of Automobile 
Dealer Assns. of Canada, Toronto, Ont. 

Oct. 23-24—Ohio Auto Dealers Assn. meet- 


Oct. 2-6— American Trucking Assns. !7th 
annual convention, Waldorf-Astoria, New 
York, 

Oct. 23-27—National Metal 
Amphitheatre, Chicago. 
Nov. 11-13—Oil Industry Information Com- 
mittee, Biltmore hotel, Los Angeles. 
Nov. 13-l6—American Petroleum Institute 

30th annual meeting, Los Angeles. 


Exposition, 


* * * 

General 
Mar. 28-31—Greater New York Safety 
Council 20th annual safety convention 


and exposition, Statler and Governor 
Clinton hotels, New York. 

Apr. I1—Automobile Old Timers eighth 
annual luncheon of Metropolitan Coun- 
cil, Hotel Roosevelt, New York. 

Apr. 15-23 — British auto makers show, 
sponsored by Society of Motor Manu 
facturers, Grand Central Palace, New 
York City. 

Apr. 17-2i—Wisconsin Auto Trade Assn.'s 
second annual course on dealer manage- 
ment, University of Wisconsin, Madison. 

Apr. 24-27—\9th National packaging expo- 
sition, sponsored by American Manage- 
ment Assn., Navy Pier, Chicago. 

Apr. 25-26—Metal Powder Assn. annual 
show, Book-Cadillac hotel, Detroit. 
Apr. 26-27—Third Highway Transportation 
Congress, sponsored by National High- 
way Users Conference, Hotel Mayflower, 

Washington. 

May 1-4—Chamber of Commerce annual 
meeting, Washington, D. C. 

May 4-14—International Motor Show, Turin, 
Italy. 

May 5-9— Mexican Pan-American stock 
car race, Mexico. 

May 13-29— French International Trade 
Fair, Paris, France. 


Venezuclans Warn 
Of Market Loss 
In Tariff Boost 


DETROIT. — The automotive in- 


dustry’s best customer in Latin 
America during 1949 will be forced 
to curtail its car buying if the U. S. 
imposes additional tariffs on im- 
ported oil, a venezuelan trade dele- 
gation warned here last week. 


Seeking to alert trade organiza- 


tions and civic groups in this coun- 
try to the danger of increased oil 
tariffs, the group of Venezuela's 
leading businessmen has been tour- 
ing major eastern cities presenting 
the story of their country’s contri- 
bution to the U. S. export market. 


From the automotive standpoint, 


the group explained that in 1949 
Venezuela bought more motor ve- 
hicles from the U. S. than any other 
Latin American country. Purchases 
amounted to about 30,000 vehicles, 
worth $62,000,000, it was claimed. 


Significant, too, according to the 


delegates, was the fact that these 
purchases were cash transactions, 
paid for in U. S. dollars. The coun- 
try has no foreign debt, it was 
explained, and of the $27,000,000 
which Venezuela has _ borrowed 
from the Export-Import Bank, all 
but $3,000,000 has been repaid, and 
the balance is not yet due. 


All of these favorable factors will 


be upset, the delegation said, if the 
U. S. increases oil tariffs. Venezu- 


strengthened program of service to 
dealers everywhere. 

“The NADA is a big organization, 
and this action which simply en- 
larges our official family, is going 
to be a means of keeping the en- Rainbow hotel, Great Falls, Mont. 
tire field closer to the basic pro- Jan. 7-10, 1951 — National Auto Dealers 
Dealers Used Car Guide Co., will | grams we are continually promot- Assn. saat > —_ Miami. 
be staged at the time of the con- | ing in dealers’ interests.” a Sh 

omer Ave rw May 30 — 500-Mile Race, Indianapolis 


vention. “The exhibition,” he * * «* y 

said, “will be novel in nature, Mar. 27-Apr. | — Rochester Automobile Speedway, Indianapolis, Ind. 

plans calling for the erection of NADA Names Moody ce oe. Main Street Armory, May 3i-June 2—Advertising Federation of 
To Head New Section Mtns America, national convention, Detroit. 


1. The top committee will meet 
March 30-31 in Jacksonville, Fla., 
to discuss general plans for 1951 
convention, scheduled for Miami 
and Miami Beach, Jan. 7-10. 

2. An exhibition, to be con- 
ducted by National Automobile 


ela’s government derives almost 60 
percent of its revenue from oil. 
Last year, 71 percent of the oil im- 
ported into the U. S. came from 
Venezuela. 

American automobiles rate high 
with Venezuelans, according to 
John P. Phelps, Chrysler Corp.- 
Fruehauf distributor who heads the 
Venezuelan trade mission. This is 
true in spite of the fact that the 
price of the cars in Venezuela is 


ing, Neil House, Columbus, 

Nov. 812 — National Used Car Dealers 
Assn. convention, Baker hotel, Dallas, 
ex. 

Dec. 1-2— Montana Auto Dealers Assn., 


May 15-16—Southeast Automotive Jobbers 
and National Automotive Mfrs. 1950 
Conference, Biltmore hotel, Atlanta, Ga. 

May 18-20—Automotive Engine Rebuilders 
Assn. convention, Hotel New Jefferson, 
St. Louis. 

May 22-24—1950 National Convention of 
Sales Executives, Detroit. 

May 29-June 9 — Canadian 
Trade Fair, Toronto. 


International 


a large circus tent immediately 
adjacent to the auditorium in 
which convention sessions will be 
staged.” 

Herewith the rosters of the vari- 
ous convention committees: 

General Convention—J. Saxton 
Lloyd, chairman, Daytona Beach, 
Fla.; Paul L, Abernethy, Charlotte, 
N. C.; Russell B. Lentz, Spartan- 
burg, S. C.; A. M. Costley, East 
Point, Ga.; W. S. Edwards jr., Bir- 
mingham, Ala.; Harry McArthur, 
Hattiesburg, Miss.; Charles B. Tu- 
tan, Miami; I. C. Pendarvis, Jack- 
sonville; Robert B. Ingman, Miami, 
Cc. S. Brooking, Gainesville, Fla.; 
Clarence Holtzinger, Tampa, Fla., 
and representing ATAM: Walter 
C. Mallory, Florida; Ella W. Ford, 
South Carolina; Bessie B. Ballen- 
tine, North Carolina, and Frank 
R. Broadway, Alabama. 

Exhibition—W, S. Edwards jr., 
chairman; Tutan; Mallory; B. H. 
King jr., Orlando, Fla., and Pen- 
darvis, 

Entertainment—Russell B. Lentz, 
chairman; Ben McGahey, Miami; 
Ingman, and Mrs. Ford. 

Program— Paul L. Abernethy, 
chairman; McArthur, Holtzinger, 
Costley, Brooking and Mrs. Bal- 
lentine. 





‘Trust Busters’ Block 
GM Plant Purchase 
WASHINGTON. — Because it 





WASHINGTON. — Appointment 
of Clark D. Moody, of Washington, 
as head of the NADA’s newly- 
formed Dealer’s Business Manage- 
ment department was announced 
last week by Managing Director 
M. Robert Deo. 

The new department, announced 
‘n Automotive News two weeks ago, 
has been set up to develop and 
circulate to NADA members busi- 
ness analysis data dealing with the 
operating and financial phases of 
retail automobile dealerships. 

Moody’s experience in automobile 
retailing dates back to 1914. During 
World War II he served with OPA. 


Hull-Dobbs Buys 
Boyd Gibbons 
Deal for $600,000 


LOS ANGELES.—Hull-Dobbs has 
announced the purchase of the 
Boyd Gibbons outlet here, one of 
the nation’s largest single Ford 
dealerships. 

The new general manager of the 
Boyd Gibbons operation for Hull- 
Dobbs is E. Robert Breech jr., son 
of Ford Executive Vice-President 
E. R. Breech. 

The younger Breech recently 
sold Springfield (Mass.) Lincoln- 
Mercury Sales, Inc., to Nelson E. 





Apr. 8-16— Seattle Automobile Dealers 
Assn., Field Artillery Armory, Seattle. 
Apr. 24-30— Miami Automobile Dealers 
Assn., Dinner Key Auditorium, Miami. 

* * * 


Aftermarket Shows 


Mar. 28-31—Canadian Automotive Service 
Show, Toronto, Ont. 

Apr. 25-28—New England Regional Auto- 
motive Show, Mechanics Bldg., Boston. 

Moy 11-14— Midwest Automotive Show, 
avy Pier, Chicago. 

May 29-June 9—Third Canadian Interna- 
tional Trade Fair, Toronto. 
Dec. 4-8—Automotive Service 
show, Navy Pier, Chicago. 

* * * 


Allied Industries 


Mar. 28-31—Fourth National Plastics Ex- 
position (Society of the Plastics Indus- 
try), Navy Pier, Chicago. 

Mar. 29-31—American Petroleum Inst. (Di- 
vision of Production, mid-continent dis- 
trict), Skirvin hotel, Oklahoma City. 

Apr. 3-4—American Petroleum Institute 
Board of Directors, Shamrock hotel, 
Houston, Tex. 

Apr. 24-25—American Petroleum Institute 
division of marketing, Muehlebach ho- 
tel, Kansas City. 

Apr. 26-28—American Petroleum Inst. (Di- 
vision of Production, eastern district), 
Hotel Cleveland, Cleveland. 

May !-4—American Petroleum Inst. (Divi- 
sion of Refining, mid-year meeting), 
Hotel Cleveland, Cleveland. 

May !1-12—American Petroleum Inst. (Di- 
vision of Production, Pacific Coast dis- 
trict), Biltmore hotel, Los Angeles. 
May 15-17—Oil Industry Information Com- 

mittee, Palmer House, Chicago. 


Industries 


Sept. §1-13— Oil Industry Information 
nnn, Hotel Traymore, Atlantic 
ity. 


Sept. 13-15—National Petroleum Assn., Ho- 


June 18-2i—National Assn. of Cost Ac- 
countants, 3ist international convention, 
Waldorf-Astoria hotel, New York. 

June 26-30—American Society for Testing 
Materials, 53rd annual meeting, Chal- 
fonte-Haddon Hall, Atlantic City. 

Aug. 7-19—First U. S. International Trade 
Fair, Chicago. 

Sept. 17-20—Controllers Institute of Amer- 
ica, Edgewater Beach hotel, Chicago. 

Oct. 5-15—Auto Show, Paris, France. 

Oct. 16-20—National Safety Congress and 
National Safety Council exposition, Chi- 
cago. 

* . + 
Engineering 

Apr. 10-12—American Society of Lubrica- 
tion Engineers, Statler hotel, Detroit. 

Apr. 10-14—American Society of Tool En- 
gineers show, Philadelphia, 

Apr. 10-14—American Society of Mechani- 
cal Engineers, Hotel Statler, Washing- 
ton, D. C, 

June 4-9—Society of Automotive Engineers 
summer meeting, French Lick, Ind. 
June 12-16—American Society of Mechani- 
cal Engineers fourth national materials 
handling exhibit, International Amphi- 

theater, Chicago. 

June 19-23—American Society of Mechani- 
cai Engineers, Hotel Statler, St. Louis. 

June 26-30—American Society for Testing 
Materials 53rd annual meeting (Exhibit 
of testing apparatus and equipment), 
Atlantic City. 

Aug. 14-16 — Society of Automotive En- 
oe National West Coast meeting, 

iltmore hotel, Los Angeles. 

Oct. 16-18—Society of Automotive Engi- 
neers transportation meeting, Hotel 
Statler, New York. e 

Nov. 9-10—Society of Automotive Engi- 


neers fuels and lubricants meeti 
Mayo hotel, Tulsa, Okla. — 
Nov. 26-Dec. |—American Society of 
Mechanical Engineers, Hotel Sretie 
New York. ; 


ness 
Phelps, 
employers to pay workers 10 per- 
cent of company profits each year, 
up to a maximum payment of two 
months’ salary. 


almost twice what it is in the U. S. 


Phelps plans to have an assembly 


plant in operation by next year, in 
order to take advantage of the low 
duty assessed on knocked-down 
vehicles. 
assembly plant now operating in 
Venezuela, 
Ford does not. 


General Motors has an 
Phelps said, although 
A unique feature of doing busi- 


in Venezuela, according to 
is a law which requires 


At the time this law was ex- 


plained at the meeting in Detroit, 
one of the members of the trade 
mission remarked: “I’m sure you'll 
have such a law here before very 
long.” 


—Bos Gorvon 


Banks to Purchase 
GMAC Debentures 
Of $175 Million 


WASHINGTON. The Comp- 


troller of Currency has approved 
the purchase of $175,00,000 of de- 
bentures 
Acceptance Corp. by 20 New York 
banks. 


from General Motors 


GMAC finances installment sales 


of cars and other products, Its 
business has soared about $1 billion 
since the 


war's following 


tel Traymore, Atlantic City, N. J end, 


N. Y. Dealers Hail 
Defeat of Many 
Adverse Bills 


ALBANY.—Many bills unfavor- 
able to auto dealers have been de- 
feated, reports the New York 
State Automobile Dealers, Inc. 


Happy with its efforts, the asso- 
ciation said some of the more than 
200 bills pertaining to motor vehi- 
cles which were defeated would 
have. 


1. Required fire extinguishers on 
all automobiles. 

2. Prohibited television sets in 
automobiles. 

3. Required polarized headlights. 

4. Prohibited sales of automo- 
biles except to adults with oper- 
ator’s license. 

5. Increased financial 
bility requirements. 

6. Prohibited disclosure for pub- 
lic inspection of motor vehicle ac- 
cident reports which would be in- 
admissible in trials. 

7. Permitted revocation of deal- 


would be “contrary to the pur- 
poses of the antitrust laws,” the 
Justice department has refused 
General Motors permission to 
buy a surplus propeller plant in 
Saginaw, Mich. 

General Motors is one of the 
defendants in the government’s 
antitrust suit against duPont. 
GM declined comment. 


Miller, a Rhode Island L-M dealer 
who named Hull-Dobbs manager 
of the Springfield setup. 

Hull-Dobbs reportedly paid some 
$600,000 for the Boyd Gibbons deal- 
ership, sale of which was outright 
and not on the Hull-Dobbs dealer- 
management plan. 

Hull-Dobbs President James 
Dobbs handled the transaction and 
stated that the dealership would 
continue to be named Boyd Gib- 
bons. 

It is understood that Boyd Gib- 
bons will retain all used cars on 
hand now and will dispose of these 
privately. 


record sales of autos. 

GMAC’s need for working capital 
has also increased, and it plans to 
obtain altogether $225,000,000 in new 
capital to meet anticipated de- 
mands for installment financing in 
the near future, it was revealed last 
week. 

Approval of the deal does not 
mean the Treasury office has be- 
come more liberal in applying legal 
restraints on bank lending, officials 
insisted. 





er license for sales above list price, 
compelling purchases of unwanted 
equipment or refusal to sell with- 
out tradein. 

The report also said that numer- 
ous bills to increase unemployment 
insurance benefits and workmen’s 
compensation were killed. Other 
measures defeated advocated a 
minimum wage of $1 per hour with 
overtime after 40 hours. 

“Legislation of this sort,” said 
NYSADA, “is an _ indication of 
what can happen in our business 
if manufacturers and dealers to- 
gether cannot settle and regulate 
their business to the best interest 
of the buying public.” 


Sidles on Vacation 
Fred S. Sidles, president of Fred 
S. Sidles Motors, Inc. (Buick), Lin- 
coln, Neb., is taking an extended 
vacation in Florida. He is expected 
to return early in May. 





Battle Relinquishes 


2 Chevrolet Deals 

NEW ORLEANS.—The two 
local Chevrolet dealerships here, 
Cathey Chevrolet Co. and Canal 
Chevrolet Co., owned jointly by 
John Battle, have changed 
hands, 

Mike Persia, of Houston, has 
taken over Cathey Chevrolet, 
and Walter Bolton, of Memphis, 
has acquired Canal Chevrolet. 





L. A. Papers, Please Copy 
_ MIAMI, Fla.—Sun will make Miami the industrial hub of the en- 
tire Western hemisphere, predicts Charles F. Kettering, research 


responsi- consultant for General Motors. 





The inventor of the self-starter declared that industry will be 
powered by energy from the sun sooner than expected. 

Kettering is currently engaged in solar radiation studies here. The 
project is far ahead of the schedule originally established, he said. 


FULL-PULL ARM RESTS—Easier to use as 
@ door-pull and providing more arm rest 
area, they recently have been added to 1950 
Ford passenger cars as a running change, 
the company states. 
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risa specialist fully equi 


u with your Chevrolet service problems. 
" . 
willing and able to give you @ 


rtant part in your business 
more efficient years of research by some of the finest automotive 


The story of genuine Chevrolet parts is a story well 
worth the telling . . . a story of vital interest to you. 
Behind every genuine Chevrolet part lies a history of 


Your Chevrolet deale 


de- He stands always ready, 


- hand. And he can play an impo veep 
its an make it possible for you to give faster; : 
a omers. He can help you 


uild greater engineers in the country. Those years spent in 


_ service to your cust designing and testing mean that each genuine 


ction and continued 


ital customer satisfa Chevrolet part is a precision product designed for 


| to ’ it to 

ew business success. You'll find 1 - (EE the job it is to do. In your business, the superb 

de- 0 

ie your advantage to draw 7 quality of genuine Chevrolet parts is your best 

not Chevrolet dealer’s balance ' : assurance of customer satisfaction . . . and that in 
: ” Oo eS 

= of parts and his ability to help ¥ turn, means your business should continue to 


: lems. 
with Chevrolet service prob prosper and grow. 
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‘A Guide to Automobile Selling’ . . . | that the nation’s prosperity de- 


insurance coverage, and one of the ; 
unwritten stipulations in the rela- pends in considerable measure upon 
the preservation of the traditiona) 








tionshi between the finance 
The Finance Package eompaay and the dealer is the| | eo 1 ea financing system in the automobile 
understanding that, when accidents|;| ~~) cane business. 
ances |i (sn For the automobile industry is— 
Eprror’s Note: This is the elev- Regardless of how the payments In Book Form | 7 ivi L and has been for years—the great 
are made, the dealer whose retail . " sustaining factor in our industrial 


enth installment of a book by 
John O. Munn, comprising Chap- 
ter XVI, “Selling the Complete 
Finance Package”: 


By John O. Munn 


O AUTOMOBILE salesman can 
qualify as expert until he has 
mastered the art of selling the 
dealer’s finance plan—meaning, in 
general, the plan of the finance 
ro company whose 
service the dealer 
prefers. 

When a time 
sale is financed 
by an _ institu- 
tion with which 
the dealer has 
no contact, a 
valuable tie 
that might have 
existed is lost. 
: Monthly pay- 
John O. Munn ments, if made 
to the dealer, keep him in close 
touch with the customer and 
make it easier for him to culti- 
vate the customer’s good will. 









Statistics prove that the great majority of 


time paper is handled either par- 
tially or wholly by institutions that 
do not grant him wholesale is cer- 
tain to have his wholesale line pro- 
portionately curtailed. And, if it 
entails no contingent liability and 
is handled by institutions that 
grant him no reserves to protect 
such liability, he loses whatever 
cash salvage there might have been 
from those reserves. 
+ + + 


Extra Earnings 


N PREWAR days that salvage 

was all that many dealers 
earned on their new-car operations. 
Its loss in the difficult market that 
certainly is due in years to come 
might well be a calamity. 

Another loss that the dealer sus- 
tains when he allows his time sales 
contracts to be handled by direct 
loans to the purchasers is the in- 
surance repair work that normally 
comes to him from _ contracts 
handled by his finance company. 
Finance company service includes 


car owners prefer Simonizing—so why risk 


losing business by selling inferior substi- 


tutes? A dissatisfied customer is lost forever 


—a Simoniz customer means repeat profits! 


You don’t have to*sell” Simonizing, either! 


We do it for you—with a greater advertising 


campaign than all others combined! Color- 


ful, full-scale promotion in leading maga- 


zines; big, convincing newspaper ads; 


thousands of radio commercials and out- 


door signs—all designed to bring you 


tremendous profits throughout the year! 


THE SIMONIZ COMPANY, CHICAGO 16, ILL. 
RECOGNIZED FOR OVER THIRTY-FIVE YEARS AS AUTHORITIES ON THE PRESERVATION OF MOTOR CAR BEAUTY 


John O. Munn’s “A Guide to 
Automobile Selling” has been put 
in book form, due to heavy de- 
mand, Sixty-four idea - packed 
pages in handy size. 


Order it today — at $3.50 per 
copy, postpaid — from... 
Book Department 


AUTOMOTIVE NEWS 
2666 Penobscot Bidg., Detroit 26, Mich. 


occur, any collision damage that 
results will be repaired by the 
dealer through whom the contract 
was received, 

Thus every financing transac- 
tion that goes to a direct-loan 
institution entails at least a 
three-fold loss to the dealer who 
makes the sale, If all time sales 
were handled in that way, the 
dealer body simply could not 
function. For in that case, the 
cost of new and used car whole- 
sale financing, if obtainable at all, 
would be so high that few if any 
dealers could afford it. 

The growth of the automobile 


er 





“This one dries!” 


industry has been made possible 
only by the complete wholesale and 
retail financing service which the 
finance companies, and banks that 
operate as finance companies, have 
made available to it. If such com- 
plete service were ever withdrawn, 
the dealers would find it impossible 
to absorb and sell the factories’ 
huge output. 

It is not an exaggeration to say 


“Ready-made” market for Simonizing 
brings dealers bigger, repeat profits! 





By offering a complete SIMONIZ service you can 
greatly increase your profits! Write for further 
information on the operation and promotion 


of a Simoniz Service Station. 








economy. If it were ever prevented 
from developing the full potential- 
ities of its market the resultant loss 
of general business impetus would 
be calamitous. 

* * s 
Salesman’s Responsibility 
RESPONSIBILITY for preserving 

this indispensable service rests 
squarely on the shoulders of the 
automobile salesman. He is the man 
who deals directly with the cus- 
tomer. Often the dealer never 


‘|comes in contact with the buyer, 


nor does any employe except the 
salesman until the deal is closed. 
So unless the salesman sells him 


the dealer’s finance plan it isn’t 
sold at all. 
What method the salesman 


should use for this purpose de- 
pends upon the dealer’s attitude. 
Dealers who have been outstand- 
ingly successful in getting the 
idea across have taken the 
ground that the use of a com- 
plete financing service was es- 
sential to the successful conduct 
of their business—that their 
ability to secure wholesale and 
other services indispensable to 
themselves depended upon their 
control of all retail financing con- 
tracts, and that the handling of 
the purchaser’s time sale was as 
important to them as the sale of 
the car itself. 

The salesmen of such dealers are 
instructed to sell every prospect 
right up to the hilt on the car, 
and to make dead sure that he 
wants it badly, before allowing the 
question of financing to come up 
at all. When it does come up, they 
make this position clear to the 
prospect and, if they have really 
sold the car, he doesn’t balk. 

If he is not completely sold as he 
should be, he may argue in favor 
of a direct loan from an outside 
source and a cash payment to the 
dealer, claiming that he can save 
money by handling the deal in that 
way. In such cases the salesman 
sniftts his approach to one that 
shows what the prospect has to 
gain by the use of a one-package 
plan, along these lines: 

+. 7 7 


Reassure Customers 


‘= natural for you to want to 
save money on the contract. I 
would, too, if I were in your boots. 
And that makes it all the more 
logical for you to use our plan. 

“You see, there isn’t any real 
way to reduce the cost of financing 
except by reducing the scope of 
the service. Our plan gives you 
complete service, ail in one pack- 
age, and you get it without any 
inconvenience or a moment’s waste 
of time. 

“You sign the contract here 
and now—and that’s the end, so 


| far as you’re concerned. You get 


the terms you want. You get the 
insurance coverage you need, You 
get our packing and that of the 
tinance company to assure a fair 
adjustment in the event of any 
insurance loss. You get any col- 
lision damage repaired right in 
our shop with standard parts and 
| by men who know your car like 

a book. 

“You assure yourself of our co- 
operation in any question that may 
arise between you and the finance 
company—all without stirring from 
this salesroom. Payments are all 
| made together to one recipient. 

“If you try instead to get a direct 
loan, you must go to a loan insti- 
tution and sign up there for the 
money. Their plan may not provide 
you with insurance, in which case 
|you must arrange for that else- 
| where. Whether it does or not, your 
| installments on the loan and on the 
insurance premium may have to be 


paid to different offices. 
* * + 


By Other Plan 


= insurance coverage may or 
may not be what you need, If 
an accident occurs you do not get 
our help or that of the finance 
company to insure a fair adjust- 
ment. You’re wholly on your own— 
and anyone who has ever gone 
through an insurance adjustment 
knows that it can be a time ‘when 
a feller needs a friend.’ If insur- 





ance repairs are required, they may 
be made by an irresponsible shop 
(See PACKAGE, Page 41, Col. 3) 
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50 years ago The Saturday Evening Post 
carried its first new-car advertisement* 


Ever since the days of dusters and goggles, the Post has led the field in automotive 
advertising. And over the years people have come to look to the Post as America’s 
year-round auto show. 

Why the Post? Years ago, the young automotive industry faced two main adver- 
tising problems—much as it does today. To help their dealers sell cars, manufacturers 
needed to reach most of the families who could afford new cars and particularly the 
leaders who set the pace in their communities. The Post was the answer. For then, 
as now, Post-reading families were the important, able-to-buy families. 

But that was not enough. Those advertisements had to get special attention and 
build complete confidence to give dealers the strong support they needed. Here again, 
the Post was the answer. Scientific surveys have proved what advertisers sensed from 
the beginning: people pay more attention to advertising i1 the Post . . . and have more 
confidence in the products advertised in the Post than in any other weekly magazine. 

Today, the Post is still the answer. After fifty years of experience, automotive manu- 
facturers are even more firmly convinced that the Post has the strongest influence 
with your best prospects. They’re sure their messages in the Post lead people to your 
showroom, where you can make the sale. 


- reaches the people who mean business ! 


hf q 
*March 31, 1900 “AR @ 
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Many Other Auto Bills Pass... 





N. Y. Vehicle Check Fight Rages 


ALBANY. — An argument over 
whether all vehicles should be com- 
pelled to take safety inspections or 
just those cars and trucks that 
have reached a certain age is being 
conducted in the New York legis- 
lature. 

A bill which would have re- 
quired that all cars manufac- 
tured earlier than 1935 be ap- 
proved by the commissioner of 
motor vehicles as to their me- 
chanical condition has been 
recommended by its sponsor, As- 
semblyman J. Sidney Levine. 

During debate on the measure, a 

large number of legislators of both 
parties urged passage of the com- 
pulsory inspection bills still resting 
in committee. 

“More than $100,000 of the tax- 
payers’ money has been spent in 
the past two years conducting an 
inquiry into the need for compul- 
sory inspection, and we'll be asked 
to authorize additional expendi- 
tures before we go home,” he said. 
“Yet the major recommendation of 
this committee to set up a system 


of semi-annual compulsory inspec- 
tion has been bypassed by the 
legislature.” 

Levine said he felt his bill was 
at least a step in the right direc- 
tion, and was important “from 
the standpoint of establishing at 
this time a foundation for ridding 
the highways of defective ve- 
hicles.” 

A number of legislators said they 
felt the measure.was simply setting 
up an arbitrary age barrier which 
would work hardship on farm driv- 
ers and others who kept their cars 
in good condition. 

“This is an impractical way to 
handle a very complex problem,” 
declared Assemblyman Elisha _ T. 
Barrett, Suffolk Republican. “What 
we need is some system of semi- 
annual compulsory inspection.” 

The legislators who favored the 
bill were urged to work instead 
to have the rules committee re- 
port the Hollinger bill for com- 
pulsory inspection. The request 





came from Assemblyman Jacob 
Hollinger, Niagara Republican. 

The senate has passed the Ander- 
son-Barrett bill to set up a title 
law in New York state. The bill 
would provide a means under which 
purchasers can make certain that 
the car they buy has no liens or 
encumbrances. 

If the bill becomes law, persons 
holding encumbrances would have 
to see that they were recorded on 
the renewal stub and the original 
registration in the office of the 
commissioner of motor vehicles. 
The measure would become effec- 
tive Jan. 1, 1951. 

Also sent to Gov. Dewey after 
passage by both houses was the 
Barrett- Anderson bill which 
would strike out the provision 
requiring the vendor of a second- 
hand motor vehicle to acknowl- 
edge the statement of transfer 
given to the vendee at the time 
of sale. 

Another bill passed by both 
houses and sent to the governor 
would make it a misdemeanor to 





AT ANNUAL DEALER DINNER IN BROOKLYN—Thomas R. Reid, speaker at the affair for 
the Brooklyn and Long Island Automobile Dealers Assn., is introduced to D. W. Speilman, 


president, by C. 
Reid, Palmer, Speilman. 


violate the provisions of the dealer 
registration law. At present, viola- 
tion is simply an infraction, and 
many willful violators find it 
cheaper and more advantageous to 





NewB.E Goodrich. 


\\ 





IF YOU CAN TELL WHICH SKATERS ARE BEST, 
! YOU CAN TELL WHICH TIRE IS BEST. 
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NOTE TO CAR DEALERS: Cash in on “Rythm Ride”’ by handling BFG 
tires. Your B. F. Goodrich salesman will be glad to give you the 
whole profit story. The B. F. Goodrich Company, Akron, Ohio. 
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GREATER SAFETY 


other tires? 


GIVES YOU MORE COMFORT 





LONGER MILEAGE 


QUESTIONS AND ANSWERS ABOUT THE 
BIG DIFFERENCE IN TIRES. 


Q: What is “Rythm Ride”? 

A: Every tire is made of thousands of cords 
that flex as you ride. Unlike cords of most 
tires, (left, below) B. F. Goodrich cords, 
(left, above) have no cross threads to hamper 
their action. The result is the improved tire 
performance known as “Rythm Ride’. 


Q: Why are cross threads used in most 


A: Cross threads are only a convenience in 
manufacture. They do no work—and 
“shackle’’ the cords. Cords can’t flex freely. 
Some carry too much load, others too little. 


Q: Why is BFG’s cord action better? 


A: With cross threads eliminated, cords are 
free to flex in rythm. They carry the impact 
from one to another, share the load equally. 


Q: How does this increase (1) safety, 
(2) mileage, (3) comfort? 


A: All of the cords work together to: (1) resist 
road shock for more blow-out protection, 
(2) share the wear for more mileage (3) 


Ride”? 


skill to give you 


cushion the bumps for more comfort. 


Q: Why don’t all tires have “Rythm 


A: Only B. F. Goodrich has the equipment and 
“rythmic-flexing cords” in 
every tire for every need. 








Ray Paimer, executive vice-president of the association. Left to right: 





ignore the law, since they are then 
not subject to the supervision of 
the motor vehicle commissioner, 
and need comply with no standards. 

Other bills passed would: 

1. Provide for the issuance of 
transporter plates to persons en- 
gaged in business requiring limited 
operation of motor vehicles, motor- 
cycles or trailers. 

2. Permit a vendee to operate 
a commercial motor vehicle for 

10 days after purchase with deal- 
er’s plates. 

3. Provide for the registration 
with the motor vehicle commis- 
sioner of all persons “engaged in 
the business of buying or selling 
motor vehicles at retail,” rather 
than those “engaged in business as 
a dealer.” 

Under the present law, violators 
escape prosecution by claiming 
they are not “dealers,” even though 
|they did buy and sell a number of 
vehicles. This bill is designed to 
plug the loophole, so that all per- 
sons who are actually in the busi- 
jness of buying and selling motor 
vehicles must register with the 
commissioner and abide by the 
standards he sets up. 


Fenner, Degnon 
Get Top Mack 


Sales Positions 


NEW YORK. — A. F. Fenner, 
vice - president of Mack - Interna- 
tional Motor Truck, has_ been 





| 


A. F. Fenner 


P. J. Degnon 


| named general sales manager, with 
headquarters in Chicago, H. W. 
Dodge, executive vice-president, 
announced last week. 


At the same time, P. J. Degnon, 
also a vice-president, was appointed 
manager of the newly created east- 
ern sales division, it was announced 
by E. G. Ewell, vice-president and 
general manager of the eastern, 
Atlantic and southern divisions. 


Fenner will direct all of the com- 
pany’s truck, bus and fire apparatus 
sales and service activities in its 
central, southwestern and Pacific 
Coast divisions. He joined Mack in 
11915 as salesman in its Albany 
branch. In 1927 Fenner was trans- 
ferred to Chicago as manager of 
the central division, a position he 
relinquishes to assume his new 
duties. 

Starting as manager of the At- 
lanta direct factory branch in 1919, 
Degnon later was elected a vice- 
president and was made manager 
of the southern division. He was 
appointed manager of the Metro- 
politan New York division in 1933, 
and manager of the New England 
division in 1945, which latter posi- 
tion he leaves to assume his new 
duties. Degnon will make his head- 
quarters at Mack’s Long Island 
City offices. 
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The exhibition to be staged next month in New 
York by the British automobile industry will 
show a full range of A.E.C. diesels ... the most 
famous in the world. They power buses and 
heavy-duty trucks all over the globe! They are 
the driving force of a large number of seagoing 
craft! They are widely used in factories to pro- 
vide reliable, inexpensive power! And _ those 
wartime marvels, the historic “Mulberry” ports, 
owed their main power, light and heat to A.E.C. 
Diesel-Electric sets! A.E.C. diesels are a power 


in most lands...see them at the Exhibition! 


See the range of A.E.C. Diesels on 


A Tis 
. ; ; E 
aw i ¥ 3 


British Automobile and Motor Cycle Exhibition, 
Grand Central Palace, 
Lexington Avenue, New York City 


APRIL 15-23, 1950 
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DIESELS 


SOUTHALL ROAD RAIL’ SEA ° INDUSTRY 


A.E.C. LIMITED, SOUTHALL, 
Subsidiary of Associated Commercial Vehicles, Ltd., 


LONDON 


MIDDLESEX, ENGLAND 


CANADA: 
ASSOCIATED EQUIPMENT CO. OF CANADA, LTD. 
KEEFER BUILDINGS, 1440, ST. CATHERINE STREET WEST 
MONTREAL 
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Measures Proposed in Seven Legislatures. . . 
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State Wage Floor Bills Grow 


NEW YORK.—Proposals for new 
or broadened regulation of wages 
and hours have been raised thus 
far this year in the legislatures of 
at least seven states, a survey 
reveals. 

Such measures by mid-March 
had been rejected by the legis- 
latures of Virginia and Wyom- 
ing, but were still pending in 
Massachusetts, New Jersey, New 
York, Rhode Island and South 
Carolina, 

The bills which failed of enact- 
ment in Virginia and Wyoming 
would have required minimum 
wages of 75 cents an hour for all 
intrastate workers. 

A state minimum wage law of 
75 cents an hour to conform to 
federal legislation was proposed by 
Gov. Dever in his message to the 
Massachusetts legislature. A bill to 
carry this recommendation into 


effect was supported by labor and 


IT TAKES THE EXTRA PHWER OF 


PSDSRAL Bunda 


TO MOVE BIG LOADS .-- 









There are many important reasons why operating costs are less . . 


opposed by employer spokesmen at 
a recent legislative hearing. 

The proposed Massachusetts leg- 
islation would replace a 1949 state 
law which declares that “a wage 





Ford Dealer and Factory 


Named in $41,086 Suit 


SACRAMENTO, Calif. — Elis- 
worth Harrold Co. (Ford) and 
Ford Motor Co. are named de- 
fendants in.a $41,086 damage 
suit filed here in county superior 
court. 

The plaintiff, Edward J. Four- 
nier, a trucking operator of 
Downieville, Sierra county, 
charges a truck he bought had 
a defective driveshaft which 
gave way on a highway near 
San Juan last Nov. 4. Fournier 
says the truck went out of con- 
trol, was wrecked and that he 
was injured seriously, 





of less than 65 cents an hour in 
any occupation . . . shall be con- 
clusively presumed to be oppressive 
and unreasonable,” but which allows 
minimum wages of less than 65 
cents an hour if they have been 
established by orders’ resulting 
from the deliberations of minimum 
wage boards. 

A bill was introduced in the 
New Jersey legislature to carry 
out Gov. Driscoll’s recommenda- 
tion for extension of the state’s 
present wage-hour law to cover 
men. At present it covers only 
women and minors in certain in- 
dustries, 

Also pending in New Jersey was 
another proposal, patterned after 
the federal wage-hour act, which 
would establish a 75-cent hourly 
minimum wage for all employes 
within the state, with time and a 
half for overtime over 40 hours per 
week, 

In his message to the South 
Carolina legislature, Gov. Thur- 
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greater with Federal trucks on the job. They have the rugged strength to 


“take it” on the toughest of hauling schedules .. . 
characteristics to assure the handling of bigger payloads, in less time, with a 
minimum of down time. 
money saving features, including powerful engines . . . 
big, fast acting brakes . . 


struction. 


FEDERAL MOTOR TRUCK COMPANY e 


49 MODELS 


34 to 35 rons 


INCLUDING A 
COMPLETE LINE 
OF 6-WHEELERS 


the power and high torque 


Back of this dependable performance are hundreds of 


. husky frames. . 


rugged hypoid axles 
. easy steering and all-safety con- 
Put a Federal truck on your job and you will see what we mean 


Detroit 9, Michigan, U.S.A 


Get the facts on a Federal Franchise 


Mail this coupon today for full details. There may be 
a direct factory franchise available in your area. 


with 


Federals 


By Costing Less to Run 
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¥0,000 
broad range of tandem axle 
units. 
trated line folder 








TEACHERS TAKE DAY OFF TO LEARN—Oldsmobile was host to 125 school teachers from 
Lansing and surrounding communities recently as part of business-industry-education day 


This group is watching the assembi 
engine plant. After visits to the 


at luncheon in the auditorium and then heard eight 


of an Oldsmobile 135-horsepower engine in the Rocket 
inal assembly and a plants, the visitors were quests 


Idsmobile executives, headed by 


S. E. Skinner, general manager, and G. R. Jones, general sales manager, describe various 


phases of the division's operations. 





mond reiterated his previous rec- 


duced in the New York state legis- 


ommendation for enactment of a| lature, including proposals for $1 


state wage-hour law “applicable 
to the thousands of business and 
industrial employes who are not 


employed in interstate commerce.” | 


Several bills relating to wage- 
hour regulation have been intro- 












Have Won... 


MODELS 
3%4 to 35 Tons 


149 Combinations 


ratings to 
including a 


gross over 


pounds, 


Write today for illus- 





hourly minimum pay. 


Broadening of New York state’s 
| minimum wage law has been pro- 
posed by State Industrial Com- 
missioner Edward Corsi. Under 
the existing statute, special wage 
boards, appointed by the state 
industrial commissioner, fix min- 
imum wages for particular in- 
dustries. 


Corsi has proposed that the leg- 
islature fix a minimum hourly pay 
| rate for all intrastate workers and 
| that, in addition, it continue to em- 
| power special boards to set min- 
j}imums for particular industries 
| higher than the rate designated by 
statute. 

Establishment of a minimum 
wage of 75 cents an hour and a 
| maximum 40-hour week has been 
proposed in Rhode Island. 
| Meanwhile, the trend toward 
higher minimum wage _require- 
ments through the adoption of new 
|wage orders under existing state 
|laws was continuing. 





‘Casual Sales Off 
As Toledo Dealers 
‘Hike Tradein Bids 


TOLEDO. — Sudden and violent 
change in the proportion of used- 
| car sales by dealers, compared with 
casual sales, highlighted the Febru- 
|ary market in Lucas county (To- 
| ledo). 

Of the 2,935 used vehicles traded 
|in February, only 423—about 14 
| percent of the total—were casual 
| sales. In January, a month before, 
| casual sales amounted to 1,272, or 
about 44 percent of the 2,888 autos 
| traded during the month. 

Dealers, a little surprised by the 
|sudden switch, said owners of 
used cars apparently were taking 

|advantage of increasingly liberal 
|tradein offers of new-car dealers 
| eager to sell off large stocks. 

The price difference between a 
Sale to a casual buyer or a tradein 
on a new car is now too small to be 
| worth the bother to the seller of a 
;}used vehicle, was the way one 
dealer put it. . 

Dealers’ sales figures reflected 
the switch with higher totals. Two 
|new-Ford dealers led the parade 
| both months. Lee Motors, second 
}in January with 58 sales, was first 
jin February with 81, while Bob 
Reese Motors, first in January with 
66, was second in February with 74. 

A Chevrolet dealer, Jim White. 
| was third with 65 in February and 

| a used-car dealer, Rittenhouse 
| Motors, was fourth with 56. 
| Of the first 10 dealers in the 
February list, only two were used- 
car dealers, The other eight were 
the two Ford dealers, two Chevro- 
| let, two Mercury, a Buick and a 
|Chrysler-Plymouth dealer. 


iNew Indian Heads 
Plan No Changes 


SPRINGFIELD, Mass. — Indian 
| Motocycle Co. will continue in pro- 
|duction and “no immediate finan- 
| cial reconstruction is contemplated” 
| by the British interests which have 
taken it over, a company statement 

|said last week. 
Indian’s plant here now employs 
|}about 200 people. The statement 
|added that orders on hand for mo- 
| torcycles were “most encouraging,” 
and that it was hoped a steady 
| Standard of employment could be 
maintained. 
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AUTOMOTIVE WASHINGTON 





Sawy 


er Slated to Get 


Transport Controls 


By William Ullman 


Washington Correspondent 


A§ OFFICIAL Washington views recent presidential ac- 
‘% tions, the Administration is moving to centralize all | aged.” 


transportation in the Department of Commerce, headed by | 
Charles Sawyer. Of 21 plans to reorganize the federal gov- | 
ernment which President Truman submitted to Congress, | 
two, if allowed to become law, @———- 
will have a far-reaching ef-| 


fect on highway transporta- 
tion. Plans seven and 21 touch most 
directly upon the field of highway 
transport. 

The former reorganizes the Inter- 


understood that the Treasury 
definitely is interested in the sug- 
gestion and is having its tax 
experts study whether it is ad- 
ministratively feasible. 

Mills’ earlier proposal to give the 








jto provide 
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lthe first two quarters of 1950 in- 


stead of over four quarters. 
* * + 


NAM on Social Security 
| "(.HE National Assn. of Manufac- 
| # turers believes that farmers and 


farm labor, as well as all other 
persons who work, should be placed 
under social security. In testimony 
before the Senate Finance commit- 
tee, the association urged that 
pending legislation be so devised 
“the widest possible 
coverage” with benefits which offer 
“a basic layer of protection to the 


Ira Mosher, former president of 





the NAM and spokesman for its 
employe _ benefits committee, 
pleaded for an old-age and sur- 


| vivors insurance system to sup- 


plement, but not replace sound 
company-union plans, 

Mosher urged that whatever 
Congress does about revising social 
security, it so plan the permanent 
system that it will “strengthen the 
system of private competitive 
enterprise.” 


state Commerce Commission to the | treasury a substantial but tempor- 
extent of transferring all executive | ary windfall by speeding up corpor- 
and administrative functions of the | ation income-tax payments is re- 
ICC to the chairman of that/|ported to be meeting rough going 
agency, and places the selection of | among committee members. Under 
that officer in the hands of the|that plan a corporation would be| He asked that the wage base 
President. required to pay its full 1949 tax in| which is now $3,000 be retained at 

Present — —-— —— diate % Beal 


He criticized the existing system 
for what he called “its’ encourage- 
ment of the pauperization of the 
aged.” 





regulatory and quasi- 
judicial functions | 
of the ICC would 
be left undis- 
turbed at this| 
time. It is ex-| 
pected, however, 
that President 
Truman shortly 
will propose that 
the motor vehicle | 
regulatory func- | 
tions of the ICC 
be transferred to 
the Commerce 
department. This. was a Hoover} 
commission recommendation. 

Plan 21 calls for abolition of the 
Maritime commission and_ the 
transfer of its functions to the} 
Department of Commerce. It would | 
set up a new office, creating an 
Underscretary of Commerce for, 
Transportation. In transmitting | 
this plan to Congress, the President 
said: 

“It is my purpose to look to 
the Secretary of Commerce for 
leadership with respect to trans- 
portation problems and for the 
development of overall trans- 
portation policy within the execu- 
tive branch. Because of the mag- 
nitude and importance of the 
transportation functions trans- 
ferred to the Department of 
Commerce by this reorganization 
plan, I have found and hereby 
declare that it is necessary to 
strengthen the top administrative 
structure of the department by 
providing for the appointment 
and compensation of a new Un- 
dersecretary of Commerce for 
Transportation. 

This will make available an) 
officer of the highest rank to assist | 
the secretary in supervising the | 
varied and complex transportation | 
programs of the department and | 
providing central leadership in| 
transportation matters. With the| 
many responsibilities of the Sec-| 
retary of Commerce in other areas, 
the creation of this office is essen- | 
tial to enable him properly to ful- | 
fill his obligations with respect to 
transportation.” 

Under the terms of the Reorgan- | 
ization Act of 1949 the group of 
plans submitted by the President | 
will become law unless they are 
vetoed by a majority vote of either | 
chamber of Congress within 60) 
days. 
+ a” + 


Stockholders Withholding? 


A CCORDING to informed Capitol 
“4% Hill sources, a plan to supply | 
the withholding-tax principle to 
company dividends before they are 
paid to stockholders is being con- 
sidered by members of the House 
Ways and Means committee. How- 
ever, the idea has not advanced 
beyond the study stage, it was said. 

As explained, the plan would 
require corporations to withold 
from any declared dividends a tax 
of 10 percent to be remitted directly 
to the Treasury. It would be a sort 
of companion piece to the withhold- 
ing tax companies now are re- 
quired to apply on wages and 
salaries. 

Rep. Mills, Arkansas Democrat, 
is author of the proposal. It is 
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{ REMINDS YOU TO REMIND THEM. This 
e “signal file’’ cabinet has 60 double 
pockets for filing the signal card which 
matches each customer’s record card. Only 
one set of pockets—one pocket for ‘‘active” 
accounts and one for “‘inactive’’ accounts— 
requires attention each day. 


vice record cards. 





HERE'S A NEW AND PROVEN WAY to 
step up service department profits 


time, work and money. 
Far less complicated, but much 
more effective than other follow- 


Remind-O-Matic System* is 
tailor-made to fit your business. 


business at a more profitable level. 


Quaker State Oil Refining Cor- 
poration, Oil City, Pa. 


; KEEPS CASE HISTORY ON EACH CUSTOMER. 
® This cabinet holds up to 1,000 ser- 


Only one card is required for each customer, 
to record all service calls and reminder con- 
tacts. Tells at a glance everything you need to 
know about each customer’s car. 








that level instead of jumped to 
$3,600 as a House bill provides. The 
Administration asked that the wage 
base be put at $4,800. 

Mosher also said that his organ- 
ization feels that the present con- 
tribution rate of 1% percent each 
for employers and employes is high 
enough. The House bill gradually 
| would raise the rate on both em- 
ployer and employe to 3% percent 
by 1970. 


a minimum expenditure of 


ns, the new Quaker State 


it to win back lost cus- 
and to keep ALL your 





ur Quaker State distributor 
the details, or write to 


(Larger outfits available.) 


Mercury dealership. Shown are Mrs. Charlies H. Elmendorf, 
the Bank of America; Mrs. Spencer T. Honig; John F. O'Connor; Mrs. George L. Boggs; 
George L. Boggs, district sales manager of Lincoln-Mercury; J. 
Mrs. O'Connor; Spencer T. Honig; Mrs. John F. O'Connor; Charies H. Elmendorf, executive 
secretary of Los Angeles Motor Car Dealers Assn., and Mrs. Earl Sage. 


your new Quaker State Remind-O- 
Matic System, use the 8 direct mail 
folders and the 32 reminder post-cards 
prepared for the exclusive use of Quaker 
State dealers. They cover every service 
you sell. Each carries a different sales 
message over your firm name imprint. 
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DEALERS ARE GREETED BY SOUTHERN CALIFORNIA GROUP—They saluted J. F. and 
Jack O'Connor after the acquisition of a new building in Hollywood for their Lincoin- 


Earl Sage, vice-president of 


F. O'Connor, president; 


Inloes Buys Out Dugan 

Mel Inloes has purchased the 
interest of George Dugan, Inloes- 
Dugan Motors, Newberg, Ore., and 
now is sole owner of the Dodge- 
Plymouth dealership. Inloes form- 
erly was manager of Joe Fisher’s 
east side (Dodge-Plymouth) used- 
car lot in Portland, Ore. Inloes and 
Dugan purchased the dealership in 
1948 from Dan Harmon. 


At last! A simple follow-up system to 
HELP YOU WIN BACK LOST BUSINESS ! 






















TIMELY REMINDERS . . . READY- 
@ made! To get the most out of 
























REMIND UO MATIC SYSTEM 


*PATENT APPLIED FOR 
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is acclaiming 





a ee 


ai America ! 


¢ 


= oe arene saan 





On “ 


eae apie iain 


ae models in NEW YORK: Crowds thronging the special 1951 Kaiser-Frazer preview made 
the corner of 54th Street the busiest on Broadway during the first week in 
March. Every hour the show was open, more than 1000 delighted viewers 
jammed in to see the newest cars on earth! 


Sige ia 


3 completely new lines. 


ete 


A price and a 


body style for everyone. 





1. The new low-priced car in the low-price field... 


the car for all America...the car millions 
have been hearing about and reading 
about...the car built to establish spec- 
tacular new low costs in the field of 


economical transportation. 


s. The new 1951 Kaiser. . . the triumph of engineering’s newest 
advance... Anatomic Design...design to 


suit the requirements of human anatomy 





...the car that sets an entirely new 


standard of value in the popular medium CHICAGO: The 1951 Kaisers and Frazers stole this show hands down...as 

price field. they did in Pittsburgh, Des Moines and other cities around the country where 
shows have been held. Everywhere there is only one word to describe the 
public’s reaction to the 1951 Kaiser-Frazer lines...“Terrific!” 


3. The new 1951 Frazer, the Pride of Willow Run... 


the car that brihgs luxurious transporta- 
tion within the reach of new thousands able. If there is no Kaiser-Frazer dealer in your sales area, we 


of motorists. Handcrafted...to express 


There are a limited number of valuable “open points” avail- 


' suggest you write (or wire) Walter DeMartini, Director of 
with custom detail the smartness and 


luxury of Continental styling. Sales, Kaiser-Frazer Corporation, Willow Run, Michigan. 








Kaiser:-Pragzer 


Built to better the best on the road 
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missioners and for heads of othe: a 
agencies approved by the governo: 


| n Tt h e H Oo p p e r | a econ ie and the state — ‘errand 


|New York Assembly Kills — 































The Missouri supreme court has|the spouse exemption for married : ‘ll 
sustained a circuit court decision| taxpayers from $50 to $40, and re- Jalopy Inspection Bi . 
when it unanimously decided that | duces by $500 the minimum income A bill which would have re- Yor 
the referendum election planned|on which returns must be filed by quired state inspection of the plat 
for Apr. 4 may be held legally. married taxpayers to $2,500 a year mechanical condition of motor tion 

This is the second barrier elim-/ gross, or $2,000 net. vehicles 15 or more years old as = 
inated by court action. Earlier the * * & a registration proveqstaite ine pla 
court ruled against the Missouri ° * been killed in the New or 
Farmers Assn., which sued to stop rape var — Way — o Set re 
the election with the argument that | "or Gas fax Fr ole | FRAM BOARDS TO FILTER INTO EVERY STATE—During 1950 Fram filters will be featured e bill was descr ~ leg as 
the road tax bill was an appropria- An opinion handed down by the | in painted bulletins along the main motor dherouchteres bs a eattonwide outdeer compalen. step toward compulsory inspec- A 
tion and as such could not be re-| Missouri supreme court has | Copy calls attention to “Complete Engine Protection’ with Fram oil, air and fuel filters, | tion. Opposition was based on the ne 
ferred to the people. cleared the way for a referendum j45—~ in nse Beg eg - — publication advertising. The Fram account is handied| Jack of qualified examining per- stat 

However, the court ruled it was| election on whether the two-cent lee aeeaeereseae aeons ———- —____________| sonnel in the state bureau of gov 
not an appropriation. gasoline tax increase enacted by | . ; motor vehicles. F 

oe <6 | the 1949 state-legislature will be and sent to the governor for sig-| taxes if general fund revenues, now * * «* , 
itted t Sie altest, nature. estimated at $95,000,000, reach $100,- | me ; pe 
Income Tax Increase 5 eo So. aw cme i eo | Anti-Diversion Vote Due exal 
The court dismissed a case 000,000. If general fund revenues : latic 
OK’d in Kentucky brought by Rep. George Bohrer, | Senator Byrd Jr. Sponsors bey $103,000,000, the credit would |In Oklahoma This Year or 

A bill increasing Kentucky's in-| who challenged the constitution- | Tq, Reduction Bill would Gs ot 30 parent, spats eaaatin _Oklahoma’s proposed anti-diver- pan 
come tax to produce $3,000,000 in| ality of state legislative action in A bill idine f ‘ P . sion constitutional amendment give 
additional annual revenue was| moving the referendum election t , ‘adie ing Seen - ale a oa initiated nearly four years ago, sion 
given final passage by the state| up to Apr. 4 from Nov. 7. the i re a " nee UPD | Kentucky Measure Broadens |may be ready for a vote of the the 
legislature and sent to Gov. Earle 2 ae Sais tad Gmmooen ter thie Vieeinia, | aeanete hicle Buvine P people at the Nov. 7 election unless grot 
C. Clements, who had advocated V I ‘slat Mov given na approval y the irginia States Vehicle buying Fower the governor requests a vote in the sup 
such action. ee sae legislature just prior to adjourn-| Kentucky’s legislature has enact-| July primary. 

The measure increases the corp-| 10 Ban Loss Leaders ment of its 1950 session. ed a bill allowing state officers and| The petition finally has been St. 
orate income tax rate from 4 to 4%| A bill to tighten enforcement of|_ Sponsored by State Sen. Harry F. | agencies not now designated to buy/|cleared by the state supreme court P 
percent, and boosts the rate on per-| Virginia’s unfair sales act, banning | Byrd jr., of Winchester, the mea-| automobiles for official use. and is now in the hands of the ea 
sonal net income of $8,000 or more| below-cost sales, was given final|sure calls for automatic tax reduc-| The act authorizes cars for the|secretary of state awaiting certifi- Al 
from 5 to 6 percent. It also reduces| passage by the state legislature| tions of 10 percent on state income | state police and conservation com-|cation to the governor and the be 1 

Sean — - —— —_——— —- —— | state election board. i. 
* * ® oom 
* ® « Traffic Safety Code oo 
Fnter risin Passes in Arizona 7 
| A new traffic safety code was = be 
given final passage by the Arizona wou 
legislature and sent to the governor cros 
for his signature. wall 
Ca ers: ee | Under provisions of the legisla- fron 
ition, as finally enacted, there will u 
be no speed limit on the open road as 
|The state senate struck out a 60- Aut 
|mile-an-hour limit sought by the TI 
house. Other speed limits will be high 
. . & 
BE SURE 15 miles in school zones and 25 prop 
miles an hour in residential and favo 
business areas. sibil; 
} * * * ‘ 
YOU G0! ° . , stric 
S |lowa, Minnesota Clear Up speer 
Reciprocity Fee Issue a 
Iowa’s compensation tax is a hicle 
levy imposed on the carrier, rather 
|than a license for a motor vehicle, Con 
|according to a ruling by Attorney- : 
|General J. A. A, Burnquist. Sou 
The ruling, which reversed a 1945 M 
opinion by Burnquist, opens the wou 
way for Iowa and Minnesota to Mas 
practice reciprocity without levying und 
additional fees on trucks registered by 
in either of the states and operat- and 
ing in the other. sub: 
j . +. . for 
Ky. Increases Benefits pro\ 
| Kentucky’s legislature has given 
|final passage to a bill raising by 
|$500 the maximum payments per- A 
|mitted for death, total disability copie 
}or partial disability under state istry 
workmen's compensation laws. favo! 
‘es @ chuss 
N. Y. Permanent Tags and 
New York’s assembly has passed Jers 
and sent to the state senate a bill oe 
G R A N D C é N T R A L Pp A LA C E | authorizing the state bureau of mo- Size 
|tor vehicles to issue permanent An 
|motor vehicle license plates with istrat 
N E W Y 0 n K C j T Y |a removable insert listing the year size 
- =. 2 comn 
Wyoming Considers Cities in an 
Gov. A. G. Crane has signed into 7 
* | Wyoming law a bill which prohib- tratic 
lits the state highway department jon @ 
ae | from changing highway routes aaah 
| within a city or constructing routes — 
|to bypass a city without approval 
| of the city government involved, 
|after a public hearing. 
] + * * 
Mass. Kills Wage Bill 
@ SEE BRITISH CRAFTSMANSHIP ON WHEELS! The Massachusetts house killed 
—_—————— |a bill to require employers to re- 
port to the state on wages amount- 
ing to $600 or more a year. The 
ene ° ‘ present law requires these reports 
The British Have Done it! Important Special Features! lon salaries higher than $2,000 a 
The greatest auto show at the Palace in ten years! The world’s fastest car and the Royal Family’s year. 
y y + * * 
Complete British automotive lines . . . nearly 100 motor car . . . many record-holding racers, stock a e 
motor cars, all makes and models. cars, and custom models . . . dozens more. 8 : 
A bill has been given final pas- 
| sage by the Maryland legisla- 
ri ° | ture that raises the minimum 
Nearly 50 Exhibitors! Plus Interesting Events! * | Siieieeen’ deems ‘Sneeotimaeies taeda ati 
Including trucks, busses, full accessory and garage Entertainment, famous personalities, London “bob- | $15 to $17 with the extra $2 to 
equipment lines suiting American needs, too. . . bies” in person, motion pictures, music . . . all-in-all, a re Soe which - 
trailers, full lines of diesel engines, motor cycles, an enjoyable and beneficial visit is promised every a a oe : | 
bicycles. dealer—because New York Fashion Note 
New York’s assembly passed and In 
YOU'LL MEET ENGLAND'S AUTOMOTIVE LEADERS . . . YOU CAN der which the state colors of blu May) 
: rade 
DISCUSS PROFITABLE FRANCHISE AND DEALERSHIP ARRANGEMENTS and gold would replace the tradi- kenife 
tional black and orange on New swap 


ON THE SPOT! PLAN RIGHT NOW TO ATTEND! (Continued on Page 17, Col. 1) wort 
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In the Hopper 





(Continued from Page 16) 


York automobile license plates. The 
plates also would bear the inscrip- 
tion “The Empire State.” The pro- 
posed changes would start with the 
plates issued for 1951. 

* * * 


Insurance Revision Bill 


Passes Ky. Legislature 

A bill revising Kentucky’s insur- 
ince laws has been passed by the 
state legislature and sent to the 
governor for signature. 

First-time applicants for licenses 
is agents will be required to pass 
examinations, under the new legis- 
lation. It also specifies higher capi- 
tal requirements for insurance com- 
panies. Among other changes, it 
gives the state insurance commis- 
sioner more authority in regulating 


the insurance business and puts 
group insurance companies under 
supervision. 


* * * 
St. Louis May Enact 


Pedestrian Control Bill 
Auto liability insurance costs may 


ing 39,001 to 40,000 pounds, as com- | 


pared with present fees ranging 


from $10 to $204. 


More Study Counseled 
On Jersey Truck Bills 


Deferment of action on proposed | 


New Jersey legislation to increase 
truck registration fees and impose 
more stringent weight limits, pend- 
jing a study to determine whether 
it is in “the general public inter- 
est,” was urged by the New Jersey 
Motor Truck Assn. in a brief filed 
|with Gov. Alfred E. Driscoll. 


Pointing out that under the ad- 


ministration bills the new fees| 
|} would not become effective until 
|the 1951 licensing year and the 


| weight limits until 1955, the truck- 
|ing group said there was no need 
for hurry. 
* * > 


Mich. Proposal Asks Curb 
On Auto Finance Charges 


| Gov. G. Mennen Williams has 


be reduced as much as 10 percent | —— — 


if a pedestrian control bill is} 
passed by the St. Louis board of | 
alderman, according to Frank A.| 
Neun, associate city counselor. 


is being studied by the traffic board, 
would prohibit pedestrians from 
crossing streets except at cross- 
walks and provides a penalty of 
from $1 to $500 for violations 


* * * 


Vassachusetts May Probe 


Auto Law Structure 


The Massachusetts committee on 
highways and motor vehicles has 
proposed a broad investigation. It 
favors a resolve to probe the pos- 
sibility of enforcing the laws re- 
stricting weights, 
speeds of vehicles on public high- 


ways. It would offer an opportunity | 
to delve deeply into the motor-ve- | 


hicle law structure. 
* * * 


Compulsory Driver Training 


Sought in Bay State 

Motor vehicle driving education 
would be made compulsory in 
Massachusetts public schools 
under another bill to be heard 
by the committee on highways 
and motor vehicles. It would 
substitute compulsory provision 
for the permissive feature now 
provided. 


* * * 


Fee for Mass. Reports 

A bill to impose a $1 fee for 

copies of reports of the state reg-| 

istry of motor vehicles has been} 

favorably reported to the Massa- | 

chusetts legislature by its ways) 
and means committee. 
* * * 


Jersey Ponders Fee Hike, 


Size-Weight Restrictions 
An increase of $2,000,000 in reg- | 


istration fees and more stringent | 
size and weight restrictions for | 
commercial vehicles are proposed | 


in an administration bill introduced | 
in the New Jersey legislature. 
The proposed new truck regis- 


tration fees would range from $10)| 
for vehicles weighing 1,000 to 2,000 
pounds to $240 for vehicles weigh- 


In 1938, a country patrolman of 
Mayfield, Ky., started a series of 


trades with a 10-cent pocket 
knife. In 10 weeks, after 100 | 
swaps, he had an automobile | 


worth $200. 


| 
The pedestrian control bill which | 


dimensions and | 


been asked to include discus- 
sions for tighter automobile 
financing laws among the sub- 
jects he will permit the Michi- 
gan legislature to discuss at its 
special session, 

The proposed measure, which 
contends excessive finance 
charges are prevalent in the 
state, would shave interest pre- 
miums to 6 percent on new cars, 
9 percent on cars up to two years 
old, and 12 percent on cars more 
than two years old. 


* * * 


Drunk-O-Meter Test 


A bill to sanction the use of | 

| drunk-o-meters to test drivers sus- 

pected of operating automobiles un- 

der the influence of alcohol has 

been introduced in the New Jersey 
| legislature. 


* > > 


| Arizona Group for Repeal 


‘Of Closed-Shop Ban 


A newly-organized nonpartisan 
group known as the Arizona Leg- 
islative League, composed of rep- 
resentatives of labor and other or- 
ganizations, has announced it will 
circulate petitions for initiated Ari- | 
zona laws on several subjects, in- 





bear 


|torists was proposed to the motor} 


| chase 
| covering all motorists of the state. 


cluding a proposal to repeal the| 
state’s anti-closed shop statute. | 

Other measures to be sponsored | 
by the group include a proposed | 
increase in unemployment compen- | 


|sation benefits to $25 a week for} 
| 26 weeks, and extension of benefits 
|to agricultural workers 


* + * 


Blanket Liability Insurance 


Studied in Connecticut | 
A new plan for providing liabil- | 
ity insurance for Connecticut mo-| 


vehicles subcommittee of the state 
legislative council, 

The plan calls for payment of 
insurance fees by every motorist 
to the state motor vehicles depart- 
ment as part of the state regis- 
tration fee. Fees would then be 
used by the department to pur- 
a blanket liability policy 


Opposition from several groups 
called it a “socialized insurance 
idea.” 

* * * 


Mass. Group Urges Killing 
Of Workmen’s-Fund Bills 


Rejection of two Massachusetts 
bills providing for establishment of | 





first metal float type 


carburetor was designed 


and 


built by Holley; 


...and Holley was first to 


combine the modern carburetor 


and precision governor. 


LLEY 
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an exclusive state fund for work- 
men’s compensation is recommend- 
ed by the committee on state ad- 
ministration. 

Labor has charged that insurance 
companies are charging rates out 
of proportion to the benefits being 
paid workers. However, there is lit- 


|tle likelihood that the legislature 
is in any mood to abandon the 


competitive system now in opera- 


| tion. 


ca * * 


GI Exemption Repealed 


Members of the armed forces in 
the future will have to take an ex- 
amination like anyone else when 
trying to renew their driver's li- 
cense in Rhode Island. They had 
been exempt from such _ require- 
ments since 1942. 

* > * 


One-Cent Gas Levy Sought 
By S. C. County for Roads 


A bill to impose a special one- 
cent gasoline tax in Horry county 
is ready for introduction in the 
South Carolina senate. Sen. Rich- 
ardson, author, said the levy would 
be in addition to the present six- 
cent-a-gallon state gasoline tax. 
The money would be earmarked for 
county roads, he added. 


a 


i 
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PONTIAC—'50 Streamliner (8) 2-dr., §$2,- SD (6) 4-dr CHR 
i § -dr., $670. ’ 
e ° 000; (6) 2-dr., $1,760. '49 Chieftain (8) | KAISER—'49 ipcevene 4-dr., $1,350. °48 — oe oe ee 
‘ 2-dr., $1,735. '48 Streamliner (8) 2-dr., Standard 4-dr., $820; Special 4-dr.. $9 iE—’ 
rices $1,200, $1,205, $1,215, $1,255, $1,330. | LINCOLN—'40 club coupe, $180,’ | $aa5 "41" sedan’ $2507 coupe gins. oo 
'47 (8) 2-dr.. $1,015, 1.030 110 i A , Sv. . sedan, 50; coupe, $165. 
$1,190. 46 (6) on. tea8, , $1,105, a og oo, eee ees club coupe, FORD—'49 Custom (8) sedan, $1,280, $1 
STUDEBAKER "49 Commander 4-ar., $1,- 2-dr., $130. | en eee oe oon, “0 8D tab on © asco, $780, 6 
325. '48 Commander 2-dr., $1,12! : E—'50 (8 “6 aa on p 0100, $716 
Market Trend 260. ‘47 Land Cruiser en $055. 39 (le) tare 675. "48 (66) an Pe $73 eg ye EE sedan 
For the seventh week in a row, the average price of used cars | wide", , an 310, *46 (66) 4-dr., $880, "41 (66) sta- cae 30 a ee ee 
has increased. This week’s gain, like last week’s, was $3. It was | MISCELLANEOUS. 9 ONC half-ton pick- PLYMOUSH. Yn HUDSON—'47 Super (6) sedan, $825, $775 
enough to bring the overall average price to $981—just $1 below up, $1,110. 4-dr., $1,425 “s1500 “46 ema o. MERCURY." pe ae 
the high mark for 1950—which was reached Jan, 9 when the first $1,100. "46 SD 4-dr., $820. '42 SD 4-dr., NASH-—"46 (600) sedan +3055 
1950 models were included in the auctions. ALBANY, N. Y. ae sp tee eet: Se: SD De. OLDSMOBILE—'48 (98) sedan, $1,400. '47 
: . usiness coupe, $230; S - ee tee 
This week’s average of $981 shows that the cumulative increase ails oo a 8 Dealers Auto Auction.| $220. * coupe, $230; SD 4-dr., | (78) sedan, $1,110. '40 (90) sedan, $315 
in the seven weeks of rising prices has been $44, because on Feb. 6 | Mar. ec a PUR ica camer” ons. ss Strea liner sedanet, $1278, “47 veal SD et n, 9006. 42 BD eedan’ bute 
the overall average was $938. o— wore up $25 higher than usual Stcamiiner 4dr. 61 a Celnede "41 a, oa 
Postwar cars were the only models to benefit from this week’s were off fully $50 per car. Sold. 76 STUDEBAKER 5 pe ee 
market, however. Both 1941 and 1942 models showed declines in units out of 82 offerings.) "510. "49 half-ton pickup, $770, "48 busi. LUB . 
price; the former dropped $7 to $386, while the latter fell $5 to $392. ae si Special 4-dr., $2,250. ‘49 RM|__ ness coupe, $990. ; BOCK, TEX. 
4-dr., $1,900, $1,850; Super 4-dr., $1,825, | WEILLYS — ‘48 station wagon, §875. ‘47 (Lubbock Auto Auction. § er) 
’ Increases and averages for postwar models: ’50s, up $5 to $1,855; $1,830; 2-dr., $1,775, $1,760. ‘48 RM Jeep, $625. a “| Thursday, Prices are for sale ai 2 
49s, up $11 to $1,432; ’48s, up to $9 to $1,095; 47s, up $1 to $924, a $1,430, $1,350, ‘47 Super 2-dr., (Sold 147 units out of 202 offerings.) 
and "ids, up # to S186 BP att ola ad Secale ae AKRON ieee, edie, Sell ins et 
J ? '39 Special 4-dr., $300. ‘38 4-dr.. $160. (Akron Auto A 3 ; 9 ae Rl selon G2 tie aaa 
. FORD—'50 CD (8 ‘ d 3 ‘ a . ; Auto Auction. Sale every Thurs- 980. 4 I : 5 
RALEIGH, N. C. a-dr., $1,845; eae aby eae Sr sie. OuEY ge 60 SL Deluxe 4-dr., $1,850,|day. Prices are for sale of Mar. 16.) Super sedan, $018, $986. ai sedans $980 
(Mann’s Auto Auction Sales, Sale every "49 Custom (8) conv., $1,370; 2-dr., $1,- s ecial Sar. “31 = eae FL (Prices holding very steady. Sold 59 CADILLAC—'48 (62) sedan, $2 055 47 
for sale of Mar. 14.)| 190, $1,205, $1,220, $1,235, "48 D aoe “Sle 8 FL 4-dr., $1,-| units out of 98 offerings.) Se ar 
Monday. Prices are for e . ; eluxe 100; FL aerosedan, $1,140; half-ton pick- y ’ (62) sedan, $1,600. 
BUICK_—'50 4-dr., $2,035. '49 conv., $1,-| 2-dr., 2 at $915; half-ton pickup, $775.| up, '§790. '46 FL aeroredan. $900. 40] PUICK — 749 RM sedan, $1,765; Super | CHEVROLET—'50 SL Del 
600. '46 2-dr., $905. 47 Deluxe 2-dr., $855. ‘46 2-dr., $700. SD 4-dr $360 37 Delux ‘9 a ‘ R55: sedan, $1,710. '46 Super sedan, $965. '41 745 1,75 ; 3 yg 
CADILLAC—'46 '4-dr., $1,400. KAISER—'47 4-dr., $680. half-ton pickup, $100. © 2dr, $85:| Super’ sedan, $575, $505. ‘39 Special! 2:ar.. "$i.615; ‘Special club coupe, $1600. 
CHEVROLET—'50 4-dr.. $1,790. | 49 2-dr., LINCOLN—'41 4-dr., $230. CHRYSLER — 47 Windsor conv., $1,335; | . CMY: $350. half-ton ‘pickup, $1,245; %-ton’ Sica 
$1,160;, nalf-ton pic up, ead tales MERCURY 50 club coupe, $1,885, $1,940,| New Yorker 4-dr., $1,110. ‘46 Royal “a io '49 (62) conv., $3,050. ‘41] $1,355, $1,315. | ‘49 SL Deluxe sedan 
os ae... ,000:; "$2,100. 4-dr., $960. 41 Saratoga 4-dr.. $360. (60) Special sedan, $825. $1,405, $1,410, $1,415; SL Speci 
wagon, $1,120; - yor) “a cae NASH—'47 (600) 2-dr., $805. ‘46 (600)|DODGE—'47 Custom club coupe, $1,160, | CHEVROLET—'49 FL Special sedan, $1,-| $1.375, $1,380, $1300, $1,390 "48 cen 
pickup, | $665; 2- cs 7h. 'Se 4-ér. 4-dr., $640. ‘ x '41 Deluxe 4-dr., $260. 270. '48 FL aerosedan, $1,170, $1,165 $1,095, $1,115, $1,095, $1,100, $1,055, 
$770. ‘40 2-dr., $! , e esas . OLDSMOBILE 50 (76) conv., $2,195; | FORD ’49 Custom (8) conv., $1,420: '47 FM conv., $1,050; FL sedan, $950: $950; half-ton pickup, $805. |'47' FM 
$410; 2-dr., $400. 3 a 5. 4-dr., $1,955; (88) 2-dr., $2,100, $2,185. 2-dr., $1,150; station wagon, $1,550; SM sedan, $830, $815. ‘46 SM sedan. sedan, $690, $755, $1,000, $900, $840 
DODGE—'47 club coupe, $9 i 380, $1,168 49 (98) 4-dr., $2,020; (88) station Standard (8) 2-dr., $1,185. ‘48 SD (8) $810, $675. '41 SD club coupe, $500; SD $900. ‘46 SM sedan, 2 at $740, $850, 
FORD—'60 half-ton pickup, § a F = pprngon. $1,755. “a7 (98) 4-dr.,_ $900, 2-dr., $1,010; 4-dr., $710. ‘47 Deluxe (6) sedan, $475, $355, $255; %-ton panel, $735, ‘$795, $785, $805. ‘42 SD’ sedan. 
$1, : by ‘ . MOUTH —'47 | eluxe 4-dr., $705, $710 4-dr., $750 46 8D (8) 2-dr.. $630; $165. '40 sedan, $275. (Continued on Page 19, Col, 1) 





2-dr., $1,290; club coupe, $1,260, $1,180; ow 
4-dr., $1,200, $1,035. ‘48 club coupe, 
$950. °'47 2-dr., $915; 4-dr., $875. ‘46 
2-dr., $755, $695; 4-dr.. $680. "41 2-dr., 
$400; 4-dr., $490. ‘40 2-dr., $320; 4-dr., 
$325, $365, $370. 

mAten "(9 ta. wy : 

COLN—'47 4-dr., . 

La pSMOBILE—'49 4-dr., $1,725, $1,890: 
2-dr., $1,900. ‘48 conv., $1,500, ‘42 
4-dr., $200. 

PACKARD—’'48 4-dr., $880. 

PLYMOUTH—’'49 club coupe, $1,410. "48 
4-dr., $1,100, $800 '4$7 4-dr., $750. ‘46 
2-dr., $770, '37 4-dr., $350. 

PONTIAC—’50 4-dr., $1,920. "47 «conv. 












Over 70% of the men who sell and service “go- 
power” are located in farm trading centers— 


$1.035: 4-dr., $1,030, $3,000. $1,865. “47 
STUDERAKER — ‘50 2-dr., $1,565. count on rural trade for volume and profit. 
WILLYS—'45 Jeep. $205. 
DETROIT FARM JOURNAL believes that protective main- 
(Apteo Auto Auction. Sale every Wednes- tenance is vital to profitable, low-cost production 


day. Prices are for sale of Mar. 15.) 
(Sold 35 units out of 58 offerings.) 
BUICK—’49 ‘2-dr., $1,675. °48 4-dr., $1,- 
240. °47 2-dr., $1,135; 4-dr., $1,000 
CHEVROLET—'49 FL Special 4-dr., $1.310. 
'48 FM 4-dr., $1,125; FL aerosedan. $1.- 
075, $1,085. "46 SM club coupe, $850 
‘41 2-dr.. $410, $400. 
CHRYSLER—’48 club coupe, $1,190. 
DODGE—’'49 4-dr., $1.120. ‘47 4-dr., $875. 
FORD—’50 Deluxe (6) 2-dr., $1.435, °49 
2-dr., $1.175, $1,185. °48 SD club coupe. 
$925. '46 2-dr., $710, $660; 4-dr., $595. | 
"41 conv., $485; 2-dr.. $330. 
LINCOLN—'48 4-dr., $925. 
MERCURY—'49 2-dr., $1,340. | 
PLYMOUTH —'48 4-dr., $1,000; club coupe 
$1,060 '47 «station wagon, $765. ‘46 
2-dr.. $735: 4-dr.. $660. °41 4-dr.. $350. 
PONTIAC—'49 Chieftain (8) 4-dr.. $1,750 
"48 2-dr., $1,330. °47 4-dr., $840. ‘41 


2-dr., $205. 


on the farm. 


Good for agriculture—good for the men who 
make, sell and service “‘go-power" are such fea- 





ture articles as this appearing in the April issue 





of the nation’s greatest rural magazine. 





DENVER 


(Denver Auto Auction, Inc. Sale every 
Tuesday at Englewood, Colo. Prices are for 
sale of Mar. 14.) 

(Prices ranged from steady to strong.) 
BUICK—’50 Super 2-dr., $2,135: Special 

4-dr., $2,000; 2-dr., 2 at $1,955. ‘49 

Super 2-dr., $1,755. '46 Super 4-dr., $905. 
CADILLAC—’'50 (61) 4-dr., 2 at $3,500. 

'48 (62) 4-dr., $2,305; (61) 4-dr., $2,185. 
CHEVROLET — '50 conv., $1,860, $1,900; 

FL Special 2-dr., $1,670. ‘49 SL Deluxe 

2-dr., $1,330, $1,350, $1,390, $1,395, $1,- 

440, $1,450, $1,490, $1,510; conv., $1,510; 

FL Deluxe 2-dr., $1,470, $1,490, $1,500; 

half-ton pickup, $1,055. ‘48 FL aero- 

sedan, $1,250; FM 2-dr., $1,155, $1,210; 

SM 2-dr., $1,085, $1,165. ‘47 FL aero- 

sedan, $1,000; FM 4-dr., $860, $950, 2 at 

$960. ‘46 FM 4-dr., $660, $855. 
CHRYSLER — °49 Windsor 4-dr., $1,905. 

‘47 4-dr., $1,035, $1,135. 

DODGE — ‘49 Coronet 4-dr., $1,640. ‘47 
2-dr., $940. °46 4-dr., $795. 





What families find 





between the covers of this, 
the nation’s largest farm magazine, 


makes it 
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$550, $410. ‘41 SD sedan, $350, $400, | 
$350, $225, $250. ‘40 MD sedan, $225. 


CHRYSLER—'47 Windsor sedan, $1,055. | 
|Monday. Prices are for sale of Mar. 13.) . 
DeSOTO—'48 sedan, $1,110. | __ (Sold 119 offerings in absolute auctioo.) | EBENSBURG, PA. 
DODGE—’48 2-dr., $820. '46 sedan, $660, | BUICK — ‘49 Super 2-dr., $1,910; 4-dr., ial 
$620. '38 sedan, $155. $1,800. °48 RM 2-dr., $1,485; 4-dr., $1,- (Ebensburg Auto Auction Co. Sale every 


FORD—'50 CD (8) sedan, $1,415, $1,855, 450. 
$1,695, $1,845, $1,535, $1,650, $1,850; | 4-dr. 


010; half-ton pickup, $1,205, 3 at $1,200, 2-dr. 


Used-Car Auction Prices 


AUTOMOTIVE NEWS, MARCH 27, 1950 _ 


2-dr., $410. 
PLYMOUTH—'49 SD club coupe, $1,425. 


, 47 + 
ssa ainsi earn wo” "| Average Used-Car Prices 
PONTIAC—’'49 Chieftain (8) conv., $1,870; | 

club coupe, $1.860, ‘48 4-dr., $1,330. | 


"47 4-dr., $1,125. 











(Compiled by Automotive News) 


1 
; ee 
STUDEBAKER — ‘50 Champion pee | Model Mar. 1950 Feb Jan. 
4-dr., $1,650. °49 Champion 4-dr., ” (to date) 1850 1950 
PHILADELPHIA 325. °48 Champion RD 4-dr., $1,125; 


(Tom Hamilton-Lou Green. Sale every conv., $1,300. 


‘47 Super 2-dr., $1,160. °41 Super | Thursday. 


, $450. 


(Prices very good. Sold 50 units out of 


Deluxe (8) sedan, $1,730, $1,690, 2 at | CADILLAC—’41 (6) sedanet, $630. 71 offerings.) 
$1,800, $1,945, $1,665, $1,460; conv., $2,- | CHEVROLET—'49 SL Deluxe 4-dr., $1,485; 


} 
Prices are fore sale of Mar. 16.) 
| 
| 
, $1,500; Special 2-dr., $1,440. ‘48 2-dr., $1,330, $1,290. ‘46 Super sedanet. | 


BUICK—’49 RM sedanet, $1,850. ‘48 Super 


1950. . $1,855 $1,803 $1,827 
PD wssvsvsavsee 1,432 1,405 1,451 


1,095 1,089 1,100 


924 895 908 
785 763 765 
392 364 377 
386 372 357 


$1,180, $1,195, $1,215; 1%-ton pickup, SM 2-dr., $1,050. "47 FL aerosedan, $1,050. "39 4-dr., $175, $285. Mar. (todate) Feb. Jan. Average... $ 981 $ 956 $ 970 
$1,340. ‘49 Custom (8) 2-dr., $1,200, $1,025. °46 FM 2-dr., $875. CHEVROLET—'50 SL Deluxe club coupe 

$1,265, $1,180, $1,155, $1,340. ‘48 half- | CHRYSLER — ‘47 Windsor 4-dr., $1,225, $1,625. °48 FL aerosedan, $1,100; FM 4 

ton pickup, $760. ‘47 sedan, $700, $705. $1,265. °42 Windsor 4-dr., $490. conv., $1,205. ‘47 FM 2-dr., $910, $875. | (The above figures are averages of used-car auction prices, all 
"46 sedan, $675. ‘42 sedan, $200. ‘41 | DeSOTO—'49 conv., $2,010. 48 Custom 46 club coupe, $815. ‘40 2-dr., $350. | kes and models, carried regularly in Auto tive News.) 


sedan, $235, $290, $275. 4-dr. 


KAISER—'48 sedan, $535. ‘47 sedan, $450. $1,185. 





$1,345. ‘47 Custom club coupe, | CHRYSLER—’39 4-dr., $255. 
DODGE — '50 Meadowbrook 4-dr., $1,955. 


MERCURY—'50 sedan, $2,115, $2,125, $2,- | DODGE—'48 Custom 4-dr., $1,275, 2 at ’48 Deluxe business coupe, $1,000. .'40 


060; 2-dr., $2,100, $2,150, $2,120, $1,970, $1,290. ‘47 4-dr., $1,075. ‘46 Custom 


$1,865, $2,125; club coupe, $2,045, $1,825. 4-dr. 
"49 sedan, $1,600, $1,220, $1,305, $1,355. | FORD 


sedan, $315, $305. 4-dr., $1,120. ‘47 Champion club coupe, 


, $935; club coupe, $960. FORD—’'50 Deluxe (8) 4-dr., $1,530. ‘49 $1,000. 


—49 Deluxe 2-dr., $1,125, $1,100; Custom 


(8) club coupe, $1,060. ‘48 SD | WILLYS — '48 half-ton panel, $600. ‘41 


OLDSMOBILE — '50 (98) sedan, $2,540; Custom 4-dr., $1,260. °47 SD 2-dr., $905. (8) 2-dr., $965, $890. ‘46 SD (8) club Jeep, $245. 

(88) sedan, $2,555, $2,375, $2,315, $2,400. '46 SD 2-dr., $730. ‘41 Deluxe 2-dr., coupe, a ah a ene 2-dr., $290. 

"49 (98) 2-dr., $1,800. $325; SD 4-dr., $345. FRAZER—'47 4-dr., $580. " 
PACKARD—'46 2-dr., $700. FRAZER—'48 Deluxe 4-dr., $800. HUDSON—’47 4-dr., $675. CONCORD, MASS 
PLYMOUTH — '49 sedan, $1,415, $1,510. | HUDSON—'49 Super (6) 4-dr., $1,325. ‘48 | NASH—’47 (600) club coupe, $800. (Concord Auto Auction, Inc. Sales every 

"48 sedan, $925, $590. ‘46 sedan, $620, Super (6) 4-dr., $1,215. ‘47 Commander | PACKARD—'40 (120) 4-dr., $305. Monday and Friday, Prices are for sales 


$550, $590. ‘42 club coupe, $185. ‘38 (6) 
sedan, $105. 


4-dr., $755. ‘46 Super (6) 2-dr., | PLYMOUTH—'49 Deluxe 4-dr., $1,325; SD | 5f Mar. 10-13.) 
club coupe, $1,445. "48 SD 4-dr., $1.225.| (oiq 166 units out of 217 offerings.) 


$655. 
PONTIAC—'50 Chieftain (8) sedan, §$2,- | KAISER—'47 4-dr., $710. $1,160. 





'46 4-dr., $800, ‘41 4-dr., $210. a 
300, $2,380; (6) 2-dr., $1,835, $1,805. | MERCURY—'49 4-dr., $1,550, $1,540. ‘48 | PONTIAC—’48 (6) club coupe, $1,330; (8) | BUICK 


‘49 Super sedan, $1,900; RM se- 


7 ' 5 755, °47 RM sedan, $1,125, '41 
'48 (8) conv., $1,105; (6) 2-dr., $1,090. |  conv., $1,075. club coupe, $1,300, ‘41 (6) 4-dr., $365.| dan, $1,755. Ri , $1,1 
'47 (6) 2-dr.. $785. °46 conv., $710, NASH—"48 (600) 4-dr., $885. ‘41 Ambas-| ‘38 (6) 2-dr., $200. Century goann, S516; Specie! eee sss 
STUDEBAKER—'50 Champion 2-dr., $1,- sador 4-dr., $310. STUDEBAKER—’'50 Champion 2-dr., $1,- $455; sedan, ons a “ , 5. ‘ 
635. OLDSMOBILE—'48 (76) sedanet, $1,275. 470, ‘49 Commander 2-dr., $1.450. ‘48 sedan, $100, °36 sedan, $75. 


WILLYS—'46 Jeep. $460. 





PACKARD—'46 (6) 4-dr., $740. ‘42 (6) Land Cruiser 4-dr., $1,300; Commander 


CADILLAC—'46 (61) sedanet, $1,465. ‘41 


Your Tractor Got Spring Fever? 





e * 


et 


Feel like part of your tractor’s “horsepower” is sitting down on you? 





Then read this article and save fuel, 


money, your engines, and your temper 


BY H. P. BATEMAN 


and A. R. AYERS 


University of [linois 


Rememser what happened 
last spring when you tried plowing the 
field west of the house in third gear? 

You had to go in second most of 
the time. Funny thing, too, because 
when that tractor was new, it took all 
your fields in third and some in fourth. 

Not long ago, we took a tractor 
like yours into our shop here at the 
University. It sounded pretty good, but 
tested only 25 horsepower when we put 
it on the machine. 

You probably won't believe this, 
but we pushed the horsepower needle 
up to 31 in less than 30 minutes. All we 
did was to take a lot of soybean dust 
and dirt out of the air filter. 

Cleaning out the radiator shoved 
the needle up another 3 horsepower. 

We gave that tractor 9 more horse- 
power in less than an hour! 


Know how much air an engine 
uses? Something like 9,000 gallons for 
every gallon of fuel. That’s why the 
air cleaner is one of the best things 
you've got to slow down wear in your 
tractor, car, or truck engine. 

When the air cleaner is clogged 
up, the engine gets short of breath and 
makes less power. It has trouble getting 


air through the cleaner, so it sucks 
more gas from the tank. 

f course, the carburetor can be 
just as bad. Dig out the instruction 
book if you aren’t sure where the “load 
adjustment screw” is. You can waste a 
dollar’s worth of gasoline a day by 
being less than a turn off on this screw. 
Here’s how to set it: 

Run your tractor wide open. Slowly 
turn the load needle in until the engine 
starts to miss. Then turn it back out 
until the engine runs smoothly. 

Now try pulling a load. [f it won't 
quite do it, open the needle another 
sixteenth of a turn. That’s the setting 
where most engines make the most 
power with a gallon of fuel. 

You can probably make your trac- 
tor run on even less gas than that. But 
it doesn’t pay to be too stingy with the 
fuel, either. Too lean a mixture is just 
too hot for your engine to handle—it 
burns and warps the valves. 

Bad valves will let 5 horsepower go 
out the exhaust instead of to the draw- 
bar before most of us realize what’s 
happening. Have the valves ground reg- 
ularly, keep the tappets adjusted, and 
you also won’t have to worry about 
wasting 6 or 7 gallons of gas per day. 


Keeping those valves cool calls for 
a clean radiator, too. Buy some cleaner 
and flush out the scale. Refill with soft 
water such as rain water from a cistern. 
(Minerals in well water make your radi- 
ator look like the inside of a tea-kettle.) 
Put in a shot of one of the rust-prevent- 
ing compounds. Your garage, dealer, or 
filling station has them on hand. 

Take a look at the fan belts. If 
they're a little frayed, better pick up 
some new ones the next chance you get. 

When an engine is just a shade out 
of time, it takes a timing light to spot 
it. But poor timing cuts down power, 
also wastes fuel. A worn governor can 
easily short-change you out of three or 
four horsepower, too. 

Better not try to tinker with the in- 
side of the magneto or governor your- 
self, though. Turn the fixing over to a 
mechanic who is a specialist. 

Spark plugs look pretty much alike, 
but they’re really as different as night 
and day. There are “‘cold” plugs and 
“hot” plugs. Use cold plugs if you burn 
gasoline. Hot plugs are for distillate. 
Both kinds need cleaning and adjusting 
every 200 to 300 hours. 


When do you grease up— in the 
morning before you start, or after you 
come in from the field? 

Evening, when bearings are still 
warm, is best. Grease keeps the mois- 
ture in the night air from sneaking in 
as they cool off. Water rusts a bearing, 
and you know what that means. 

Oil filters are real collectors of 
grit and grime. But the element needs 
to be changed as soon as the oil starts 
to look and feel dirty. Keep spare ele- 
ments on hand. 

Take a few minutes to make these 
—and other—checks. Protective main- 
tenance of your tractor, car, and _ truck 
is the best way to cut down your oper- 
ating costs. Better yet, you won't need 
to worry about expensive breakdowns 
when you're hustling to get something 
done, or to go somewhere. 





(62) sedan, $455, $550, $625. ‘39 (61) 
sedan, $385. 

CHEVROLET—'50 half-ton pickup, $1,150; 
SL Special sedan, $1,600, $1,625; club 
coupe, $1,560, $1,535. ‘49 FL Deluxe 
sedan, $1,460, $1,475, $1,485, $1,510; SL 
Special 2-dr., $1,420. ‘'48 FM conv., 
$1,165; FL aerosedan, $1,190, $1,150. '46 
SM business coupe, $805; sedan, $750. 
‘41 SD sedan, $515, $590; MD sedan, 
$400, $385. ‘40 MD club coupe, $400; 
MD sedan, $455, $385, $390; SD sedan, 
ba $490. ‘36 sedan, $75. ‘35 sedan, 

CHRYSLER—'47 Windsor club coupe, §$1,- 
195. '41 Windsor sedan, $325. ’'38 Royal 
sedan, $45. 

DeSOTO—'48 Custom sedan, $1,400, 

DODGE—'42 sedan, $650. °41 sedan, $225: 
7-pass. sedan, $185; conv., $500. ‘'40 
sedan, $335. 

FORD—’'50 %-ton pickup, $1,100; (8) busi- 
ness coupe, $1,400; CD (8) sedan, $1,- 
590, $1,675. '49 Custom (8) sedan, $1,- 
260, $1,215, $1,255; club coupe, $1,250, 
$1,300. °48 SD sedan, $1,000. °'47 SD 
(8) sedan, $825; (6) sedan, $550, $750. 
‘46 sedan, $700, $760. '41 sedan, $325, 
$335. '40 Deluxe sedan, $375, $425. °'39 
oo $425. °38 conv., $150. '36 sedan, 
80. 

HUDSON—’48 Super (6) sedan, $1,175, 

LINCOLN—'47 sedan, $1,000. 

MERCURY—’'50 sedan, $1,940; club coupe, 
$2,000, $1,900. ’49 club coupe, $1,470. 

NASH—'49 (600) sedan, $1,295. ‘47 (600) 
sedan, $870. '41 Ambassador sedan, $300. 

OLDSMOBILE—’'48 (78) sedanet, $1,205. 
‘47 (68) club coupe, $1,050, $1,100, ‘41 
(66) sedan, $470; club coupe, $335; (78) 
sedanet, $220. ‘40 sedan, $305, $280, 

PACKARD—’50 sedan, $1,750. °'42 Clipper 
sedan, $295. 

PLYMOUTH-—-'49 SD sedan, $1,525, $1,500. 
‘48 SD sedan, $1,135, $1,100. '47 SD 
sedan, $990. ‘41 sedan, $380, $325, $310. 

PONTIAC—'48 Streamliner (8) sedan, $1,- 
425. ‘47 Streamliner (8) sedan, 2 at 
$1,100; sedanet, $1,150. ‘42 (8) club 
coupe, $475. ‘41 (6) sedan, $535, $455. 
"40 (6) sedan, $375. °39 (8) sedan, $175. 

STUDEBAKER—'50 Champion sedan, $1,- 
600. ‘47 Champion sedan, $975. 

WILLYS—'48 Jeep, $785, $760; half-ton 
pickup, $665; station wagon, $1,000. ‘46 
Jeep, $465. 

MISCELLANEOUS -- '47 GMC 1% - ton 
truck, $725. '38 LaSalle sedan, $305. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 
Friday. Prices are for sale of Mar. 10.) 


(Sold 150 units out of 214 offerings.) 


BUICK—’'50 Special sedanet, $1,930; 4-dr., 
$1,910. °'49 Super 4-dr., $1,775. '48 RM 
4-dr., $1,280; Super 4-dr., $1,275. ‘47 
RM 4-dr., $1,275, $1,000; Super 4-dr., 
2 at $1,075. ‘46 Super conv., $850; RM 
4-dr., $875. 

CADILLAC—’'50 (61) 4-dr., $3,425. ‘48 
(61) sedanet, $2,000; (62) sedanet, $2.- 
250. °47 (62) 4-dr., $1,565. °46 (62) 
4-dr., $1,375. 

CHEVROLET—'49 FL Deluxe 2-dr., $1,380, 
2 at $1,337; SL Deluxe 4-dr., $1,500, 
$1,430, $1,379; conv., $1,375. °48 FM 
4-dr., $1,155; club coupe, $1,050; FL 
aerosedan, $1,200, $1,140. '47 FM 4-dr., 
$800; FL aerosedan, $1,100. °41 SD 
4-dr., 2 at $425, $400. 

CHRYSLER ,— '48 Windsor 4-dr., $1,200. 
‘46 Royal 4-dr., $875. 

DeSOTO—'50 Custom club coupe, $2,135; 
4-dr., $2,200. ‘46 Deluxe 4-dr., $650. 
DODGE—'49 Coronet 4-dr., $1,450; Deluxe 
4-dr., $1,775. °48 Custom 4-dr., $1,075. 

"47 Custom club coupe, $1,015. 

FORD-—'50 CD (8) 2-dr., $1,685; conv., 
$1,950; (8) half-ton pickup, $1,200, $1,- 
180. °49 Custom (8) 4-dr., $1,280, $1,- 
225, $1,150, $1,100; club coupe, $1,400; 
station wagon, $1,325; Custom (6) 2-dr., 
$1,130; Deluxe (8) 2-dr., $1,160, $1,100, 
$1,080; (8) half-ton pickup, $880. ‘46 
SD (8) 4-dr., $800, $780. ‘41 SD (8) 
4-dr., $500. ‘40 SD (8). conv., $450, 
$425; (8) business coupe, $400; Deluxe 
(8) 4-dr., $450. 

HUDSON—'49 Commodore (6) 4-dr., $1,- 
200. '48 Commodore (6) club coupe, 
$960; Super (6) club coupe, $1,105. 

LINCOLN—’49 4-dr., $1,550; Cosmopolitan 
4-dr., $1,308, 

MERCURY—’50 conv., $2,175. ‘49 4-dr., 
$1,355; station wagon, $1,150. ‘46 sedan 
coupe, $825; 4-dr., $820. 

NASH—’50 Ambassador 4-dr., $1,800. ‘49 
Ambassador 4-dr., $1,400. 

OLDSMOBILE—’'49 (88) club sedan, §$1,- 
875; club coupe, $1,900. '48 (98) 4-dr., 
$1,575. °34 4-dr., $340. 

PACKARD—'48 club sedan, $900. 

PLYMOUTH.—’50 SD conv., $1,970. ‘49 SD 
4-dr., $1,315, $1,300. ‘48 SD 2-dr., $1.,- 
010, ‘46 Deluxe 4-dr., $610, 

| PONTIAC—'50 Chieftain (8) sedanet, $2,- 

100. ‘49 Streamliner (6) 4-dr., $1,750, 

$1,525; (8) 2-dr., $1,650. '48 (8) 2-dr., 

| $1,360. ‘47 Streamliner (6) sedanet, 
$910; (8) 2-dr., $925. °46 (6) sedanet, 
$915. 

STUDEBAKER—’50 Commander 4-dr., $1,- 
710; Champion 2-dr., $1,600. °'49 Land 
Cruiser 4-dr., $1,450. *48 Champion 
conv., $1,150. ‘47 Commander conv., 
$850; Commander 4-dr., $950. 

WILLYS—'48 station wagon, $825. 


Brooks M ade M anager 


Don Ashley and: Dick Ashley an- 
|/nounce appointment of J. E. (Ed) 
Brooks as sales manager of Ashley 
| Chevrolet Sales, Inc., Baltimore. 

Brooks was formerly with Park 
| Circle Motor Co. for 28 years. 
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Auto Market Page 


Lincoln, Neb. 


New and used-car sales in Lan- 
caster county (Lincoln), Neb., have 
shown marked improvement since 
the second week of March, dealers 
report. Used-car prices are firmer, 
and it is expected that spring 
weather will bring much activity, 
especially in the used-car field. 

New-car sales in Lancaster 
county for February were 284 
as against 328 for January. Fifty- 
six new trucks were sold in Feb- 
ruary, compared with 37 in Janu- 
ary. 

New-car sales were as follows: 
Buick, 24; Cadillac, 3; Chevrolet, 
67; Chrysler, 7; Crosley, 1; DeSoto, 
2; Dodge, 12; Ford, 54; Hudson, 10; 
Kaiser, 1; Lincoln, 3; Mercury, 10; 
Nash, 6; Oldsmobile, 21; Packard, 


1; Plymouth, 24; Pontiac, 26, and| 


Studebaker, 12. 
New-truck sales in 


were: Chevrolet, 25; Ford, 16; In- 


February | 


| 
| 





ternational, 8; Dodge, 6, 
Divco, 1.—(G. W. Kline.) 

* * + 

Akron 
Another week of high-volume 


effort was chalked up by Summit 
county (Akron) dealers in the week 
ended March 11 when 388 new cars 
were delivered. This was some- 
what below the preceding week’s 
figure of 411 units, but well ahead 
of the comparable 1949 week when 
276 new cars were sold. 

Used-car sales zoomed to 597 
units—tying the 1950 record for 
used-car transactions set in the 
week ended Feb. 11. The total was 
far ahead of the preceding week’s 
403 used-car sales and also topped 


the 358 sales in the same week 

of 1949 

| - * * 
Baltimore 


New-vehicle business in Balti- 
more was better in February than 








THE TOLEDO BLADE 
with 1,248,000 lines, was 
2nd among all Ohio 
Newspapers in Total 
Automotive Advertising in 1949 


The Blade’s significant record in auto- 
motive lineage reflects its efficient, 
economical one-paper coverage of 
America’s rich “‘Double- Value’’ 
Market, the 14 counties of north- 
western Ohio and southeastern Mich- 
igan which form the compact and 
desirable Toledo Retail Trading Area. 


The combined rate for Daily Blade and Toledo 
Times (Toledo’s GOOD MORNING Newspaper) 
now in effect is a reduction of 9c a line from 


the previous combined rate of the two papers. 


Full data, including NEW Sunday 
Blade Market Map, on request. 


TOLEDO BLADE 



















TOLEDO TIMES 


Represented by Moloney, Regan & Schmitt, Inc. 


| 





and|it was in January, but in the rest 


of Maryland, the situation was re- 
versed. 

New-car sales in Baltimore in 
February amounted to 2,187 units, 
compared with 2,067 in the preced- 
ing month. New-truck sales were 
255 in February, against 215 in 
January. 

In Maryland, exclusive of Balti- 
more, February new-car sales 
were 3,856, against 4,315 in Jan- 
uary, and new-truck sales were 
474, compared with 562 in Jan- 
uary. 

Baltimore new-car sales by makes 
in February were: Austin, 1; Buick, 
131; Cadillac, 15; Chevrolet, 650; 
Chrysler, 51; Crosley, 1; DeSoto, 
30; Dodge, 77; Ford, 470; Hudson, 


28; Kaiser, 11; Lincoln, 16; Mer- 
cury, 124; Nash, 24; Oldsmobile, 
164; Plymouth, 132; Packard, 22; 


Pontiac, 159; Studebaker, 79, and 
miscellaneous, 2. 


New-truck sales in Baltimore 
were: Brockway, 2; Chevrolet, 108; 
Diamond T, 1; Dodge, 23; Federal, 
7; Ford, 41; GMC, 20; International, 
15; Mack, 1; Studebaker, 2; White, 
24, and Willys, 11.—(Kate Savage.) 


* * + 


New Orleans 

February new-car_ registrations 
for Orleans parish (New Orleans), 
released by Joseph A. Paretti, 
president of the New Orleans Auto- 
mobile Dealers Assn., revealed for 
the first time the number of new 
units sold by other than factory 
authorized new-car dealers. Such 
new-car sales by unauthorized op- 
erators totaled 108 for the month. 


While it is believed an even 
greater number was sold by un- 
franchised outlets, the association 
was able to determine only the 
amount titled through the local 
license bureau. It is a common 
practice here to register a car 
through the state vehicle bureau 
in Baton Rouge or out of the 
confines of the city. 


New-car sales by authorized deal- 
ers soared to an alltime monthly 
high of 1,423 units in February. 
Coupled with the 108 new-car sales 
by unauthorized dealers, it gave 
the city a grand total of 1,531 for 
February. The previous high month 
was September, 1949, when 1,300 
were registered. 


Total new-car sales for the first 
two months of this year num- 
bered 2,648 units as compared 
with 1,278 for the corresponding 
period of last year. Sales in Jan- 
uary were 1,117. 

Sales by makes in February 
through authorized dealers were: 
Ford, 297; Chevrolet, 296; Stude- 
baker, 203; Mercury, 105; Buick, 
101; Oldsmobile, 89; Plymouth, 84; 
Pontiac, 82; Dodge, 50; Nash, 30; 
Chrysler, 20; DeSoto, 16; Cadillac, 
11; Hudson, 10; Packard, 8; Lin- 
coln, 8; Willys, 7; Kaiser, 3; Cros- 
ley, 2, and Austin, 1. 

Sales through unauthorized deal- 
ers were: Chevrolet, 22; Buick, 16; 
Dodge, 14; Plymouth, 13; Ford, 12; 
Oldsmobile, 11; Studebaker, 4; Mer- 
cury, 4; Pontiac, 3; Willys, 3; Cadil- 
lac, 1; Chrysler, 1; DeSoto, 1; Pack- 
ard, 1, and Hudson, 1.—(Gordon 
Hebert.) 





. cs * 


Rhode Island 


A record year for new-car sales 
in Rhode Island is indicated by reg- 
istration figures for the first two 
months of 1950. 


Figures compiled by the Rhode 
Island Automobile Dealers Assn. 
list a total of 2,727 new-car reg- 
istrations in January, the high- 
est for any month since April, 
19386. The January total was the 
highest for any January since 
1925. 

New-car registrations in Febru- 
ary totaled 2,094, bringing the count 
for the first two months of 1950 to 


4,721, as compared with 3,301 for 
the same period last year.—(Thom- 
as L. Forbes.) 
* * . 
San Antonio 
February’s automotive market 


proved a healthy one for Bexar 





| county (San Antonio) dealers as 
| new-car sales climbed to 1,198 units, 
|and new-truck and commercial ve- 
|hicle sales numbered 177 units. 


| In January, 1,020 new cars and 

| 166 new trucks were sold, while 

| in December the totals were 1,015 
new cars and 144 new trucks, 


New-car sales by makes in Feb- 
ruary were: Austin, 4; Buick, 96; 
Cadillac, 19; Chevrolet, 315; Chrys- 
ler, 22; Crosley, 3; DeSoto, 8; Dodge, 
44; Ford, 226; Frazer, 1; Hudson, 
27; Kaiser, 3; Lincoln, 6; Mercury, 
111; Nash, 24; Oldsmobile, 84; Pack- 
ard, 7; Plymouth, 75; Renault, 1; 
Studebaker, 69; Willys, 5, and mis- 
cellaneous, 1. 

New-truck sales were: Chevro- 
let, 72; Diamond T, 1; Dodge, 12; 
Ford, 40; GMC, 14; International, | 
22; Studebaker, 6; White, 3; Willys, 
6, and miscellaneous, 1. 

Smith Motor Co. (Chevrolet) 
led in new-car sales with 96, 
followed by San Antonio Buick 
Co. with 85. Milam Chevrolet 

Xo. and Ormsby Chevrolet Co. 
tied for third with 83 sales, 
Commercial - vehicle sales were 
paced by Ormsby with 21 units, fol- 
lowed by Smith with 20 and Gil- 


new-truck sales during the month 
with 13 deliveries.—(J. H. Reed.) 
* 


* + 


Pittsburgh 

While business in general in the 
Pittsburgh district declined in the 
week ended March 4, new-car sales 
during that period were the highest 
for any week this year, according 
to the bureau of business research, 
University of Pittsburgh. 

The bureau’s index of business 
activity fell to 121.4 during the 
week as severely depleted coal 
stocks forced further curtailment 
in many of the major industries 
In the preceding week, the index 
was 148.6, while in the comparable 
week, the figure was 185.6. 

* + a 


Youngstown—W arren 

New-car sales in January totaled 
805 units in Mahoning county 
(Youngstown) and 557 units in 
Trumbull county (Warren), both in 
Ohio. 

New-truck sales during the 
month were 74 in Mahoning county 
and 44 in Trumbull county. 

New-car sales by makes in 
Mahoning county (new-truck 
sales in parentheses) were: 





lespie Motor Co. (Ford) with 10. 
International Harvester Co. led 


Buick, 51; Cadillac, 7; Chevrolet, 


(Continued on Page 21, Col. 4) 
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NATIONALLY KNOWN AUTO EQUIPMENT 
MANUFACTURER WANTS REPRESENTATIVES 
TO HANDLE COMPLETE LINE 


Because of a change in basic sales policy, K. R. Wilson — 
world's largest manufacturer of garage tools and equipment 
— is now appointing manufacturer's agents to represent 
them in all territories. The KRW line includes specialized 
service tools for car dealers and garages; equipment such 
as air compressors, valve refacers, car washers, battery 
chargers, garage jacks, arbor presses, motor stands and 
hundreds of other popular items which are competitive in 


both price and quality. 


Representatives selected will be able to handle a few 
other non-competitive lines. Preference will be given rep- 
resentatives who either headquarter, or have salesmen 
working out of the following cities: New York, Cleveland, 
Detroit, Chicago, Omaha, Atlanta, Houston, Oklahoma 
City, Boston, Pittsburgh, Kansas City, Minneapolis, Denver 
and other principal cities. Write us giving such details as 
territory served, lines carried and number of salesmen on 
the road. All correspondence will be kept strictly confi- 
dential. Address, Sales Manager, K. R. Wilson, 215 
Main Street, Buffalo 3, N. Y. 
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Merchandising 
Memos 


By 
Bob Finlay 





A SALES quote: “Get on the Sales 
‘ Bowl team.” Karl Greiner, 
sales vice-president of Packard. 
> > * 
Interest 
/ ND then there’s the reminder 
at least one thing of interest to 
any prospect: 
The prospect is interested in 
himself, and his business. 
Naturally, the salesman has to 
make his interest in the prospect 
appear reasonable and_ sincere. 
Flattery is wonderful as long as 
the subject doesn’t know it is flat- 


tery. 


that a salesman always knows | 











The advice on prospect’s interest 
comes from a Carr Speirs (Stam- 
ford, Conn.) booklet, “Mr. Sales- 
man Meet Yourself,” which also 
advises: “Don’t ‘sir’ a man to 


death.” Some people don’t like the | 


“Yes, Mr. Brown” treatment. 
* . * 


Pontiac Program 


NTIAC has completed a retail | 


sales-training program with the 
assistance of the GM Institute. Pro- 
gram is expected to be released 
early this summer. 

+ * * 

White Space 

ASON Motors (Ford), in Koko- 

mo, Ind., is breaking the copy 
in its ads into groups of few words, 
like this: 


Mason says such ads 
a survey are easier 
showed that to read. 


The idea seems to be to get some 
white space around short thoughts. 
It is well established that the eye | 
of the reader is repelled by long} 
columns of solid type. 

At any rate, using the above 
style, Mason presented a few facts 
about Ford trucks and invited folks 


to come in and try them. 
+ * * 


Farm Friends 
ARGE crowds flocked to the 
Cantin Chevrolet Co. in Laco-| 
nia, N. H., when the auto dealer- 
ship donated space for an exhibit) 
by the Opechee 4-H Club in con- 
nection with the National 4-H 
Club Week program. 
o . . 


Rules to Deal By 

Floyd Appling Motor Co. (Ford), 
El Campo, Tex., reports these Ten 
Commandments for dealing: 1. 
cleanliness; 2. friendliness; 3. bet- 
ter service; 4. true quality; 5. con- 
fidence; 6. reasonable prices; 7. fair 
tradein value; 8. finance terms to 
meet the budget; 9. sixteen years’ 
experience; 10. Floyd Appling Mo- 
tor Co. Guarantee. 


* * * 


Science 

RIE Buick Co., Erie, Pa., pro- 

moted its all-around service 
business with an _ eye-appealing 
newspaper ad which carried a) 
photo of the agency’s building and 
eartoons of various phases of its 
service operation. 

Heading the ad was the cap- 
tion: “The House of Buick offers 
you complete scientific automo- 
tive repair service.” 

Copy read: “No piece of machin- 
ery is perfect. A car, no matter 
how expensively constructed, even- 
tually begins to show signs of wear. 
These signs may not be readily 
detected by the ordinary layman, 
so therefore, what would be a minor 
repair matter grows. steadily 
worse doing further damage to re- 
lated parts, thus resulting in ex- 
pensive motor repair. 

“Avoid this—take your car in for 
a check-up by skilled mechanics 
who can recognize early signs.” 


General Truck Opens Lot 


General Truck Co. (GMC), New|! 
Orleans, has opened a used-car lot | 
at 211 N. Claiborne Ave. Fred Li- | 
berto is manager of the distributor- | 


ship. 
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216 (31); Chrysler, 26; DeSoto, |ies about new and used cars are 
42; Dodge, 49 (8); Ford, 145 (17); |coming as usual and they expect 
Frazer, 1; GMC, 6; Hudson, 14; | sales to be as good as a year ago, 
International, 8; Kaiser, 6; Lin- |if not better. 
coln, 5; Mack, 2; Mercury, 29; Prices and margins of profit 
Nash, 14; Oldsmobile, 31; Pack- may be down somewhat, the deal- 
ard, 2; Plymouth, 95; Pontiac, 56; | ers admit, but still the outlook is 
Studebaker, 15; White, 2, and | brighter and not likely to be af- 
Willys, 1. fected adversely by reports of 
The January figures for Trum-| growing unemployment. 
eon fears Manneens Convene i ST. LOUIS—Porsennet trom - Chewelet bull county were: Buick, 30; Cad- Most dealers admit that this 
' an inois have e eir annu r wh a noer rection | ; . . - 
Pp a! recognition party ui illac, 1; Chevrolet, 141 (12); Chrys- year’s buyers are “shopping around” 


of Jim Meagher, St. Louis zone parts and accessories manager. Pins and certificates were a : ° 
presented to 104 managers for outstanding sales in 1949. The following were elected | ler, 26; DeSoto, 25; Dodge, 39 (11); more and completing deals for new 


i f th +. i h : A i : > 
officers o e St. Louis Chevrolet parts managers record club for 1950: G. W. Nyilas,| Ford, 75 (16); Frazer, 1; Hudson, or used cars at a much slower rate 





Metropolitan Chevrolet Co., Springfield, Iil., president; E. G. Miller, Boston Chevrolet| 14- International, 3: Kaiser, 4; Lin- 
., Fari Ill., vice-president; D. W. i , ; ° . , aa ay ha ‘ 
Co., Farina, , vice-president; D Hefner, Trimble Chevrolet Co., Thayer, Mo., secre coin, 2; Mercury, 22; Nash, 6; Olds- than a year ago , 
But, dealers emphasize, in most 





tary; O. Williamson, Lynn H. Maughs, Inc., Fulton. Mo. treasurer. 
— — ———- ~ ——j|mobile, 34; Packard, 1; Plymouth, , ; 
75: Pontiac, 34; Studebaker, 13 (1), | 4S€s they have discovered nothing 





|equal to $12.28 a share on 437,297 : to warrant the belief that growin 

Betters 1948 — aor a oe a ae weave, " 7“ * eo is iueneing deat 

57 a share in \ sions on whether or not to buy a 

Thompson Boosts Net F. C. Crawford, president, said Ottawa ear, even if buyers are haggling on 


Over $100 Million that increased shipments to air-| Ottawa dealers report that, in/the amount of cash 
| craft tom ible | the face of growing unemployment] ang th ; oS 
j = customers were responsible ae and the price to be paid.—(M. L. 
wa | sake ef tise aeaaee for the gain in sales over 1949. as indicated by the Canadian gov-| g.pwartz.) P 


for 1949, an increase of $10,700,000 ernment’s latest statement, sales of 
over the previous year and a new 
record peacetime high. 


Net profit reached $6,014,748, 





AUTOMOTIVE NEWS WANT ADS have|new cars have not been affected = - 
been proven the quickest, least expensive|nor have used-car sales been in- AUTOMOTIVE NEWS, the Newspaper of 
method of reaching the men who want fluenced f the Industry, read by everyone who counts 
what you have or have what you want! enced 80 far. , ‘ in America’s No. 1 Industry . . . an esti- 
See the back pages of this issue. | Many dealers state that inquir-! mated more than 100,000 readers weekly! 
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To help you get rolling | 
on Torque Converters... 







Is torque converter production slowing your 
assembly lines—-or complicating your 1950 
plans? Then this news is important to you. 
Alcoa has set up special foundry facilities in 
Detroit for the mass production of cast 
aluminum torque converter parts. We are 
ready now to help you capitalize fully the 
advantages of Alcoa Castings. 

Their smoothness permits top efliciency. 
They have the strength to withstand high 
centrifugal stresses. They resist corrosion. 
Their fast heat transfer prevents hot spots. 
They machine rapidly. 

A discussion with our engineers may save 
you both time and money. Contact your 
nearby Alcoa Sales Office. Or write ALUMINUM 
Company or America, 1842C Gulf Building, 
Pittsburgh 19, Pennsylvania. 


ALUMINUM 
fe) 
YY ale 

INGOT + SWEET & PLATE + SWAPES, ROLLED & EXTRUDED + WIRE - ROD + BAR - TUBING ~- PIPE + SAND, DIE & PERMANENT MOLD CASTINGS - FORGINGS ~ IMPACT EXTRUSIONS 
ELECTRICAL CONDUCTORS + SCREW MACHINE PRODUCTS + FABRICATED PRODUCTS + FASTENERS + FOUL + ALUMINUM PIGMENTS + MAGNESIUM PRODUCTS ® 
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31 PAGES OF AUTO NEWS 


in the April POPULAR SCIENCE Monthly 











..-{he magazine that regularly carries 
more automotive news and comment 
than any other general 
publication 
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**Read all about it’”—The editors of 
POPULAR SCIENCE turn the 


spotlight on automatic drives in the 





April issue (see cover at left) — 
every type described, every one 
examined and driven . . . helpful 
comments on each for the benefit of 
the millions of auto “fans” who read 


POPULAR SCIENCE. 





No other magazine in 





America prints, month 






after month, such a wealth 







of automotive material — 





because no magazine audi- 


ence is so interested in 






things automotive. 
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“Gus Remembers the Homeless Wasp.” Gus Wilson 
is a regular and beloved character in POPULAR 
SCIENCE. The only fiction feature and one of the 
oldest features in the magazine. Gus is a garageman 
whose experiences and advice on automobiles are avid- 
ly followed each month by garagemen and mechanics. 


In addition to these feature stories, the 


April issue carries the following articles 


that POPULAR SCIENCE readers will 
peruse avidly: “How to Replace Worn 
Upholstery” . . . “Grown-ups Put This 
Toy (auto) to Work”... astory on the 
1950 Lincoln — and other auto short 
subjects. 


lf you are interested 
in merchandising 
automotive products 





In an article, “How to Buy a Used Car”, Gus helps to 
keep the used cars moving by good advice for those 
who plan to buy a used car and those with a used car 


to sell—all vitally important to the automotive business. 


Another regular monthly feature in 


to the auto service personnel. 


POPULAR 
SCIENCE is “Auto Hints” — of tremendous interest 





The latest news on the Studebaker Borg-Warner auto- 
matic transmission — a factual “I have driven it” 
account with photos and diagram. 


wll 








To the readers of most magazines this semi-technical 
article, “Explaining Auto Ignition”, might hold little 
interest. But POPULAR SCIENCE readers — the 
men who want to know — will find it fascinating. 


note these facts about POPULAR SCIENCE Monthly 


... the automotive magazine 
for the consumer 


19.8 editorial pages (average) each 
month on automotive subjects. 


Read by over 992,700 car owners! 


$1.51 per page per 1,000* auto owners! 
Compare that with the cost of reaching 
total circulation (owners or non-owners) 
of any other general magazine. 


*Black and white, 1-time rate 


... the service magazine for 175,671 
men in the automotive trade 


The most important garage “trade” cir- 
culation you can buy. 


For example: 
29,475 own a garage. 
63,666 are garage employees. 
123,795 have taken or plan to take auto- 
motive instruction courses. 


POPULAR SCIENCE readers are the 
type of men who want to know. They 
comprise the MOST ACTIVE and EN- 
THUSIASTIC AUTOMOTIVE MAR. 
KET IN THE WORLD. 


And, most important, they are invari- 
ably the neighborhood authorities on 
what’s best in autos and automotive 
equipment. 


Interested? We'll be glad to send you a desk copy of this issue. 


Tell it first to the MAN who WANTS to know... 


the automotive-minded reader of 
POPULAR SCIENCE Monthly 


353 FOURTH AVENUE, NEW YORK 10, NEW YORK 


CHICAGO 1: 360 North Michigan Ave. CLEVELAND 14: 328 Citizens Building 
DETROIT 26: 820 Book Building LOS ANGELES 5: Granada Building 
PORTLAND 5, Oregon: 907 Terminal Bldg. SAN FRANCISCO 8: 1003 TWA Bidg. 
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dinger jr.; M & W Motors, Inc., 
Shelbyville, $20,000, Eugene and 
Lena H. Murphy, R. M. and Bertha 
M. Whitworth; L. B. Knight Motor 
Co., Greenville, capital stock $75,- 


* jincorporators, L. B. Knight : 
Announcement of the formal]! Haven; J. Richard Bonner, Kings- a in ae =, and L. Wayne Cle- vail 
opening of the Roberts Motor Co.| ton; E. J. Dippel, Archbald; M. S. cams ined Motor Co., Inc., Eliza- a 3 
in its new home on N. Ridgewood} Kovich, Tamaqua; E. L. Meade, ieee 440,000: Thomas and 5 
and Pear St., Sebring, Fla., is made} Lebanon, and Lee C. Webber, Cuba Leo Rogers and Heary B. 
by Jack Roberts. The new Stude-| Meyerstown, ; ; al 
baker showroom space is 20 by 50 eM. EXPANDS TO CITY BLOCK IN FOUR YEARS—In that time, Imperial Motor Co. (Caryster- 5 te a 
f is 40 by 80 : Plymouth), Ocala, Fla., has expanded consistently and now occupies nearly an entire city ' . 
eet, and the shop area is y Litherland Sells Share block, W. F. Ivey, president, states. Eugene L. Orr and James F. Belk have recently joined Crabtree Opens in Ohio 
feet. The building features the new H. M. Litherland artner in| the dealership's sales organization. Imperial recently held the formal opening of its re- 
quonset-hut steel construction. sietaie thas Co. ataren d. N. D,,| Vamped used-car facilities. Crabtree Motors, Inc. os DI 
; ip , N. D., - oe s ; ma 
ea has announced the sale of his in-|mated the building will be com-)three years has been a partner with Sat ae aoe conden =~ = ly = 
DeJarnette Appointed terest in the company to the other| pleted in three months. It will con- | Stokes, becomes president of the aoe bas completed a butiding with = 
Woods Motor Co., of Richmond, partners, H. J. Harris and Emil|tain display rooms, offices and a/|new company. — 10,000 square feet of floor space. Tim 
Ky., announces appointment of Pehrson. Litherland joined the | service garage in the rear. : . An adjoining lot will be used for aa 
George R. DeJarnette as used-car |Company as a salesman in 1929. Seohee Sela te B Kentucky ee te , the sale of used cars. Charles Crab- = 
sales manager. " : 4 Stokes So o barnes Articles of incorporation ed| tree is president. 
Ae Os Tim Motor Builds W. Cleve Stokes Co, (Lincoln-| with the Kentucky nn of ae c 
Construction has begun on a|Mercury), Montgomery, Ala., has| state follows: Bi-Tuc orp., New- . ‘ C., 
Cayton Buys oo M Building for Tim Motor Co., Edge-|been purchased by Tom Barnes/|port, 100 shares of no par stock, Gaiennie Names Bonck Co. 
O. D. Clayton Sikeston, _ field, S. C., at its new location on| Lincoln-Mercury Co., newly organ-| real estate; Russell Howard, Charles Vernon Gaiennie, owner of Colo- for 


has purchased Byars Chevrolet 


(Continued on Page 25, Col. 3) 


Greenwood highway. It is esti- E. Lester jr., and Lawrence Rie- 


Walker 3 DIMENSION 


Co. in Walnut Ridge, Ark. ized. Tom Barnes, who for the past 


> * * 


Anderson Incorporates 

Anderson Motors, Inc., Belleville, 
Kans., has been incorporated by the 
office of the secretary of state with 
an authorized capitalization of 
$30,000. H. S. Anderson was named 
resident agent. 

+ + * 


Lammerts—Niagara Falls 


Lammerts (Cadillac-Buick) has 
opened a new display room at 1222- 











24 Main St., Niagara Falls, Ky. | 
John Ranlett is in charge. 
* + + 
Steenbergen Motors | 
Steenbergen Motors, Ashland, 


Ky., has been organized with capi- 
tal stock of $20,000 to engage in 
the automobile business. Principals 
are E. H. Eubert and J. G, Steen- 
bergen. 


*. * * 


Engel Names Van Stone 


Edward W. Van Stone has been 
appointed new-car sales manager 
of Engel’s, Inc. (Studebaker), 1176 
Main St., Buffalo. Van Stone has 
been in the automobile business in 
the Buffalo aréa for 25 years. For 





several years He operated his own 
used-car business SURFACE 
a 2 Filtration \ 
Meet the People 
Get-Acquainted Party DEPTH 
Introduces Enyeart Filtration 
“Get Acquainted Day” was held 
by Enyeart Chevrolet, Inc., to give 
the public an opportunity to be- PROGRESSIVE 
come acquainted with Michigan Filtration 


City’s (Ind.) new Chevrolet dealer. 
Coffee and doughnuts were served 
during the day. 

Jerry Enyeart is president; Paul 
Dolembo, business manager; Les 
Parcels, service superintendent; 
Laurie Esmoer, parts superinten- 
dent; Frank Sarazen, body shop 
manager. 

In the sales department, Howard 
Winters, William Sieve, Earl Couts, 
Robert Anders and Bill Kolodziej- 
ski are taking care of the new 
customers. 





— BETWEEN OIL CHANGES! 


* * * 


Red Cross Dealer Heads 
Listed for Chicago Drive 


The annual Red Cross campaign 
for funds began in the Chicago 
area with William Rieger serving 
as chairman of the automobile 
dealers’ group, Captains of the 
various dealer-line groups, accord- 
ing to Rieger, are: 

H. G. Hartshorne (Buick), Joe 
E. Robert (Cadillac), Frank Kat- 
zen (Chevrolet), John Lodi (Chrys- 
ler), C. J. McCorkle (DeSoto), 
Ralph Hirschberg (Ford), Robert 
‘J. O’Donnell (Hudson), George Ein- 
horn (Kaiser-Frazer), Morton Ros- 
en (Lincoln-Mercury), I. J. Novicki 
(Nash), Charles B. O'Malley (Olds- 
mobile), Don Roseroot (Packard), 
Victor A. Beckman (Pontiac), Roy , 
Keeling (Studebaker) and O. H. tridge. Each one of these layers is a complete filter- margin of safety over the critical danger size of con- 

Baehler (Willys-Overland). . | 
ro ing unit—each one filters oil 3 ways—yet they all taminants. Walker performance is channel-proof per- 


work together to take out the many different kinds 
and sizes of dust, dirt, and abrasives. 


What the Engine Puts In The Oil What Walker Takes Out 


DUST AND DIRT—from engine breathing 





For the first time in any oil filter, Walker com- 
bines all three essentials of effective filtration— 
surface filtration, depth filtration and progressive fil- 





CARBON SOOT—from engine combustion 






tration—in a single cartridge! 
METAL PARTICLES—from engine wear 






This exclusive ‘‘3-Dimension” action provides 


multiple filtration, to control the many different 





MOISTURE—from engine condensation 
types of engine contamination, including crankcase 


condensation. 


Because of Laminar, Walker actually removes 


Walker’s patented Laminar construction consists 


of many individual filtering layers inside the car- abrasives down to 2/10 of one micron—a 25-to-1 


Harrisburg Chevrolet Zone 


Picks Planning Committee 


R. G. Buckalew, of Blooms- 
burg, was elected chairman, and 
C. S. Detwiler, Huntingdon, co- 
chairman of the dealer planning 
committee, Harrisburg (Pa.) zone 
of Chevrolet. They will represent 
the Harrisburg zone at the re- 
gional meeting to be held in 
Washington. 

Other members of the commit- 
tee are: Guy R. Goodfellow, 
Hanover; J. Paul Harkison, Le- 
moyne; H. C. Casselberry, Lock 


formance—for greater security . . . for a better filter- 
ing job between oil changes! 





SILENCERS ELECTRIC LIFTS 


rd ee 
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cording to Irvin H. Sentz, general 










and Dealer Doings aa 
and “1 g ys. ce 
oe , i Bill Mac Dan Forms 
otor Re & Bill Mac Dan Motors, Inc., Mil- 
= ae 17" . (Continued from Page 24) waukee, has been incorporated with 
Che- nial Buick Co. New Orleans, has|left on their annual sejourn to|® C@Pital stock of 500 shares of 
s ’ common at no par value. Principals 
‘liza- placed Howard Bonck in charge of |Bermuda and Florida where they are Daniel Lester, Robert G. Mc- 
and his two used-car lots, 111 N. Broad|have a winter residence. Clintock and Wilbur Brace. 
ue St. and 2611 Canal St. . = 2 , 3 a 
| 

; alpen so Teen Garner Promoted Chive Adds Lot 
o 7 Thompson Ups Carter | Promotion of W. O. Garner from/ Pierre Chive jr., of Chive Motors, 
bak - DEALER MILLER BUILDS iN ST. JOSEPH, MO.—This is the proposed structure for Miller| Frank D. Carter has been named {service department clerk to parts|Inc. (Studebaker), New Orleans, 
nally Chevrolet Co., headed by Don Miller, who has been a dealer since 1910. Prior to his start-| general sales manager of Thomp- manager of the Autocar factory|has opened a second used-car lot 
new ing with Chevrolet in 1922, Miller was a Lincoln-Ford distributor in Kansas City and before | son Pontiac, Cuyahoga Falls, O.| branch in Baltimore is announced at 2320 Canal St., and has placed 
with that was a Ford dealer in Atchison, Kans. He is a lifetime member of the Automobile Old|Carter had been manager of the|by Burt F. Dunham, district man-/| William Lemmon in charge of the 
pace. Timers. Associated with their father in the dealership are Jim and Bill. The latter is sales| firm’s service department since | ager. outlet. 
| for manager. 1947. William A, Corbitt was named | a 2 
— Buick Deal Changes Hands |Plowden and G. W. Shaw. ©. C. to succeed — : Sturman Named Ralph, Meacham Named 

Goodwin Motor Co., Sumter, S.|@00dwin, formerly of Birmingham, fad 4 | Krank H. Sturman has been ein he = Ralph, president of 
) C. has succeeded Sumter Buick|Ala. is head of the new dealer-| — Westrick in Florida named wholesale manager of Ker- np Mga lac, mene Fee R. 
; Co., which had been operated there |ship. He has been in the automo-| M. P. Westrick (Buick-Pontiac),|nan Motors, Willys-Overland distri- Seatine ‘we tae a e sche 
olo- for the past 31 years by D. R.|bile business since 1934. and his wife, Carrolitown, Pa. have!butor in the Baltimore area, 80-in7 y. ‘have been presented “better 





dealer awards” by Pontiac. 
* + * 
Dissolves Corporation 


Dissolution of incorporation has 
been granted Jenkins Auto Sales, 
* Inc., San Antonio, Tex. 


* * . 
f BA | ( i Sep 
Tallmadge Motors, Inc., of Tall- 
madge, O., has been incorporated 
by W. J. Knafel, Mrs. W. J. Knafel 
and Vernon Weygandt. It has 
* o . 
| e t e 
| Link's Night 


Santa Monica Veterans 


Honor Pontiac Dealer 
A special edition of the Legend, 
|monthly publication of the Veter- 
ans Service League of Santa 
a Monica, Calif.. was published on 


the occasion of the organization’s 
annual “Link Anderson night.” 


Anderson, Pontiac-GMC dealer 
in Santa Monica, who was guest of 
honor on his “night,” was described 


BOOST BOTH YOUR OIL SALES AND YOUR FILTER SALES— fxtends ‘the veterans have tu, tals 


area.” He is a life member of the 


TELL THE FULL STORY OF SAFE LUBRICATION! pee ee 
McBrides Building 


Here’s your opportunity to increase both your oil sales and up every mile, every hour they drive — grinding, scratching, A new concrete block building is 





ee : . being erected on First St., Vidalia, 
your filter sales. Tell the full story of safe lubrication, sure wearing away the very parts clean oil should protect. Ga. g or eomeney ta Se 
engine protection. Sell them clean oil every mile these three ways — Bros. Auto Sales & Service. 
* * * 

Show your customers why oil changes are only half the Oo Change the oil periodically to protect against oxida- a 
story of lubrication. Because engine contamination begins tion, dilution and unfilterable contamination. Ray Lawrence, for many years 
. i : : ; b Los Angel e f 
immediately after the oil aang. oe ee a - “ oa Change the filter to prevent accumulation of engine- Reo a ae ‘es ts a 
tected between changes by an eflicient, property -functiomng made abrasives, moisture and sludge between oil changes. jon the GMC truck dealership in 
oil filter. | San Diego, Calif. 

h ‘ aoatie nantes te dent end tp Change to Walker to give your customers the added “i ae 
n rea ; : 

7 ne Say Cnn . protection of ‘‘3-Dimension”’ filtration between oil changes! Riegel to Build 
dirt, manufactures carbon soot, water and metal particles ae dectslesity bested Sania 
which it deposits in the oil stream between oil changes. Point Take advantage of Walker’s superior performance... put it will be built on E. Sprague Ave. 
out that, without an oil filter this abrasive mixture can build to work for you ... make this your finest filter selling season! by Robert Riegel, Spokane, Wash., 





dealer. It will be a _ two-story 
|masonry structure. 
| * * * 


Roswell Motors Builds 

KEEP One| CLEAN ry nT CHANGES Roswell Motor Co. (Ford), Ros- 
well, Ga., recently added a service 
department to its building. The 
60-by-70 foot addition gives the 
company 6,370 square feet of floor 
space. 

Roswell Motors is owned and 


a i‘ ”% mn operated by the Vaughan family, 
. mT Cliff P., W. C. and James. 
o.. 7 , * * 7 
re a Ex-Dodger Sells Cars 
ai ’ | Larry French, former Brooklyn 
: Dodger baseball player, is now 
Wt F sales manager for the B. L. Hoag 
J “ey - Plymouth-DeSoto dealership in Al- 
7s f (a hambra, Calif. 
SS ¥e | * * * 


Martin Incorporates 





| Murray Martin Motors, Ltd., has 


¢ | | been incorporated with authorized 
Z f ; capitalization of $10,000 in Van- 
: b couver, B.C. 
~ . : * * * 


Reese Opens 3 Lots 


- ’ pel 
lE=~. Ke ~ / 5 : ‘ ee a | | Pn og Md pena ae: 
WITH PA TENTED QOWUMM Cf” CONSTRUCTION ; f Y iey pe . ville, Tenn., announces the open- 
ae : fs ; 7 f ing of three used-car lots, 
OZ f , 4 Reese was formerly president 
sg : and manager of Reese-Higgins, 
Inc. (Ford), Boonville, Ind. 
bt a + + * 
LL r Thompson Sells in Sask. 
3 J. H. McDougall and J. H. Bur- 


y¥ 





ae a! ‘ ton, both of Regina, Sask., have 

WISCONSIN - RACINE, WISCONSIN \ a : purchased Dawson Creek Motors at 

WALKER MFG. CO. OF di chcha BGs wz, ioee Dawson Creek, B. C., from John 

Thompson, who has operated it for 
several years. 








Auto Personnel 





Establishment of three new sales 
units within the central district, 
Westinghouse Lamp division, has 
been announced by Charles A. 
Conklin, district manager. 

He appointed Ray C. Daugherty 
as manager of the Pennsylvania- 
Ohio lamp sales division, which 
includes western Pennsy!vania, 
eastern Ohio and northern West 
Virginia. Harry A. Kinley was 
named manager of the Michigan 
lamp sales division, serving north- 
western Ohio and all of Michigan 
except the upper peninsula. How- 
ard J. Thomas was appointed man- 
ager of the Ohio valley lamp sales 

‘division, including southern Ohio, 
western Kentucky and _ southern 
Indiana, 

* * 


Buxbaum Appoints Five 


District Representatives 
Buxbaum Co., Canton, O., an- 
nounces appointment of new rep- 
resentatives for the Buxco line of 
automotive products. They are: 
Lynn & Hemphill, Dallas; Gene 


Lemke Sales, Bay Village, O.; Rob- 
ert Sanderson, Chicago; M. L. 
Cohn, Los Angeles, and Ben FP" .e- 
berg, New York. 


Wardrop Gets Higher Post 


At Pittsburgh Glass 

Robert Wardrop has been ap- 
pointed assistant to the vice-presi- 
dent, it is announced by Richard 
B. Tucker, execu- 
tive  vice-presi- 
dent for 
burgh Plate Glass 
“Co. 

Formerly man- 
ager of advertis- 
ing and sales 
promotion for the 
firm’s glass divi- 
sion, Wardrop 
will assist vice- 


president Frank 
Robert Wardrop W. Judson in 





| the company’s ex- 


Pitts- | 
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Globe Hoist Names Leidy 


_To Head Export Sales 


Argus Leidy has been named ex- 
| port sales vice-president for Globe 
|Hoist Co., according to F. W. 
| Swanson, chair- 
| man. Leidy joined 
| Globe in 1939. 

While heading 


port operations, 
he will also retain 
his former duties 
as advertising 
and sales promo- 
tion manager, 
both in the do- 
mestic and over- 
seas markets. 

His offices are at Globe’s Phila- 
delphia plant. 





Argus Leidy 


* + 


* 
Detroit Steel Ups Perrault 
Roland C. Perrault has _ been 
promoted from sales representa- 


tive to manager of Detroit Steel 
Corp.’s Worcester (Mass.) district 
office, replacing J. B. Ribakoff, 
who has retired. 
* 





handling major national accounts. 
Associated with Pittsburgh Glass 
since 1935, Wardrop joined the firm | 
as a trainee in the glass division. | 


Ford Appoints Lobbestael 


Acting Head at Y psilanti 
Alex Lobbestael has been ap- 








More and more motorists know there’s a vast difference in oil . . . even 
among leading brands. And more and more insist on WoLF’s HEAD— 
100% Pure Pennsylvania, Premium Grade. It’s richer . . . 
. it’s the “finest of the fine.”’ 


. it’s “oilier’”’ . . 


Surveys prove that 9 out of 10 consumers recognize WoLF’s HEAD as 
superior oil. That’s why the big red, white and green WoLF’s HEapD sign 
will bring you more customers . . . more often . . . more regularly! Call 
your nearest Wo.Fr’s Heap Distributor today or write for further 


information. 


Wolf's Head Oil Refining Co., Inc., Oil City, Pa., New York 10, N. Y. 


r 

| 

| Wotr’s HEAp is refined three steps further 

| than ordinary oil! 

; Thoroughly Dewaxed—flows freely even at 
ow temperatures... 

full-bodied lubrication. 

2. Double-Distilled—free from trouble-making 

| : 

tion, sludge and undue wear. 

| 3. Triple-Filtered—resists sludging, oxidation 

| and corrosion to bearings. Won’t thin out at 

high temperatures—won’t get sluggish at low 

temperatures. 

p 

| Only Wot ¢ wae 

| 


—“WOLF'S HEAD GOES THREE STEPS FURTHER'—™ 


| 
| 
| 
| 
| 
| 
| 
2. Doubl | 
impurities that cause excessive oil consump- | 
| 
| 
| 
| 
| 
| 
| 
| 
| 


San i Soe Sieh Case enllb seen eee Steen takin eemlbcale Sah Sh ae ME tee in ams cnn ws 


always gives instant, 


gives these extrad 


MOTOR OIL 


100% Pure Pennsylvania 
“Premium Grade” 












it’s tougher 


AND LUBES 


Member, Penna. Grade 
Crude Oil Association 


made manager of the division’s 


oa 





NASH TECHNICAL ADVISOR SPEAKS—L. H. Nagler, Nash Motors technical advisor, 
addressed a recent joint ———. of the American Society of Mechanical Engineers and 
the Engineers club of Hampton Roads, Va., at Norfolk. Nagler discussed windtunnel tests 
conducted at the University of Wichita in which Nash cars reportedly developed 20 percent 
less air resistance than other makes tested. In the picture (from the left) are: Charles A. 


Porter, district manager, Nash Washington zone; D. W. Bennett, president of Engineers 
club; Nagler, and Morris S. Smith, chairman of the Virginia section of the American 
Society of Mechanical Engineers. 





pointed acting manager of Ford’s|newly-acquired plant at Monroe 
Parts and Equipment Manufactur- | Mich. Prior to his new post, Lobbe- 
ing division plant at Ypsilanti, | stael served as the Ypsilanti plant’s 
Mich., Walter H. Simpson, the di- | superintendent. 
vision’s general manager, an-| * 
nounces. | Casey Heads Up Service 


Lobbestael takes over the duties ° . 
of Alex Hunter, who recently was For Detroit Automotive : 
O. B. Casey has rejoined Detroit 


Automotive Products Corp. to be- 
come national service manager, ac- 
cording to Ivan 
F. Graham, sales 
vice-president. 
Casey will su- 
pervise work of 
field engineers in 
connection with a 
program for 
training person- 
nel of all truck 
dealers and _ re- 
gional warehouse 
dealers who are 
selling and serv- 


* + 





0. B. Casey 
icing Thornton drives, load-booster 


third axle units, nospin differen- 
tials and other truck equipment. 
* * * 


| Boost to Minneapolis 

Given Jackson by I-H 

T. C. Jackson, formerly branch 
manager of International Harves- 
ter’s Davenport (Ia.) motor truck 
district, has been installed as as- 
sistant district manager of the 
company’s Minneapolis motor truck 
district sales office. 

+ + * 


John Bean Appoints 


Salmon as Dixie Rep 


Bob Salmon has been appointed 
sales representative for John Bean’s 
Alabama-Mississippi-Tennessee ter- 
ritory to replace 
Wylie Axford, 
who was recently 
made John Bean 
automotive sales 
manager. 

During the past 
16 years, Salmon 
has gained 
experience in all 
phases of jobber 
operation as a 
buyer, salesman 
and manager. For 
three years, he was part owner and 
manager of an automotive supply 
company. He sold his share in the 
business to join John Bean in 1947. 


* ~ * 
Walton Elected to Board 
By Gulf Oil Corp. 

Gulf Oil Corp. announces the 
election of John F. Walton jr. as 
a member of its board of directors. 
| Walton entered the employ of 
|Gulf in 1940 as a member of its 
| sales department. 
| * * 





Bob Salmon 


* 
‘Degnan Gets Promotion 


| At Martin-Senour 


| Appointment of J. R. Degnan as 
|assistant manager of the Automo- 
itive division of Martin-Senour Co 
is announced by 
Don A. Seeley, 
manager. Degnan 
was West Coast 
regional manager 
prior to his pro- 
motion. 

Seeley also an- 
nounced two other 
appointments. L. 
C. Wellman was 
made manager of 
the central and 
northeastern 
states area. He had been midwest 
regional manager. S. W. Clements, 
who had been with the firm 13 
years before, returned to take the 
position of regional manager for 
the southwest territory. 





J. R. Degnan 
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Expenses Must 





Dealer Business Counsel 
With Small Prewar Profit Margin Returning, 
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Be Held Down 


(The opinions expressed herein are those of Columnist Van Tassel and are not 


necessarily those of 


By J. B. Van Tassel 


.— question 
many dealers today is this: 
How soon will dealers again be 
operating on the small net profit 
margin of prewar 
years? 

Before the war 
the percentage of 
overhead absorp- 
tion nationally 
amounted to ap- 
proximately 50 
percent. During 
the war years this 
overhead absorp- 
tion increased to 
Tassa Detter than 100 
oe percent. After the 
war and up to the return of the 
buyer’s market this absorption fig- 
ure remained at approximately 100 
percent or better. 

At the present time, it is down 
to less than 60 percent. The net 
profit margin, according to my fig- 
ures as taken from dealers’ state- 
ments that have been sent in to me 
for analysis, is down from 7.5 per- 
cent of total sales as at Dec. 31, 
1948, to 3.6 percent as at Dec. 31, 
1949. Here is what has happened 
and probably will continue to hap- | 
pen until we are right back to the 
prewar margin of net profit of less 
than 2 percent of total sales. 


At the start of the war, when 
all new-car production was dis- 
continued, dealers immediately 
stripped their organizations of 
practically all of their nonproduc- 
tive help and reduced expenses 
in general to the bone. In fact, 
nearly all selling expenses were 
discontinued entirely. 

Dealers really rolled up their 
sleeves, put on their overalls, and 
went to work. Immediately the 
percentage of overhead absorption 
soared to new heights and no new- 
ear sales and profits were required 
in their respective business in order 
to break even and make a profit. 

* 


a 





* + 
URING the war years, the total 
volume was comparatively 


small because it consisted mostly 
of service and parts sales and some 
used-car sales. 

But the percentage of net profit 
margin increased to as high as 10! 





to 15 percent of total sales. Then 
after the war and new-car produc- 
tion was resumed, we went into a) 
seller's market with a full gross | 
profit margin on every new and 
used-car deal with very little or no) 
sales expense required because the | 


Dew Labeled 
Worst Enemy | 


Of Car Paint 


DETROIT.—W hile _ researchers 
expect future automotive paints to 
have still more beauty and dura- | 
bility than today’s, the Automobile | 
Manufacturers Assn. advises mo- | 
torists that dew is the worst enemy | 
of present-day paint jobs. 

According to the AMA, the in- 
dustry’s paint researchers have) 
found that sunlight alone does not 
damage today’s paints. It’s a com- 
bination of moisture and light that 
causes the trouble, in a way that’s 
not yet fully understood. 

The quest for better automobile | 
finishes is a never-ending task, the} 
AMA says, pointing out that today’s 
buyer generally has a choice of 
from 12 to 20 different colors—each 
one combining beauty with dura- 
bility to a degree unknown even 
a few years ago. 

Testing of finishes is also con- 
tinuous, and involves subjecting 
paints to laboratory studies of the | 
effect of heat and cold, salt and 
moisture, according to the asso- 
ciation. 

Other tests include a device 
which throws gravel against paint- 
ed surfaces, long exposure to Flor- 
ida sunlight and to New England’s 
Salty air and methods for deter- 
mining flexibility. All of this is ex- 
pected to lead to brighter, longer 
lasting finishes in the future. 





AUTOMOTIVE NEWS, the Newspaper of 
the Industry, read by everyone who counts 
in America’s No. 1 Industry . . . an esti- 
mated more than 100,000 readers weekly! 





Automotive News.) 


public was begging for new cars 


in the minds of | and willing to pay any price. 


Net profit margins during the 
seller’s market soared to 20 per- 
cent and even better. Also dur- 
ing this period of the seller’s 
market the percentage of over- 
head absorption exceeded 100 per- 
cent because very little if any 
sales or organization expense was 
required. 


However, it was not long before 
dealers started to build up large 
organization expenses and the per- 
centage of overhead absorption 
started on the decline. Then the 
seller’s market started to disappear 





. Be, 
Preset sa UES 


Ws; 











A STEADY MOLTZ CHEVROLET CUSTOMER—L. L. Stearns & Sons, Williamsport (Pa.) 
department store, has been using Chevrolets in its business for 20 years and has pur- 
chased them from Moltz Chevrolet Co., Inc., since 1929. Its present fleet consists of a 
business coupe, a pickup, five panels, two Boyertown Merchandisers and an Olson Kurb Side. 





and the buyer’s market came into| battle with its high sales and over- 
the picture and dealers started to|head expenses and the percentage 
build up selling organizations for|of overhead absorption is going 
the competitive battle. down fast. 

Now we are in this competitive Also, as this percentage goes 


27 
down, the overallowances and cash 
discounts are going up and the 
more new cars that are required 
to break even and .make a profit 
for you will entail more expenses 
which in turn will continue to 
reduce this overhead expense ab- 
sorption. 

* * * 


S° BY the end of this year, or 
sometime next year, dealers will 
probably be right back to where 
they were before the war, operat- 
ing on the small net profit margin 
of less than 2 percent. There are 
only two ways to maintain or in- 
crease your percentage of service 
absorption: One is to hold or in- 
crease your service and parts vol- 
ume and income, and the other is 
to hold or reduce your expenses. 
According to the experts, you 
cannot expect an increase in serv- 
ice and parts volume and income, 
so the only way left is to hold down 
your expenses. 





with its provision for the WASHER button. 


stallation of a Trico Windshield Washer. 


after-market selling history. 


@ On 1950 cars tens of thousands of new car owners will 
spot the new dash-type Windshield Wiper Control Knob 


The new combination Knob makes it easier and more 
profitable than ever for you to sell and install the famous 
“Two Little Squirts.” More than six million installations give 
this important safety device the greatest endorsement in 









Every time they use the knob or glance at it, it will re- 
mind them—until they are sold—that something is missing, 
for the combination control is there for quick and easy in- 





TRICO PRODUCTS CORP., BUFFALO 3, N. Y, 


Fully Automatic...Nothing to Pump 
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Here’s to the Ladies, bless ’em! 


May this new Nash poster convey our appreciation of the many 


te things they are writing to us...and telling their friends. 


Thlove our new Nash Airflytes . . . the effortless ease of Hydra- 
Matif Drive, without even a starter button to worry about. They 
love tle clean, filtered air of a Nash that never blows a hair out 


of place}.. and its cheerful comfort on the coldest days. 





2y love he little things ... the Glove Locker that pulls out in- 


of spilkout...the Airliner Reclining Seat...the Safety Belt 
eps thetfchildren in place . .. the wide-as-the-world visibility. YG) if 4 7 7 
ney nev#t bother their pretty heads about why a Nash 


ietly, Stfoothly and safely ... why it handles so easily. THE AMBASSADOR ~- THE STATESMAN 
tel! theiffriends . . .“‘It’s the best car we ever owned.” GREAT CARS SINCE 1902 


Nash Motors, Division Nash-Kelvinator Corporation, Detroit, Mich 


y day is Ladies’ Day at Nash showrooms everywhere! 


MUCH OF TOMORROW IN ALL NASH DOES TODAY 











Must ‘Sell’ Selling 


Speakers’ Bureaus, New Curriculums Needed 
To Attract Salesmen, Williams Says 


NEW YORK.—A manpower 
problem is facing America’s sell- 
ing profession, Walker A. Williams, 
Ford general sales manager, told 
the American 
Management 
Assn. here last 
week. 

It is manage- 
ment’s job to in- 
terest young peo- 
ple ina_ selling 
career while they 
are still in school, 
he said, by form- 
ing organizations 
that will impress 
them with the im- 
portance of selling. 

Williams pointed out that a re- 
cent survey showed only one 
salesman for every 28 workers 
in 1948, while before the war one 
in 14 workers was in selling. 
“Let’s face it,” he said. “At a 
time when American salesmanship 
is called upon to meet the biggest 
challenge in its history, we're 





Walker Williams 





Corp: 
on na 





R-5036 


| threatened with a serious man- 


| power problem. 


“Perhaps one basic reason for 
this lack of interest in selling is 
the tremendous emphasis in this 
country on production, which makes 
young men think that the road to 
top management positions lies 
through some phase of engineer- 
ing or manufacturing. 


“More to the point, however, is 
the widespread misunderstanding 





ELECTRIC CORPORATION 


6327 Avondale Avenve « Chicago 31, Illinois 


of selling that causes people to 
cling to the picture of a salesman 
as a gold-brick peddler or a phi- 
landerer. There is a popular belief 
that selling is something you can 
always fall into if everything else 
fails.” 


Williams told the assembly 
that it would have to help change 
the public’s picture of the sales- 
man. One way, he said, is im- 
pressing high school and college 
authorities with the need for full- 
course curriculums on selling so 
that young America can better 


here’s PROOF that 
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FORD CITES DEALER THOMAS—Presentation of the Four-Letter award to R. E. Thomas 
(left), of Ogden Ford Sales, Ogden, Utah, by H. H. Reiser, intermountain district sales 
manager, Sait Lake City, with W. J. Cooper, assistant regional sales manager, San Fran- 
cisco, looking on. It was presented to Thomas at *he annual January meeting of Ford 
dealers from the seven intermountain states, held in Salt Lake City. 


understand the possibilities open |economy and it should be recog- 
to it in this field.” |nized as such. 

Williams added that “selling is| “Without the salesman’s skill in 
just about the most important fac-| stimulating demand and in mak- 
tor in the operation of our national'ing it easier for people to buy 
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Over 35% INCREASE in 3 months 
reports Johnny Dell Motors! 


Like thousands of other progressive dealers, 
Johnny Dell Motors found that car owners 
are glad to pay for Diagnosis! They found, 
too, that Sun Scientific Diagnosis does pay- 
off in increased parts and labor sales, greater 
customer satisfaction and better repair jobs. 
You, too, can reap the benefits of this sen- 
sational new packaged Diagnosis Program. 
It incorporates proven selling methods and 
Diagnosis Procedures, a separate Diagnosis 
Department with appropriate backgrounds, 
signs and testing equipment, plus the indoc- 
trination of your employees in proper Diag- 
nosis Procedures. 


Read the complete story in 
“Dollars from Diagnosis” 


This new booklet is yours without cost or 
obligation. Full details of the sensational new 
Diagnosis Program are clearly explained. 
Mail the coupon for your copy TopDay! 


SUN ELECTRIC CORPORATION 
6327 Avondale Ave., Dept. A, Chicago 31, Ill. 


Send my complimentary copy of the new Sun “Dollars from 
Diagnosis” Booklet containing full details on the new Sun 
Scientific Diagnosis Program. 
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jtype of market is the fellow who 


| State, 
| company from C. M. Marley. 


things, we could not reach the 
goals which have been set for us 
We must make the public under- 
stand this. 

“One of the most effective meth- 
ods of doing this,” he said, is to 
set up speakers’ bureaus’ with 
qualified sales executives who are 
willing to go out to schools, 
churches, social clubs and other 
organizations to talk about selling, 
both as it affects the people of that 
community and as a career for 
young people.” 


Credit Men See 
Crisis Point 


Still Far Away 


CHICAGO. — Before hitting the 
danger level, consumer credit can 
climb at least another $3,500,000,000, 
says Harry Earl, president of the 
Associated Credit Bureaus of Amer- 
ica. 

Earl pointed out, at the ACBA’s 
Chicago conference, that credit 
buying now composes a smaller 
percentage of total personal income 
than in prewar years. Federal Re- 
serve figures showed at the end 
of 1949 that 8.8 percent of personal 
income was outstanding in con- 
sumer credits, he said, compared 
to 10.3 percent in 1941. 


The ACBA is one of the largest 
credit-reporting agencies in the 
country, with almost 70,000,000 
cards on file. 


Installment and charge account 
collections, while still high, are 
gradually slowing up, said Harold 
Wallace of the bureau’s St. Louis 
office. Part of the slowdown, which 
started about 18 months ago, was 
attributed by him to the introduc- 
tion of no-down-payment policies 
by many retailers. 

Another result of the “no-down- 
payment” plans, he revealed was 
an increase in voluntary takebacks 
on products which have come down 
in price. A customer who takes 
delivery on an item but does not 
have much of his own money in- 
vested in it is likely to return the 
article in a couple of months if he 
finds he can then buy the same 
thing at a lower price. 

The best credit policy, Wallace 
continued, is one which considers 
individual credit standing rather 
than a policy of giving liberal terms 
| to all customers. 


| Insurance dividend payments to 
| ex-servicemen probably will not in- 
joo credit buying very much, 
| says the bureau. It expects the pay- 
| ments to be used to pay up old 
debts. 


| Between Extremes 


It?s ‘Management Market,’ 


Says GM’s Gould 


LOS ANGELES.—Use of the term 
“buyer’s market” in connection 
with today’s automobile business 
| was questioned 
| during a visit 
| here last week by 
Herbert M. Gould, 
| general manager, 
Motors’ Holding 
division, General 
Motors Corp. 

Gould said the 
terms “seller’s 
market” and 
“buyer’s market” 
represent two ex- 
busi- 
ness conditions. 

The former is created by heavy 
demand and short supply. On the 
other hand, a _buyer’s' market 
means an oversupply of goods and 
few purchases, 

“We are not in a buyer’s market 
today,” commented Gould. “The 
automobile business, rather, is ex- 
periencing a normal, competitive 
condition—a market which I pre- 
fer to call a ‘management market.’ 
The fellow who succeeds in this 





H. M. Gould 





has product, price and good man- 


agement.” 


Paulk Buys L-M Outlet 


Purchase of the Winter Haven 
(Fla.) Lincoln-Mercury, Inc., deal- 
ership is announced by the new 
owner, Charles M. Paulk, who said 
the name of the business would 
be changed to Paulk Motor Co., 
Inc, The new owner, who came to 
Florida in 1932 from his native 
Georgia, bought the local 
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Lawsuits Affecting Dealers... 


AUTOMOTIVE NEWS, MARCH 27, 1950 





Court Decisions 


By Leo T. Parker 


Attorney at Law 


oo higher courts consist- 
+ ently hold that one who buys a 
stolen automobile has no good title. 
In other words, the real and legal 
owner can at any time take posses- 
sion of the car from the legal 
owner. 

However, this is not the law with 
respect to an exchanged automo- 
bile. For instance, a higher court 
was asked recently to decide these 
questions: 


If one in possession of a stolen 
car trades it in on another auto- 
mobile what is the legal status of 
the tradein? Also, what are the 
legal rights of intermediate pur- 
chasers of both the stolen car 
and the ligitimate tradein? 


For example, in Prosser v. Bailes, 
40 So. (2d) 732, the testimony 
showed facts, as follows: A man 
named Roberson is in the business 
of buying and selling automobiles 
and does business under the name 
cf Roberson Motor Co. 


One Cozzalino came to the place 
of business of Roberson, and was 
in possession of a 1947 two-door 
Chevrolet sedan, which he _ told 
Roberson belonged to him, and he 
offered to sell it to Roberson. Coz- 
zalino said his name was James 
King and he had a bill of sale made 
out to James King and also had 
in his possession a registration re- 
ceipt for license tag No. 47 C 6669. 


Cozzalino traded the Chevrolet 
sedan to Roberson and took Rober- 
son’s truck in trade and $1,050. 

* * 7 


Delivers Bill of Sale 


HEN Cozzalino, under the name 

of James King, gave Roberson a 
bill of sale to the Chevrolet sedan 
and Roberson paid Cozzalino $1,050 
in cash and delivered to him pos- 
session of a motor truck. The bill 
of sale on the truck was made out 
in favor of James King, showing a 
salc of the truck from Roberson to 
James King for a consideration of 
$650. 

A few days later Cozzalino 
went to the place of business of 
B & B Motor Co. and showed the 
bill of sale to the truck made out 
to James King and executed by 
Roberson. Cozzalino told’ the 
B & B firm that he wanted to 
sell the truck and the company 
purchased the truck from Coz- 
zalino and paid to him the sum 
of $450 in cash for the truck. 


Cozzalino, under the name of 
Roy King, executed and delivered a 
bill of sale to the truck to B & B. 
A few days later B & B sold the 
truck to one Penney for a con- 
sideration of $525 and executed a 
bill of sale to Penney. 


Soon afterward Roberson learned 
that the Chevrolet sedan which he 
had purchased from Cozzalino had 
been stolen and he gave posses- 
sion to its owner. 

On the same date, Roberson 
learned that the truck was in the 
possession of Penney. He went to 
see Penney and told him that he 
was the owner of the truck. Penney 
then turned possession of the truck 
over to Roberson. 

Then the latter sold the truck to 
one Prosser for $600 and gave the | 


latter a bill of sale. 
of + + 


Not the Owner 


& B MOTOR CO. sued Pros- | 
* ser to get possession of the} 
truck. Prosser testified that at the 
time he purchased the truck from 
Roberson he thought that Rober- 
son was the owner of the truck, | 
and did not have knowledge of any | 
facts or circumstances which would 
have led him to believe otherwise. | 
The legal question presented the 
court was: Did Roberson have legal 
title to the truck when he took it | 
back from Penney? The _ higher | 
court held in the negative, saying: 
“Roberson acquired no title to | 
the truck by reason of gaining a | 
| 


| 


mere possession of it from Pen- 
ney. When goods are sold by a 
person who is not the owner 
thereof, the buyer acquires no 
better title to the goods than the 
seller had.” 

Therefore, this court held that | 
B & B Motor Co. could take pos- | 
session of the truck from Prosser | 
who had no good title. 

With respect to exchange of the | 


| truck to Roberson by Cozzalino this 
| court said: 


“The fact that Cozzalino imper- 
sonated himself as King, and the 
fact that the implied warranty as to 
the title to the Chevrolet sedan 
forming a consideration for the 
exchange was false, would not 
render the exchange void, but void- | 
able at the option of Roberson.” | 


Explaining the law in another 
way: Roberson actually gave Coz- 
zalino good title to the truck when 
he traded it to Cozzalino on the 
deal where the latter got possession 
of the Chevrolet sedan. 

Of course, Roberson had a legal 
right to immediately declare the 

transaction void and take back 
the truck if he had known that 
the Chevrolet was a stolen car. 
However, up to the time Roberson 
made this discovery Cozzalino 
could give good title to the traded 
truck. The court said: 

“Where the seller of an automo- 
bile has a voidable title thereto, but 


his title has not been voided at 
the time of the sale, the buyer 
acquires a good title provided he 
buys it in good faith, for value, and 
without notice of the seller’s defect 
of title.” 


* * 


$100 Deductible Clause | 


Upheld in Texas Court 

AUSTIN, Tex.—The Texas third | 
court of civil appeals has upheld 
the state board of insurance com- 
missioners in an order requiring 
mandatory $100 deductible clauses 
in windstorm, hurricane and hail 
insurance policies. 

The suit was brought against | 
members of the board on the 
grounds that the board’s order 
abridged freedom of contract and 
denied equal rights and protection 
of the law. 

Under the clause as ordered by| out-of-court settlement of a dam- | 
the board, the first $100 loss due| age suit brought against it for al-| 
to oe hurricane or hail iS|legedly selling a car that did not 
— | have safety glass in the windows. 


* * * 
The plaintiff, a Sylvia Fancher, 
Out-of-Court Settlement |brought the action to recover for 
Ends Safety-Glass Suit |injuries suffered by her husband 
KEENE, N. H.—(UTPS)—Smith|when the car became involved in 
Auto Sales, Inc., has agreed to an!a collision. 





SWAB PRESENTS ‘WELCOME WAGON' 
Cedar Rapids, la., is the donor. The car will 
city. Oliver Swab, the dealer, is shown as he 
tative of Cedar Rapids. 








Top brand because of TOP 
® QUALITY INGREDIENTS 


Top brand because of BAL- 
® ANCED FORMULATION 


TO CITY—Swab Motor Co. 


$25,000. 





(DeSoto-Plymouth), 
be used to meet and transport guests of the 
turned the car over to Ruth Hasek, represen- 


Scarritt Buys Building 


Scarritt Motors, Inc., has pur- 
chased a garage building and site 
which it occupies at 141 Second 
Ave. S., St. Petersburg, Fla. Docu- 
mentary tax stamps indicated that 
the property, with 160 feet of Sec- 
ond Ave. frontage, brought at least 


You'll ride high when you use BRIGGS No. 10 
LACQUER THINNER—a “champ” in every way! 


Briggs’ years of experience in the refinishing field 





stand back of this product. Every gallon with the 


Top brand because of CON- 


® TROLLED MANUFACTUR- 


ING 


Top brand beca 
® in ALL TYPES 





REFINISHING WORK 


Lasso yourself a drum of BRIGGS 
No. 10 LACQUER THINNER—and 
you'll get a good deal. 


use it excels 
OF AUTO 


AVAILABLE IN 53 GALLON DRUMS 
AND 5 GALLON DRUMS. 


BRIGGS MANUFACTURING CO. 


REFINISHING MATERIALS DIVISION 
DETROIT 11, MICHIGAN 


Briggs brand carries a full guarantee. Millions of 
gallons used by professional autobody painters 
(they swear by it) because they are sure of a 
perfect job of autobody refinishing every time. 
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New Passenger Car Registrations, 45 States for January, 1950-1949 
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. | 225| 9! —«44|—s278| ~—«90|_—st4|_—sti7|__—47|_—s23}_—savt| S| 2 i} 15 93| 33) ~— 26] ~_—sS55 5 1093 je 
West Virginia ‘50| 75) 43) ««181| 248) 547! S61) 34) 109) 704) «= 236) = 25) 936) 159) 9-227) 1583) 4; 25) 29 1| 6| 51| 72; 32) «90 18 3133 $2,17 
49} 62{ —«37|—s110|_—«191| 400,425] = 26 S83] 534) 178) 31} 344) it} ot} 757)— 37} 58 2 7 66] 66) 61] 76} 22 1} 2050 112.7 
alain wriscdingelioninehseibaesion ae) . 
12 States Reported "50|  942| 660| 2048/3171; 6821; 8623! 277) 2139| 11039) 3711| 402| 10654| 2836! 3527) 21130; 34; 187| 221 8} 7I| 47\" 806) 910; 493) 2083) 233; 37) 43899 an 
to Date for February 49} 855} 629} 1807) 2833) 6124) 5791| 349! 1039) 7229) 2852) 606) 4016) 1703) 1597) 10774) 176| 267} 443} 41) 38) + =130) =1180| +860! 715) 1318) 213 17| 29082 DO 
Year "50| 11525] 7977| 22764| 41508| 83774! 73134! 1954) 18051 93139| 28296! 2607| 87797| 19592! 26479| 164771| 337; 1945| 2282; 74| 377| 455| s89I| 7487! 3994! 14913) 1502) 239| 381898 reo 
to Date - '49| 8915| 7365! 18980| 34658| 69918| 56247| 3624) 9517, 69388) 25569/ 6075| 31462| 13785| 12737| 89628| 2139| 3344) 5483) 510} 2/6) 1110) 11246! 7981| 6136) 9665) 1812) 492| 273585 : 
sed., 
$2,34 
optio. 
FO 
2-dr. 
Deluy 
ew Vommercial Car Registrations, 45 States 7 anuar : 
wv. enone 
c 
Truck registrations by states are 3 2 3 Truck registrations by states are 
released here weekly, as com- ~ + $ = s > ° released here weekly, as com- 
pleted by R. L. Polk representa- : ° 3 $ £ | 3 3 pleted by R. L. Polk representa- 
tives in state capitals. ¥ > a) 5 z . | = y tives in state capitals. 
§| 6 é z\ 5 | BE. 
43 States Previously ‘50| -73| 18911 | 2) 239| 202| 6711 4s| 14948| 31) 4074) 4595/31 524) 114) 182/18) 2798/477| 1130) 144) 55264)'50 43 States Previously 
Reported for January _ ___ 49} 166} __ 110} 18788} 98) ~— 438) = 231) 7225) ~— 103): 10091] + 30) 4052) 6487| + 32) ~—«363| 3} 295} —_22| 3673) ~—601| 3036) = 272) 56llbi'49 Reported for January 
Indiana 50! | 2| 445) ! 3 7| 176) | 440) | 93) 169) 6| 5 | 82 15; 26 4|  1475|'50 Indiana 
ra ___ 49 | 431] 1 8] 22] ~—«143 1) 29} 125| 256 7 13) Ee) 3) 1538)'49 a. ; ee _ 
Louisiana ‘50| | | 477; 3| 3 138 460) 122 69) 2 2 9 2; 30 1407 |'50 Louisiane 
eae 2 ae 2| | 583] 4) 19 8) 222| 3) 389) 142| 176 2 2 133 3) «58 | eee le Oe 
45 States Reported ‘SO} 73) 75) 19833) 25! 245) 209 7025) 68) 15748, 31) 4289/4833; 31) 532) 119/185 18| 2979) 494) 1186! 148) 58146|'50 45 States Reported 
to Date for January ==“ 49} 168) _—*'10/)—«*1:9802} 103) +465) =~ 261 -7590| ~—*107|:*10771' ~=—-30|_-«4319) 6919) ~=S 32) «372 3} 310) 22} _-:3961| ~—626| 3154] 284) 59409149 to Date for January 


New Commercial Car Registrations, 














15 States lor February, 1950- 1949 
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c 
Truck registrations by states are = 2 3 Truck registrations by states are 
H c S ® 3 
released here weekly, as com- ~ + a oS - 2 > 2 released here weekly, as com- 
pleted by R. L. Polk representa- 5 > ° § * $ o Z 9 = pleted by R. L. Polk representa- ht 
tives in state capitals. 2 3s z — 5 z = ss = S tives in state capitals. 
3 ° = 2 = § @ 3 = 2 L 
<|{|a|o6 a a a | & ae. 
Arizona ‘50 | 035) | 41) 126) 30 31 I 21 | 7 ! 395 ‘50 Arizona 
ae 49) 77 | 4 45) | 53} | 18 23 2) | | 3! | UL 269 | '49 a ® N 
Delaware *50| 2 1 77 | | 1 14 82) WW} 20 ' 5 10 2 228 |'50 Delawa 
+ ‘ 49) 79 2 30 22| |} 13 22 ao 5 1. 4 179|'49 ah een ae P P 
District of Columbia ‘50| él 2 3 8 I 44 " 6 1 I ! 1 2 2 144/'50 District of Columt a 
ar : ‘49 56 > oe 3} 37 2 10 Lis 3) 37 a) 196 |'49 — bol R 
idaho ‘50 125 3 44 ! 86 50 36 | 37 | 26 | 411\'50 Idaho 
 - a eae 49 ae | 130 3 50 F 77 2 _ 43 55 2 2 7 7 7 Pa 49 68 3 495 ‘49 a a5 oe S 
INinois *50| 7 1002 31 6 3% 2 793 | 191! 415 15 a 6 130 36 33 4 3072 |'50 Ilin 
= ee 12 1526 3} 55} 26 ~—«569| ~—s12|—— 705 5; 318; 717 25 36} | 279) _—107,—st8i1| 22) 4598/49 a - 5 
Michigan *50) 3 1125 | 6 15 231 4 965 175 183 tl 2 19 76 21 15 4 2856 | '50 Michigan 
ss aed : 49 ; a ' 1083) 3 10) 28 _262 9 ; 484 194 180 15 Ap. 12 112 13 71) oe 2492 ‘49 i 2 
Nebraska ‘50 434 12 | 73 288 44 104 i I 5 55 8 24 ! 1051 | "50 Nebraska T 
eh de J - 49 495 a x 25 | ere, 195 200 fede 89 165 2 2 oe 3 i 94 a 12 146 4 1433|'49 ; 
New Hampshire ‘50 23 | i 23 2 12 3 | 3 | 2 82 | '50 New Hamp 5 
‘e : 49 | 77) ; ga) SA _¥ Ss 29 he 7) 13 2 _ 4 7 2 123 '49 
New Jersey ‘50 7 23 443 | 41} 23 160 5 462 | 150 139 21 15 4 | 56 5 25 3 1595 |'50 New Je 
AN e _'49 oN 524 3|_ S| 20: 189 2 259 2 158 104 _ _ 23 7 63 14 67 9 1546 “ _ 7 A 
New Mexico ‘50 249 | 55 9% 68 35 4l 12 | 558 | '50 New Me 
OO) 235 iz} 3} S| 94 58 32 2 Le 47| 4, 22, —3|_——«593/'49 hi Z 
North Carolina ‘50 a 569 2 9 | 161 4 579 121 143 88 2 5 92 24 21 6 1838 |'50 North Caro Cc 
a 49 4 | 669) 2 4 | 167 316 an 79 180 29 _ _8 i 74 18 92 10 1651 |'49 
South Carolina 50 295) 1] 2} 112] | 289! |} 80} 50 5 2 54 10 10 910/'50 South Carolina 
e ae 49 445) = 2; 74} |__148 66 65 ell 4 33 9 4 3; 898) '49 eS 
South Dakota ‘50 | 16l} | 8) | 44) ! 166 26 76 6 I 3 ! 31 2 23 3 552 |'50 South Dakcta 
a 49 146 3] 10) | 59} 83 4| 28) ~_—=101 | | 31 49 517|'49 : 
Utah 50| 110) 5 34 651 | 32/| 29) | 2 2 13 3 il | 308 | ‘50 Utah 
oe 49 135 3 Le 52| 3} 72| 35} 55) 6 5 5| | 35} 4 23 4 446|'49 _ hs - 
West Virginia ‘50 192 2 | 77 | 187 | 40) 37; 5 4 20 5 3% 606 | ‘50 West Virginia 
_ 49 276 I ' 93} 150! | 38) 57} | 5 — 38 6 101 772\'49 
15 States Reported ‘50 30 24) 5001} 8 121) 53| 1461) 18! 4251 2! 1031; 1316; 7 155 35 44) 1! 635) 137 249 27) 14606 ‘50 . . 15 States Re orted 
_to Date for February a ‘49| 23 13) §923 28 129) 86| 1888! 30| 2729! 13} 1165{ 1863} 118 96| 2; 898 226| 892! 74| 16208/'49 to Date for Sebeunty 
Year ‘50 103 99| 24834 33! 366! 262) 8486) 86| 19999 33} 5320) 6149) 38! 687 154; 229) 19| 3614) 631! 1435 175! 72752|'50 a Yea d 
to Date | iat 123) 25725! 131| 594) 347| 9478} 137| 13500 43! 5484! 98782 44,49 3/406! 241 4859) 952! 4046/ 358! 754617 '49 to Date REF 
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Training Offered 
On U.C. Dressup 


DETROIT. — A new enterprise 













































































The following advertised delivered prices ;sed., $1,497.50; bus. cpe., $1,419. Custom : 
are based on factory retail prices at the | Deluxe Six—4-dr. sed., $1,558; 2-dr. sed., here, Automotive Clinic, Inc., 2663 
snstecion. Shey include a saan i: yg wag., $2,- Michigan Ave., announced last 
an an « charges an de xes. -50. ustom uxe Eight—4-dr. sed., i 
4 They do NOT include transportation | $1,637; 2-dr. sed., $1,589.50; club cpe.. week that beginning Apr. 1 it — 
charges, state sales taxes or optional | $1,595; conv., $1,948; stat. wag., $2,106.50. offer training in the use and appli- 
oqutoment. aie . s a. OF BRITAIN—4-dr. sed. (Prefect, cation of used-car reconditioning 
J = -dr. sed. (Devon), $1,- | cloth), $1,040; 4-dr. sed. (Prefect, leather), 
180; stat. wag. (Countryman), $1,520. | $1,077; 2-dr. sed. (Anglia), $947. (Deliv- materials to service personnel of 
490—conv. (Atlantic), $2,345 (with auto- | ered in New York.) local car dealerships. 
matic top, $2,525); sports sed. (hardtop), FRAZER —4-dr. sed., $2,395. Manhattan i i 
$2,750. (Delivered in New York.) —4-dr. sed., $2,595; conv., $3,295. The firm says its plant = large 
BUICK—Special Series 40—4-dr. tour-| HILLMAN MINX — 4-dr. sed., $1,495; enough to condition up to 25 cars 
back =, ae ee ee ar. any.. 51,765; stat. wag., $1,825. (Deliv- simultaneously. Trainees will actu- 
as ates jetback sed., ’ (deluxe, ’ ); sed. | ered in ew ork.) i - 
2| 337999 cpe., $1,856 (deluxe, $1,899); ‘bus. cpe.,| HUDSON — Pacemaker six — 4-dr. sed., ally recondition cars under super 
3} _ 244503 $1,803. Super Series 50—4-dr. tourback | $1,933; 2-dr. sed., $1,912; club cpe., $1,- vision, rather than follow demon- 
sed, oie. ao. — see. ams: 933; te $2,428; =, ae, 0506.00. stration work, the company said. 
sed, cpe., , ; conv., . ; iviera, |Super Six—4-dr. sed., ,105; -dr. sed., : i i 
$2,139; stat. wag., $2,844. Roadmaster | $2,068; club cpe., $2,101.75; conv., §$2,- SERVICE SCHOOL HELD ON ULTRAMATIC DRIVE—Service managers and mechanics from = materials ee on be 
a a a te agg A —" a= “an aun es Tents’ Packard dealerships in the company's Toronto zone are pictured during a week-long ''school” aime thd aa —S ae 
es ° >; sed, ey ° ’ -dr. sed., > ; clu cpe., , . 75. ° . 
conv., $2,981; Riviera, $2,854; stat, wag..|Custom Commander Six—4-dr. sed., $2,-| 0" Ultramatic drive just held at Packard Motor Car Co. of Canada, Utd., Windsor, Ont. Ta conjunction with the training 
$3,407. (Dynafiow standard on Roadmaster, | 281.50; club cpe., $2,257.25; conv., $2,-| John Smethurst, zone parts and service representative, discusses Ultramatic's control valve Aut ti Clini ill off t 7 
optional on Special and Super models at | 809.25. Custom Commodore Eight — 4-dr. | system. At extreme left and right are G. O. Rutherford, Packard's Canadian parts and |/*UtOmotive Vlinic will offer to re- 
$169.20. ) sed., $2,365.50; club cpe., $2,341.25; conv., . 4. 6. Maliby, Windsor cack. oorek oa condition used cars for dealers 
CADILLAC—Series 61—4-dr. sed., $2,- | $2,893.25. (Super-matic optional on all | S¢fvice manager, an - U. Melby, wingsor parts renouse manager. whose floor space or other factors 
866; club cpe., $2,761. Series 62—4-dr. sed., | models at $199.31.) . : 
| $3,234; club ‘epe., $3,150; conv., $3,654; | KAISER — Special — 4-dr. sed., $1,995;| 1 souns — Dexe P19 — 2-dr. sed Zwineel Hn preclude eae can ae a : 
Coupe DeVille, $3,523. Series 60 Special— | Traveler, $2,088. Deluxe—4-dr, sed., $2,- 4 oes uxe — «GF, sed., Ft con rogram in eir own place of busi- 
z -dr. sed., $3,707. Sertes 75—4-dr. 7-pass. | 195; Vagabond, $2,288; conv., $2,195; Vir-| $1,507; Suburban. §1,805; bus. cpe.. $1.- wingelstein addad a P 
= sed., $4,770; 4-dr. 7-pass. Imperial sed., | ginian, $2,995. 85.75. Deluxe — 4-dr, sed., $1,566; . ; 
° os se! Hydra-Matic "ak Gn ancien ad 1s $ ee 2,575.50: club/| club cpe., $1,534.25. Special Deluxe P20— E Arthur Zwingelstein has been OOOO 
e $4, (Hydra- t LINCOL) dr. sed., $2,5 50; clu a oint d eneral 1 mana r 
62 and 60 Special, optional on Series 61] cpe., $2,528.50. Cosmopolitan — 4-dr, sed.,|4-dr. sed., $1,644; club cpe., $1,617.50; Pp ed 8 Sales anage Hutton-Tuft Damage 
1471 and 75 at $174.25.) $3,239.50; club cpe., $3,187; conv., $3,-| COMV., $1,997; stat. wag., $2,387. of Haddad Motor Sales, Inc., Pitts- y g' 
93 be eg ago ag ER ann optional on all mod-|_ PONTIAC—Chieftain Six—4-dr. sed., $1,-| field, Mass., it is announced by| High winds blew through four 
— : sed., ’ ; 2-dr. sed., ‘ ; club cpe., jels at +20. 745 (deluxe, $1,840); 2-dr. sed., $1,694 ‘ ¥ x s : 
1217 $1,408; bus. cpe., $1,329. Styleline Deluxe| MERCURY—4-dr. sed., $2,032; Model 72] (deluxe, $1,789); club cpe., $1,694 (deluxe, | C€°rge Haddad, president-treasur-|large plate glass windows in the 
80 -4-dr. sed., $1,529; 2-dr. sed., $1,482;|club cpe., $1,979.50; Model 72a club cpe., | $1,789): conv, deluxe, $2,122; Catalina de-|]er. Zwingelstein first entered the} display rooms of Hutton-Tufty Co. 
— . club cpe., $1,498; conv., $1,847; Bel-Air, | $1,875; conv., $2,411.50; stat. wag., $2,-/| luxe, $2,000 (super deluxe, $2,058); stat.| automotive business in 1946 as a (Dodge), Sioux Falls, S. D. Dam- 
2) 2063 $1,741; stat. wag., $1,994. Fleetline Spe- | 560.50. wag., $2,264 (deluxe, $2,343); bus. cpe., | calegma , timated : $1,500 
3] 1546 cial—4-dr. sed., $1,450; sed. cpe., $1,403.| NASH — Statesman Deluxe — bus. cpe., | $1,571. Chieftain Eight—4-dr. sed., $1,813 e n. age was estimated at $1,500. 
1634 Fleetline Deluxe—4-dr. sed., $1,529; sed. | $1,633. Statesman Super—4-dr. sed., $1,-| (deluxe, $1,908); 2-dr. sed., $1,763 (de- = 
1187 cpe., $1,482. (Powerglide optional on De-|738; 2-dr. sed., $1,713; club cpe., $1,735. | luxe, $1,858); club cpe., $1,763 (deluxe, 
pubes luxe models at $158.50.) Statesman Custom—4-dr. sed., $1,897; 2-dr. | $1,858); conv. deluxe, $2,190; Catalina de- 
4479 CHRYSLER — Royal — 4-dr. sed., $2,- | sed., $1,872; club cpe., $1,894. Ambassador | juxe, $2,069 (super deluxe, $2,127); stat. 
2910 153.75; 8-pass. 4-dr. sed., $2,875; club cpe., | Super—4-dr. sed., $2,064; 2-dr. sed., $2,-| wag., $2,332 (deluxe, $2,411); bus. cpe., 
— $2,133.75; stat. wag., $3,183.75. Windsor |039; club cpe., $2,060. Ambassador Cus-| $1,640. Streamliner Six—-4-dr. sed., $1,724 | 
3 598 -4-dr. sed., $2,348.50; 8-pass. 4-dr. sed., | tom—4-dr. sed., $2,223; 2-dr. sed., $2,198; | (deluxe, $1,819); sed. cpe., $1,673 (deluxe, 
l 450 $3,069.75; club cpe., $2,327.50; conv., $2,-|club cpe., $2,219. (Hydra-Matic optional | $1,768). Streamliner Eight -—— 4-dr. sed., be 
5! 13905 761; lim., $3,196. Saratoga—4-dr. sed., | on Ambassador models at $158.50.) $1,792 (deluxe, $1,887); sed. cpe., $1,742 
8 9939 $2,667.25; club cpe., $2,641. New Yorker OLDSMOBILE—Series 76—4-dr. sed., $1,- | (deluxe, $1,837). (Hydra-Matic optional on 
pacisastesiaigeni -4-dr. sed., $2,773; club cpe., $2,756.75; |819 (deluxe, $1,887); 2-dr. sed., $1,761 / all models at $158.50.) 
6 7091 conv., $3,263. Town & Country—Newport, | (deluxe, $1,829); sed. cpe., $1,745 (deluxe, . r pe ‘ . 
3} 453 $4,027.75. Crown Imperial—4-dr. sed., $5,- | $1,813); club cpe., $1,719 (deluxe, $1,787); | RENAULT — S-dr. sed., $1,035. (Deliv Ahi 
$$ 253.75; lim., $5,358.75. (Prestomatic op-|conv., $2,135; Holiday, $2,003 (deluxe, $2,- ae Sistygade : CARBON INTERLEAVED 
| 4362 tional on Royal at $120.90, standard on/|108); stat. wag., $2,362 (deluxe, $2,504). STUDEBAKER—Champion Custom—4-dr. 
| __ 2493 other series. ) Series 88—4-dr. sed., $1,978 (deluxe, $2,- | sed., $1,519.25; 2-dr. sed., $1,487.50; club REPAIR ORDERS 
2139 OCROSLEY—2-dr. sed., $866; conv., $866; | 056); 2-dr. sed., $1,920 (deluxe, $1,998); | cPe., $1,513.75; bus. cpe., $1,419. Cham- 
14a roadster (Hotshot), $861; stat, wag., $894. |sed. cpe., $1,904 (deluxe, $1,982); club| Pion Deluxe—4-dr. sed., $1,597.25; 2-dr. 
alaaiscsenene DeSOTO—Deluxe—4-dr. sed., $2,006.25; | cpe., $1,878 (deluxe, $1,956); conv., $2,-| Sed., $1,565.50; club cpe., $1,591.75; bus. 
1807 club cpe., $1,995.75; Carry-All sed., $2,- | 294; Holiday, $2,162 (deluxe, $2,267); stat.|cpe., $1,497. Champion Regal Deluxe— 
1093 210.50. Custom — 4-dr. sed., $2,193.75; | wag., $2,520 (deluxe, $2,662). Series 98—|4-dr. sed., $1,676; 2-dr. sed., $1,644.50; 
—_—— 8-pass, 4-dr. sed., $2,882.75; club cpe.,|4-dr. sed., $2,299 (deluxe, $2,393); 4-dr. | club cpe., $1,670.75; conv., $1,981.25; bus. 
3133 $2,175.75; conv., $2,598; stat. wag., $3,-|town sed., $2,267 (deluxe, $2,361); sed. |cpe., $1,576. Commander Deluxe — 4-dr. 
| 2050 112.75; Suburban sed., $3,198.75. (Tip-Toe|cpe., $2,225 (deluxe, $2,319); conv., $2,- | sed., $1,902.50; 2-dr. sed., $1,871; club 
, 43899 Hydraulic Shift standard en Custom, op-|772; Holiday, $2,383 (deluxe, $2,641). |cpe., $1,897.25. Commander Regal Deluxe 
1} 99082 tional on Deluxe at $120.90.) (Hydra-Matic optional on all models at |—4-dr. sed., $2,023.75; 2-dr. sed., $1,992; 
DODGE—Waytarer—2-dr. sed., $1,755; | $158.50.) club cpe., $2,018.25; conv., $2,328.50. Land 
381898 roadster, $1,744.50; bus. cpe., $1,628.75. PACKARD — Eight 4-dr. sed., $2,249 | Cruiser—4-dr, sed., $2,186.75. 
>) 273585 Meadowbrook—4-dr. sed., $1,865.75. Coro- | (deluxe, $2,383); 2-dr. sed., $2,224 (deluxe, WILLYS-OVERLAND—Four — Jeepster, 
—— net—4-dr. sed., $1,944.75; 8-pass. 4-dr. | $2,358). Super—4-dr. sed., $2,633 (deluxe, | $1,603.01; stat. wag., $1,709.08; stat. wag. 
sed., $2,634.25; club cpe., $1,931; conv., | $2,919); 7-pass. 4-dr. sed. deluxe, $3,950; | (four-wheel-drive), $2,008.27. Six — Jeep- 
$2,346; stat. wag., $2,882.50. (Gyro-Matic | 2-dr. sed., $2,608 (deluxe, $2,894); conv. | ster, $1,639.85; stat. wag., $1,814.33. 
optional on Coronet models at $94.60.) deluxe, $3,350; lim. deluxe, $4,100. Cus- eR pastes 
FORD—Deluxe Six—4-dr. sed., $1,471.50; | tom—4-dr. sed., $3,935; conv., $4,480. i wa Ss 
2-dr. sed., $1,424; bus. cpe., $1,332.50. | (Ultramatic standard on Custom, optional R bb H gh y 
a Deluxe Eight — 4-dr. sed., $1,545; 2-dr.j|on other series at $185.) u er 
a 6 ° 
Said to Bring 
are ® ° ° 
om- Do you know how Great Savings Convenient Carbon Interleaved Repair Orders 
nta- ; speed the handling of service sales and put an end 
WASHINGTON. — Material sav- ee fs ch 8 vd P 
ings in federal, state and local high- O SUREERG We Coreen paper. 
way budgets are possible through Each set of Repair Orders is an individual unit, 
viously the use of rubber particles in the | complete with fresh, one-time carbons that insure 
sewey paving of highways and streets, | legible, easy-to-read copies. No carbons to insert! 
ladiens according to the Natural Rubber pinte, casy pies. . : 
= Bureau. No cumbersome machine to handicap free use of 
ealaas Pp f t e | * . The NRB made its statement in both hands! No carbon jams! And carbons remain 
— Le) fo vliaTion ran Ss WI h oe with a er in the set until Cashier makes the final entry! 
ported booklet, “Stretchin ighway Dol- ° ° ‘ ° 
anuary lars—-With Rubber *Bonle” During rush periods your Service Salesman can jot 
Atlanta, Ga. . . 442,294 It was pointed out that budgetary down the essential information, keep the sets in- 
Birmingham, Al Do you know that San savings come about through pro- tact, and hurry to the next waiting customer. Rou- 
irmingham, Ala. 407,871 Dj : ial longation of the life of the road tine information such as make, model, mileage, 
Dall I 1€g0 1S an isolated, con- and reduction of maintenance costs. etc., can be filled in later. 
atlas Other advantages are named as - ° . > 
, Tex. . . 342,046 centrated market, 125 et i tan and Chee For greater efficiency, fewer errors, and quicker 
Denver, Colo.. . 384,372 miles away from Los usually incidental to road repairs, service during rush periods, change to modern Car- 
. e ’ ‘ . 
Angeles... that San Diego and safety. a ; bon Interleaved Repair Orders. They pay for them- 
2 : . Among the incidental uses 0 1 i 1 ti d! 
Indianapolis, Ind. , : selves in actual time saved! 
pe rl 460,926 has its own wholesale and rubber on the highways, it was a Pe 
seus jobbing channels... that said, is a “deslicker.” Slick spots ‘ bag 
Louisville, Ky. ° 420,216 ies people and its distei on the roads can be eliminated at 
° peop small cost, the bureau claims. In 
ei Memphis Tenn. . 305,510 bution system must be sold wintertime, the NRB found, rub-| 
elawa 5 t berized road asphalt tends to re-| : ° 
we Providence, R. |. 431,917 locally! gist the formation of ice, and in The Service Salesman carries only 8 or 
slumbia The San Di Uni d wet weather as well as dry, the} 10 sets, ready for instant use, in the 
on Rochester, N. Y. 381.373 an Diego Union an material reduction in skidding on| ——* es Sa Cover 
Idat ’ ’ Tribune-Sun offers the roads whose surface has been im- | oe Fe mee Pl soon wa an” i 
: : | no fumbling wi t 
= s . pregnated with rubber particles | 
tltie St. Paul, Minn. . 331,570 eee v6 way rie toag provides a means of reducing acci- | 
ig, Dusy market thor- dents. 
iabioes Seattle, Wash. . 407,630 oughly at low advertising It was pointed out that European PARTS DEPARTMENT 
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Truckin’ 


--+ by Jack 





HILE the particularly vicious 

attack on trucking by railroads 
has toned down considerably dur- 
ing the past few months—possibly 
indicating that someone high in 
eastern rail executive capacity 
might have seen the disastrous 
“end result” of the continuation of 
its recent public relations campaign 
—the rails haven’t ceased endeavor- 
ing to do as much harm as possible 
to trucking. 

Two recent examples of “dirty 
politics” have come to my atten- 
tion, and I want to pass them on 
to all dealers—but to truck deal- 
ers in particular — since every 
dealer in automotive transporta- 
tion of any type should be mili- 
tant in fighting these attacks 
whenever they come to notice. 


Current efforts to increase truck 
license fees and decrease their pay- 
loads through axle weight restric- 
tions have the active encourage- 
ment and financial support of the 
railroads, the New Jersey Motor 
Truck Assn. charged recently. 


* + * 


Damaging Report 

CCORDING to Daniel J. Crecca, 

executive manager, he has 
“conclusive proof that the railroads 
are spending money to promote 
restrictive truck legislation because 
they fear the competition of less 
costly motor freight transportation. 
Representatives of the railroads 
were also active at the public hear- 
ing before Gov. Driscoll’s highway 
coordinating committee, encourag- 
ing speakers to favor anti-truck 
legislation.” 

A story also appeared recently in 
the Detroit Free Press, bearing a 
Montpelier (Vt.) dateline, which 
said: 

“Exasperated autoists knew it 
all along, but the Vermont high- 
way board has found, officially, 
that big trucks ‘seriously reduce’ 
the volume of traffic a highway 
is designed to carry. 

“‘One truck equals from two to 
five passenger cars, depending on 
the terrain,’ the study pointed 
out. The Vermont report agrees 
with findings in Pennsylvania 
that in hilly country big trucks 
‘reduce the normal flow of high- 
way traffic by half.’” 


This story has all the earmarks 
of “planted” propaganda. In the 
eyes of experienced newspapermen, 
the wire service would hardly pick 
up part of a story of such local 
interest and put it “on the broad 
tape” unless some clever public 
relations man had seen in these 
particular two paragraphs from the 


report an opportunity to spread | 


damaging propaganda and had thus 


\ ANY truck dealers semed to be 
4 quite confused about whether 
they come under the revised wage- 
hour regulations. 

There is one point that can be 
stated with certainty, however. The 
new law does not bring any dealer 
under its coverage if previously he 
was exempt and the character of 
his business has not changed ma- 
terially. By the same token the law 
does exempt many dealers who 
previously were considered not to 
be exempt. 

The whole subject seems to be 
in the throes of “confusion com- 
pounded,” due to the very lax 
wording of the latest amendment 
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planted the thought in the mind 
of someone. 
* * + 


Another Instance 


NOTHER instance of where an 

anti-truck story seems to be 
getting more than the prominence 
it deserves is seen in the spread 
that was given a talk by Andrew 
H. Phelps, Westinghouse Electric 
vice-president in charge of pur- 
chases and traffic. 

In his talk, Phelps, who repre- 
sents a company that is a major 
supplier to railroads of brakes 
and other operating equipment, 
told the Western Railway club 
that his company would use rail 
transportation “unless trucks of- 
fer important advantages in serv- 
ice or lower rates.” 

The damaging part of his talk, 
if it is taken too seriously in some 
quarters, was “The choice (in 
transportation facilities) lies be- 
tween a universal, indispensable, 
all-around rail service and a highly 
restricted and _ specialized truck 
service which can ruin but not re- 
place rail service.” 

* * * 


Dealers, Beware! 


| il OTHER words, say these keen 
newshawks, why should a wire 
man just send out two paragraphs 
of an entire report that pointedly 
damage truck relations and not 
(See TRUCKIN'’, Page 41, Col. 1) 





To Keep Em Moving... 


Prepare Used Trucks 


HILE reports from various 
manufacturers still indicate 
that used-truck stocks are not 


loverly high and that most dealers 


are turning used trucks on the 
basis of a thirty-day supply, there 
are indications that used-truck 














sales have not received the same 
degree of increase during the past 
two months as used cars. 

Observers seem to think that 
part of the reason is that dealers 
are not giving their used trucks 
the same preparation for resale 
they are giving cars. 

It is felt that many dealers, be- 
cause they do not understand the 
selling of used trucks as well as 
they do the selling of cars—and 
because they do not have as many 
of them—are more content to run 
the trucks onto the used-car lot in 


the same condition as they took 
them in. 
* > * 
 kwnrend fail to recognize several 
basic fundamentals about the 


used-truck purchaser, that the suc- 
cessful used truck merchant keeps 
in mind at all times. 

First of these is that the average 
buyer of a used truck will be the 
man who drives it to make his own 
living or to play an important part 
in the making of his living. 

The second is that the buyer 
of a used truck is more conscious 
of the mechanical condition of 
the truck than the average buyer 
of a car. Even the owner of a 
used truck cannot afford to own 
a vehicle that will be out of serv- 


Rate Change Providing 
Dealer Opportunity 


While “for-hire” truckers have registered volume gains 
in more than a dozen different hauling fields during the 
past two years, upping of rates by common carriers and 
selective freight rate cuts by the railroads have narrowed 
the gap between these two forms of transportation. 


This doesn’t necessarily 


mean, however, that these 


higher transportation rates are going to switch those who 
have gone to trucks to get lower hauling costs away from 


the use of trucks. 


What it can—and no doubt will mean in thousands of 
cases—is that once having tasted the lower hauling rates 
that the “for-hire” trucks have given them, many of these 
shippers will move over into the truck-owner and operator 
class and haul with their own vehicles. 

This change in the freight-rate situation issues a chal- 
lenge to the alert truck dealer and “on-the-job” truck 
salesmen to find those shippers in their areas—who have 


been hurt most by the recent 


| 


to the federal regulation, which 
leaves it up to a wide interpreta- 
tion of just what is—or was— 
meant by those who drafted the 
amendment. 

In some cases, the local adminis- 
|trators of the act who don’t seem | 
to have been brought up to date on | 
the changes in the law, go on the 
basis that all dealers who sell) 
trucks—whether they are exclusive 
truck dealers or sell cars as well— | 
come under the act, just because | 
they sell trucks which can be used | 
in intrastate work. 

# * k 

HIS basis of thinking has been 

pretty well discredited, however, | 











upping of “for-hire” charges 


—and convert them into fleet operators. 


sive truck dealer)—the court con- | 
cluded that none of his sales were | 
retail since trucks were used in| 
intrastate commerce. This case, | 
however, is coming up for retrial, 
it is understood. 

The basis of all of the confusion | 
that exists swings around the word- | 
ing in the amendment that states | 
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ice often or that necessitates ex- 
pensive repairs, 

For this reason, one of the basic 
conditioning procedures that every 
used truck to be retailed should get 
\is the repair and refinish of the 
seat and back in the cab. 


* * * 


— prospect looks at the seat 
and back of the truck as the 
place where he will have to spend 
the larger part of his time after he 
purchases the vehicle. It is his 
posterior that must hold down the 
cushion back of the steering wheel 
and not that of some paid driver. 

For this reason, it is very im- 
portant that the interior of the 
cab be made inviting and clean, 
and that worn or torn seats 
should be repaired and recovered. 
Torn or unsightly back cushions 
should be mended, at least, and 
given a coat of upholstery finish 
that will make them look as if 
they had been revitalized. 


To aid dealers in the seat-re- 
building program, a Michigan com- 
pany has come up with a program 
;that has been used successfully in 
|Canada. This program includes a 
|}complete rebuild kit for repairing 
dilapidated seats and making them 
|respond, for seating comfort and 
looks, like new cushions. 

This kit contains springs that can 
be made to fit any seat; clips that 
hold the springs to the base and 
border wires; coil spring cross ties 
to fasten the springs to each other; 
U-channel sections to repair broken 
border wires or to strengthen them 
where they have been weakened or 
| badly bent by a heavy driver, and 
hog rings to fasten the new seat 
pad and cover to the frame. 

« * * 


I EALERS with sufficient volume 

of used trucks going through 
their lot could avail themselves of 
some such means of repairing their 
own used-truck seats, or a deal 
could be made with some trim shop 
in the area to do this work at a 
saving when compared with pro- 
viding these older trucks with new 
cushions and backs, 

Every used-truck cab _ interior 
should be refinished to not only 
remove any sign of former abuse 
but to make the cab more inviting 
to the prospect who will have to 
“live” in it while he operates the 
vehicle—if he buys. 

Several “wipe-on” or brush-on 
enamels are available for this 
purpose that eliminate the extra 
cost of masking the glass neces- 
sary when the interior is sprayed. 
All window and door glass 
mechanisms should be put in first 
class working order, and broken 
or discolored glass should be 
replaced. 

Floors should be covered with a 
new mat, or the old one repaired 











= w 
Wage-Hour Change Brings Confusion 
but in the case of a dealer—Wil-|“if the sale is considered a retail | 
| liam Deibert, Allentown, Pa. (exclu- | sale in the industry.” 


It also hinges on the three 
prime requisites that could throw 
a dealer under the wage and hour 
regulations, namely: If he sells 
more than 25 percent of his dol- 
lar volume at wholesale, and for 
resale, he comes under the act; 
if he sells more than 50 per- 
cent of his dollar volume for 
delivery out of his state, and if 


| 75 percent of his dollar volume 


is not recognized in the automo- 
tive trade as retail sales or 
services. 

All dealers — whether they sell 


(Continued on Page 39, Col. 1) 
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by cut-to-size patches to cover the 
worn spots, if in fair condition. 
. * * 


* IS possible to put in additional 
wading and fill out a torn seat 
back to the point where it can be 
patched by having a piece of imi- 
tation leather glued over the torn 
part and the whole back refinished 
to minimize the evidence that the 
back has been repaired. If not torn, 
but just badly worn, the back can 
be refinished to match the new seat 
covering. 

All safety items, windshield 
wipers, steering, horn and lights 
should be put in good working 
order—not only so that the pros- 
pect will know that this has been 
done but as a preventive measure 
to keep the dealer out of trouble 
if the job should cause an accident. 

Successful used-truck dealers 
also remove the body on all used 
stake and platform type trucks 
and give the entire chassis and 
running gear a coat of black 
paint. The removal of the body 
enables the prospect to see the 
condition of the frame and axles 
without crawling under and gives 
him the impression that the 
dealer has nothing to hide in the 
condition of the vehicle. 

Before the chassis is painted, 
however, the entire job should be 
steam, or soluable-solution, cleaned 
thoroughly, and U-bolt marks on 
the frame straightened out, and, in 
case the frame has been cracked or 
badly bent, insert channels should 
be riveted or welded into that spot 
after the frame has been properly 
straightened. 

All tires should be given a coat of 
good rubber dressing that makes 
the tires appear new. The type of 
rubber dressing used is important 
in this respect, in that the proper 
type of dressing imparts a clean 
black appearance and doesn’t look 
as if the job has been done by a 
“shoe shine” boy. 

+ * * 


I* THE paint on the job is in 

fair condition—or good—it should 
be given a good wax finish or pol- 
ishing with one of the “dress up” 
finishes available. 

Then when the job is put on the 
lot, sufficient room should be left 
around it so that the prospect can 
view the piece from every angle. 
This again tends to make the pros- 
pect feel that he is dealing with a 

(See CONDITION, Page 36, Col. 5) 


Top Trucks 


New-truck registrations for 45 
states in January, plus 15 states 
in February: 

1950 Pos. 
I— 24,834 
2— 19,999 
8,486 
6,149 
5,320 
3,614 
1,435 
687 
631 
366 
262 
229 


154 


Make 
Chev. 
Ford 
Dodge 
Inter’! 
GMC 
Stude. 
Willys 
Mack 
White 
Diam, T 
Divco 
Reo 
Pontiac 
Autocar 
Brockway 
Federal 
Kenworth 
Crosley 
FWD 
Sterling 

Total All Makes 
72,752 75,617 

For further details see page 

32, today’s issue. 


1949 Pos 
25,725— 1 
13,500— 

9,4738— 
8,782— 
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TRUCK SECTION _ 


To Help Market? 





Gains Are Reported 
In Use of Trucks 


EPORTS from various classes 

of truck users seem to belie the 
pessimistic note that has crept into 
many truck-sale forecastings for 
this year. 

An indication of the greater 
mileage and use to which a large 
owner class has given its vehicles 
this past year is seen in the state- 
ment from the Corn Belt Farm 
Dailies that livestock hauling by 
truck reached a new high in 1949. 

Over ten million tons of livestock 
reached the market by truck in 
1949 as against 9,696,078 tons in 
1948. This 10,063,424 tons hauled 
in 1949 represented 68 percent of 
the total tonnage of cattle, hogs 
and sheep trucked to market ter- 
minals and represented an esti- 
mated 3,345,000 truck loads. 

* * * 


TOTAL of 50,187,942 live ani- 
<“% mals from farms were trucked 
to market destinations, which was 
almost 2,000,000 more than in 1948. 
This meant that the miles loaded 
livestock trucks traveled would 
equal 15,000 trips around the equat- 
or, according to statisticians of the 
Corn Belt Farm Dailies. Four and 
one-quarter billion dollars were re- | 
ceived by the farmers for the ani- 
mals trucked in. 

The 1949 haul included 13,502,- | 
905 head of cattle, 4,289,879 calves, | 
25,391,464 hogs and 7,003,694 sheep. 

While only figures on livestock 
transported to the markets are ob- 
tainable, it is estimated that nearly 
100 percent of all meat animals 
ride part, if not all the way, to 
ultimate market destination by 
truck. Invariably, stock leaves the 
farm by truck for the nearest sid- 
ing even when transported by rail. 

Roughly 70 percent of the cattle 
and hogs are directly hauled to 
market by truck. Cattle tonnage 
is more than double that of hogs. 

* * . 

DISTANCE of 100 miles is es-| 
+% timated for the average truck 
haul to market, while trips of up- 
wards of 1,000 miles or more are | 
made in some sections of the 
country. 

Reports from the American 
Trucking Assns. indicate that for- 
hire trucking also increased. Vol- 
ume of freight transported by 
motor carriers in January in- 
creased 12.3 percent over Janu- 
ary, 1949. This meant the truck | 
transportation of over 300,000 | 
more tons of freight. 
Petroleum products haulers 

showed an increase of 0.6 percent, 
general freight haulers increased 
15.2 percent and carriers of iron! 
and steel showed a gain of 18.1 
percent this January over the same 
month a year ago. 

Miscellaneous commodities such 
as household goods, textiles, grocer- | 
ies, meats, agricultural, heavy ma- 
chinery, tobacco, motor-vehicle 
parts, paper, milk and chemicals 
increased some 12.3 percent in Jan- 


uary over January, 1949. 
* + * 


(CARRIERS reporting from the 
4 eastern district represented in- 
creases of 10.8 percent over Janu-| 
ary a year ago, carriers from the 
southern district reported gains of 
25.9 percent, and the western dist- 
rict revealed gains of 11 percent 
this January over last. 
Some 1,434 Class I intercity | 
common and contract carriers in- | 
| 

| 


dicate that they carried an ag- 
gregate of 35,222,315 tons in the 
fourth quarter of 1949 as com- 
pared to 34,068,652 tons in the 
same period of 1948. Based on 
these figures the 3.4 percent in- 
crease pushed the index to a 
fourth-quarter record of 180, us- 
ing the fourth quarter of 1941 
as 100. 

The more freight that is hauled 
by these transporters, the faster 
their trucks wear out and the soon- 
er they need replacing—so reports 
that the market for trucks has been 


filled is similar to saying that we 


have reached the millenium. 
* * * 
GLANCE at the index figures 
for the fourth quarter periods 


of the last 12 years certainly doesn't | 


indicate that the truck market, | 


among the for-hire haulers at least, 
has reached any saturation point. 
This mark for the fourth quarter} 
of other years was: 1938, 63; 1939, 
79; 1940, 90; 1941, 100; 1942, 114; 
1943, 119; 1944, 116; 1945, 108; 1946, | 
135; 1947, 159; 1948, 174; 1949, 180. 

Compared with the third quar- | 
ter of 1949, when only one of the 
nine geographical regions showed 
an overall decrease in tonnage 
compared to the same period of 
1948, three regions showed de- 
clines in traffic in the fourth | 
quarter. | 
These regions are in the New 
England, central and Pacific states. 
Despite these sectional losses, how- 
ever, for-hire carriers showed a 
national increase as indicated. 

The Rocky Mountain region re- 
corded an increase of 18.8 percent, 
the largest in the nation. South- 
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LOW-PRICED I'/-TON DIAMOND T REVEALED—Diamond T has introduced a new low- 
| priced I'/.-ton Model 322 in the volume-production field. 4 
| weight, the truck deiivers at Chicago for a base price of $1,690, which includes chassis, 
| cab and dual tires. The 322 carries a warranty of 100,000 miles or one full year. The QOXLD 
| engine, developed jointly by Diamond T and Hercules engineers, and said to be the ‘‘quiet 
that has so long been searched for, 
13 7/16 inches by 4'/, inches and piston displacement of 236 cubic inches, develops 9! horse- 
power at 3200 revolutions per minute. Wheelbase options run from the standard 130 inches 
to a maximum of 166 inches with standard cab-to-axle dimensions and full-length frames 


engine" 


for bodies up to 14 feet. 


western region haulers recorded a 

gain of 16.9 percent over the fourth 

quarter of 1948. 
* 


* * 


SE of refrigerated trucks 
still on the increase as indi- 
cated by the increase in the haul- 


ing of refrigerated liquid products 


is | 8.4 percent. 





Go into ANY shop with modern HOLMES 
Equipment and you'll SEE WHY so 


many USERS say 


“There’s nothing like 


a Ho_tMes WRECKER to build a profitable 


Service Operation. 


” In these shops you'll 


see job after job of wrecked and disabled 
cars, which wouldn’t be there without the 
use of towing equipment . . . and it only 
takes a few of these Big Wreck recondi- 
tioning jobs each month to keep the 


average shop out 
not getting these 
your jobber or 


of the red. If you are 
BIG JOBS, then see 


write factory today. 


There are 4 HOLMES models, 27 combi- 





nations, one to fit YOUR shop service. 


DET 


WASHINGTON. IND 


Rated for 14,500 gross vehicle 


powers the 322. It has a bore and stroke of 





of 11.9 percent over the fourth 
quarter of the year previous and 
the increase in the transportation 
of refrigerated solid products of 


The only ones to decry the in- 
creased use of trucks in the trans- 
portation of fruits and vegetables 
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are the commission dealers in the 
major cities who have been ac- 
customed to using sales floors 
provided by the rails from whom 
they formerly received most of 
their shipped-in green stuff. 
These dealers now are facing the 
necessity of acquiring sales spaces 
where truck shipments can be un- 
loaded. They profit only in the 
difference between the cost “at the 
dock” and the local market price. 
The commission dealers, there- 
fore, are not as interested as the 


| grower who has found that he can 


ship cheaper by truck and that his 
products reach the market in a 
more saleable condition, or the con- 
sumer who has shown his appre- 
ciation of the savings by buying 
more trucked-in green goods and 
fruits. 
+. * * 

LL of the industries cited as 

gaining in their use of trucks 
are buyers of vehicles in heavier 
tonnages than were predominantly 
built last year. 

They also represent buyers who 
need a better-versed salesman to 
convince them of their need of a 
new vehicle in a market where 

(See MARKET, Page 44, Col, 3) 


OUT of the RED! 
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‘Hoover Plan’ Covers Trucks. . . 


Truman Eyes Agency 
Over All Transport 


WASHINGTON.—Of the 21 plans 
submitted to Congress on reorgan- 
izing Federal government, one may 
have a far-reaching effect on all 
motor transportation — especially 
trucks and buses. 

Whether it will ultimately result 
in aid or more restriction to all 
forms of “for hire” motor vehicles 
is still a debatable question. 

Reorganization Plan No. 21 of 
1950, in connection with the aboli- 
tion of the Maritime Commission 
and the transfer of its functions to 
the Department of Commerce, 
would set up a new office titled the 
“Undersecretary of Commerce for 
Transportation.” In _ transmitting 
this latter plan to Congress, Presi- 
dent Truman stated: 

“Without question, the Depart- 
ment of Commerce is now the ap- 
propriate center for transportation 


programs. It contains the Civil 
Aeronautics Administration — the 
major operating and promotional 
agency of the government in the 
field of air transportation—and the 
Weather Bureau and the Coast and 
Geodetic Survey, which provide 
vital services to transportation. It 
now also includes the Bureau of 
Public Roads—the leading promo- 
tional agency dealing with land 
transportation. 

“Also it has the Inland Water- 
ways Corp. in the field of water 
transportation. The transfer of the 
functions of the Maritime Commis- 
sion will bring into the Department 
the principal water transportation 
agency of the government. These 
actions will go a long way toward 
the establishment of a sound and 
effective organization for the oper- 
ating and promotional programs of 


TRUCK, BUS MEN ATTEND MACK'S DIESEL COURSE—Nearly one thousand truck and 


bus owners, operators, 


sessions of Mack's Diesel training course ii, Boston. 


over 60 locations from coast to coa 


the government relating to trans- 
portation. 

“It is my purpose to look to the 
Secretary of Commerce for leader- 
ship with respect to transportation 
problems and for the development 
of overall transportation policy 
within the executive branch. Be- 
cause of the magnitude and import- 
ance of the transportation func- 
tions transferred to the Department 
of Commerce by this reorganization 


maintenance men and mechanics attended the first of 10 weekly 


These free courses are planned for 


plan, I have found and hereby de- 
clare that it is necessary to 
strengthen the top administrative 
structure of the department by pro- 
viding for the appointment and 
compensation of a new Undersecre- 
tary of Commerce for Transporta- 
tion. 

“This will make available an offi- 
cer of the highest rank to assist the 
Secretary in supervising the varied 
and complex transportation pro- 


AX a = S cut down Stress 


and Wear on Vital Truck Parts 


Eaton 2-Speed Axles double the conventional 
number of gear ratios, enabling drivers -to use 
the right gear ratio for every operating condi- 
tion—starting out under full load, climbing grades, 
highballing, quick shifting in traffic. As a result, 
vital truck parts are not overstressed, engines are 
permitted to run at most efficient speeds, mini- 
mizing engine wear. Furthermore, Eaton Axles 
last longer, because planetary gearing better 
distributes gear-tooth loads, reducing stress and 
wear on the axle itself. Ask your truck dealer to 
explain how Eaton 2-Speed Axles more than pay 
for themselves. 


/Dyraay Uy) 


Rete 


EATON MANUFACTURING COMPANY 


CLEVELAND, OHIO 
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grams of the department and pro 
viding central leadership in trans 
portation matters. With the man 
responsibilities of the Secretary « 
Commerce in other areas, the cre- 
ation of this office is essential to 
enable him properly to fulfill his 
obligations with respect to trans- 
portation.” 

It is now becoming apparent that 
the eventual plan of the adminis- 
tration is to centralize all govern- 
ment transportation agencies in the 
Department of Commerce. Another 
Hoover commission proposal which 
the President is expected to submit 
at some later date is one that will 
transfer to Commerce the motor 
vehicle safety regulatory functions 
of the ICC. 

Under the terms of the Reorgani- 
zation Act of 1949, these plans now 
submitted by the President will be- 
come law unless they are “vetoed” 
by a majority vote of either branch 
of Congress within 60 days. 


Strain Appointed 
Chairman of ATA 


‘Roadeo Board 


WASHINGTON.— Membership of 
j}the 1950 national truck Roadeo 
| committee of the American Truck- 
ing Assns., Inc., was announced by 
|Henry E. English, association 
| president. 

Lamar Strain, Petroleum Trans- 
| portation, Seattle, is the new 
ae Other new members of 
the committee are Frank W. Leach, 
| Texas Co., Dallas; Lloyd Deardorff, 
| Consolidated Freightways, Minne- 
|apolis, and John M. Flake, Asso- 
| ciated Truck Lines, Grand Rapids. 


| Renamed to the committee were 
Philander Cooke, Cooke’s Express, 
New Haven; Clarence Finkle, 
Passaic Terminal & Transfer Co., 
| Allwood, N,. J.; James P. McComas, 
Atlantic Coast Freight Lines, Bal- 
timore; Guy Rutland, Motor Con- 
| voy, Inc., Hapeville, Ga.; Ewing 
|Green, Mason & Dixon Lines, 
| Kingsport, Tenn.; Alex K. Scherer, 
| Scherer Freight Lines, Ottawa, II1.; 
| John Ruan, Ruan Transportation 
| Co., Des Moines; C. L. McClaskey, 
|M. & F. Equipment Co., Albuquer- 
}que, and W. J. Rellaford, Asbury 
| System, Los Angeles. 


| The national truck Roadeo will 
be held in New York in October 
as part of ATA’s sixteenth annual 
| convention. 


Condition 


(Continued from Page 34) 
dealer who is interested in only 
selling good merchandise and who 
has nothing to fear in the prospect 
seeing any part of the truck. 


Many good merchandisers of 
used trucks put such chassis and 
cab jobs on the front row of their 
lot and keep the dump jobs and 
panels or “boxes” —unless they 
are in better than fair condition 
—in the rear. 


Truck buyers are in the habit of 
looking at a cab and chassis when 
|they buy new trucks, and showing 
|them this way puts the used jobs 
|in a familiar setting. The bodies on 
|the other trucks— which usually 
|show rough wear if the job has 
|been treated rough—are kept in 
|the background so that the buyer 
does not get an unfavorable im- 
| pression. When he gets on the lot 
}and a salesman has had the op- 
| portunity to meet him, the other 
types can be shown. 
| The experience of those dealers 
who make it a practice of removing 
the bodies indicate that the dealer 
can recover the cost of removal in 
|the sales of the bodies to a large 
portion of the buyers and the re- 
pair work he gets on the used 
bodies when he sells them. By ha\ 
ing the bodies that have been 
removed available at the back of 
the lot, he also has the advantage 
| of being able to meet the custom- 
}er’s needs in the type of the body 
|he wants and not have a sale bog 
|down because the truck the pros- 
| pect may like is equipped with a 
| type of body he cannot use. 


Bowman Amends Charter 


| Bowman Chevrolet Co.,_  Inc., 
| Alice, Tex., has decreased its capi- 
| tal stock to $72,000. An amendment 
to its charter has been approved 
by the secretary of state in Austin, 
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Also Denies Subsidies .. . 
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ATA Hits U.S. Policy Holes 


WASHINGTON. — The trucking 
industry has no fault to find with 
the national transportation policy 
of Congress but feels the plan has 
not been carried out by the Inter- 
state Commerce Commission be- 
cause of “holes” in the enabling 
legislation, Edgar S. Idol, general 
counsel for the American Trucking 
Assns., stated last week at hearings 
before a House Interstate Com- 
merce subcommittee. 


At the same time, he countered 
charges made by J. Carter Fort, 
general counsel of the Assn. of 
American Railroads, that the 
trucking industry is subsidized, 
declaring flatly that this conten- 
tion “has never been substan- 
tiated.” 

“According to the railroads,” Idol 
testified, “their plight is attribu- 
table to unfair, subsidized compe- 
tition. This line of propaganda is 
not new; it has been followed for 
at least the last 20 years.” 


Pointing out that such complaints 
finally led to a federal government 
study of the question in the late 
1930s, he said the study found that 
highway users had met their fair 
assigned portion of highway costs 
and that there was no subsidy. The 
study, directed by the late Joseph 
B. Eastman, federal coordinator of 
transportation, was “the orly un- 
biased study of the question ever 
made,” he added. 


As to rail statements that 
trucks picked only the ‘cream’ of 
higher-rated commodities, Idol 


pointed out that there are more 
than 25,000 communities in the 
U. S. which are wholly dependent 
on truck movements for all of 
their needs. 

Idol also took sharp issue with 
ICC Commissioner Johnson's state- 
ment that railroads were the only 
transportation agency which could 
handle volume shipments. 


“If this country is ever compelled | 


to choose between railroads and 


trucks,” Idol said seriously, “the | 


Houston Weighs 
Tighter Laws 


On Truckers 


HOUSTON.—Warning that more 
regulation of truck operations in 
downtown Houston is coming, local 
freight truckers were urged re- 
cently to build a central truck 
terminal. 

The warning and the suggestion 
came from Thomas E. Willier, city 
director of traffic and transporta- 
tion, who spoke at a meeting of 
the Houston Freight Carriers Assn. 

Willier said the terminal would 
serve as a central point where large 
intercity trucks could unload and 
smaller trucks could then distribute 
the freight in the city. 

Willier said he is considering pro- 
posing to the city council that: 

1. All daylight unloading and 
loading of trucks on Main St. be 
banned. 

2. All large intercity trucks be 
kept out of the downtown area. 

3. Truck loading and unloading 


on streets now allowed from 9 a.m. 


to 4 p.m. be restricted more. 


4. Certain daylight loading and 


unloading hours be set on some 
streets not now restricted. 


3 Sales Heads 
Shuffled by I-H 


CHICAGO. — International Har- 
vester Co. has announced three 
top-level changes in regional and 
district office sales personnel of its 
motor truck division, according to 
W. K. Perkins, manager of sales. 

Part of an overall realignment, 
the changes included the following: 

Duane F. Kuntz, manager of the 
district offices at Minneapolis, has 
been appointed eastern regional 
manager and will supervise the 
motor truck activities of the Al- 
bany and New York City, Boston, 
Philadelphia and West Haven, 
Conn., district offices. 

Kuntz succeeds J. T. Sullivan, 
who was transferred to Portland, 
Ore., as motor truck district man- 
ager. Sullivan formerly was dis- 
trict manager at Portland. 

John H. Shafer, district manager 
at Portland, has succeeded Kuntz. 


country might be better off to 


choose trucks.” 

Idol said the “holes” in the In- 
terstate Commerce law “allow a 
very large percentage of the coun- 
try’s traffic to move in for-hire 
service without any effective regu- 
lation at all.” 

He listed the unregulated tvaffic 
in the order of its importance as 
seafoods and agricultural commodi- 
ties; traffic handled for accounts 
of freight forwarders; traffic mov- 
ing to or from territories of the 
U. S., beyond its continental boun- 
daries; traffic handled for the gov- 
ernment, and traffic moving in 
services “incidental to transporta- 
tion by aircraft.” 

Citing several examples of how 
exempt haulers cut prices to get 


Six-Point Plan 
Recommended by 


Kansas Truckers 


WICHITA.—A six-point program 
for state legislation was presented 
at a conference of Kansas trucking 








leaders here. | 
As outlined by R. C. Williams of 


Russell, chairman of the group’s 
legislative steering committee, the 
program calls for: 

1. Elimination of the 
a-mile tax; 

2. Change in the table of weights 
law; 

3. Setting new truck speed limits 
—up to 40 miles per hour at night 
and 50 miles per hour in the day- 
time; 


half-mill- 





4. Elimination of ports of entry; | 


5. Authorization of 60-foot com- 
bination truck-tractors; 


6. Change present law to allow | 
semi-trailer length greater than 35 | 


feet. 


Tops in Safety 
‘Driver of the Year’ 


Named by ATA 
WASHINGTON.—“Driver of the 


| 


| year” for the nation’s trucking in- | 


| dustry is Lloyd 
. old driver of Han- 


anapolis. 


panel of highway 
and safety ex- 
perts, Reisner’s 
award was based 
on his long rec- 


free driving plus| 
a highway rescue | 





Lioyd Reisner 


rendered life-saving first aid to| 
nine-year-old Barbara Jean Zehn- 
der of Louisville, injured in an 
automobile accident. 

The American Trucking Assns., 
Inc., sponsor of the annual nation- | 
wide contest, announced that Mr. 


cock Truck! 
Lines, Inc., Indi- | 


Chosen by al 


ord of accident-| 


during which he! 


Reisner, 37-year- | 





and Mrs. Reisner, who live in In-| 
dianapolis, will reeeive an expense- | 
paid trip to Washington and New| 
York as the gift of ATA; a new} 
refrigerator from Trailmobile Co., 
Cincinnati, and several other prizes. 


Drexel Offers Course 


In Powder Metallurgy 

PHILADELPHIA.—Powder met-/| 
allurgy, a recently developed tech- | 
nique whereby dry metallic pow- | 
ders are pressed into solid usable 
forms as differentiated from work- 
ing with the traditional molten 
mass, will be the subject of a new 
lecture course to be given at Drexel 
Institute of Technology beginning 
March 3, according to Kenneth W. | 
Riddle, director of the Drexel eve- 
ning school. 

The cosponsors of the course, 
Drexel’s evening school and the 
college of engineering’s department 
of metallurgical engineering, said 
that the course dealing with the 
process responsible for the oilless 
bearing, certain carbide tools and 
special gear shapes, is being given 
primarily for working engineers 
and technicians of this area. 


Mahan to Hull-Dobbs 
Hull-Dobbs has purchased J. C. 
Mahan Motor Co., 808 Market St., | 

Knoxville, Tenn., and will change 
the firm name to Hull-Dobbs. 











return loads, the ATA spokesman 


* declared that the regulated motor 


carriers “cannot afford to com- 
pete in price wars which mean 
the handling of traffic for less 
than cost of traffic operation.” 


“Entire rate adjustments,” 
continued, “are being endangered 
by this practice. Reductions in 
rates for particular hauls are be- 
ing published in wholesale lots, and 
in one recent case a general reduc- 


tion in all truckload rates of close 
to 10 percent was imposed by a 
‘broker type’ operator.” 

Idol urged the subcommittee to 
disapprove “any further legislation 
designed to prefer forwarded traf- 
fic and allow the commission to 
carry out your approved policies.” 

Shippers and shippers’ organiza- 
tions have joined with the railroads 
and the motor carriers in opposing 
this “hole” in the regulatory sys- 
tem which allows a favored group 


he |to enjoy special benefits and spe- 


cial priveleges, he added. 

He described as “wholly incom- 
patible with regulated public 
service” the requirement for spe- 
cial quotations or competitive 
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Lasts Longer 
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bidding in freight movements. He 
insisted that the government 
should observe the rules laid 
down in the national transporta- 
tion policy governing freight 
movements. 


Idol said that he did not believe 
the national transportation policy 
on rates was working “entirely.” 

“Low cost transportation, and I 
don’t mean subsidized transporta- 
tion, should be allowed to set rates 
which give a fair return,” said 
Idol. “Competing agencies also 
should be allowed to meet those 
rates, but I don’t believe they 
should be permitted to cut rates 
below the actual cost of opera- 
tions.” 


New, 
Improved 


rulcrumatic 


EQUALIZING DOUBLE LIFT 
ARM HYDRAULIC HOISTS 


Here it is—Galion's great new hydraulic hoists now 
with Fulcrumatic Lift. These new, improved hoists 
offer more easy to seil features for standard and 


long wheel 


base dump trucks than 


ever before. 


Greater rated lift capacity...liquid smooth fulcru- 
matic action...double shaft pump...sturdier con- 


struction. 


These refinements plus many more give 


outstanding new payload versatility. See your Galion 


distributor for the complete 


“Fulcrumatic"™ 


story. 


The GALION Allsteel Body Co., Galion, Ohio 


{ AOC Bia 


| HYDRAULIC HOISTS AND BODIES 














TRUCK TURN SIGNALS—K-D Lamp Co., 
Cincinnati, has announced a class A_ turn- 
signal light which, according to SAE specifi- 
cations, requires at least 12 square inches of 
luminous area. The light comes in two styles, 
bracket mounting (shown) and flush mount- 
ing. The lens is 4'/2 inches in diameter. 


54 Shop Bulletins Offered 
By Commerce Department 


A miniature “shopmen’s library” 
for the factory or metal-working 
plant is being offered the public 
by the office of technical services 


A car and tire saver. Enables 
greater payload; takes effect 
only when needed to carry any 
excessive load caused by weight 
or rough roads. It gives a normal 


ride when not loaded and 


easier ride when over-loaded. In- 





AUTOMOTIVE NEWS, MARCH 27, 1950 


of the U. S. Department of Com- 
merce. 

Such fields as grinding, milling, 
spinning, honing and_ tapping; 
soldering, brazing and welding; 
working with plastics and alloys; 
plating and finishing; care and 
maintenance of equipment; are en- 
compassed in a collection of 54 
technical bulletins originally pre- 
pared for National Defense de- 
partment shops. A combined order 
blank and reservation form is avail- 
able on request. Write for “In- 
dustrial Notes Circular” to the Of- 
fice of Technical Services, U. S. 
Department of Commerce, Wash- 
ington 25, D. C. 

* ¢ 6 


Walker-Turner Catalog 
A 36-page catalog describing the 
heavier Walker - Turner power 
tools for wood, metal and plastic 
has been listed as available by 
Walker-Turner division, Plainfield, 
N. J. 


* * * 


Schweitzer Lab 


A department, designed to make 
available to the automotive as well 
as other industries the facilities of 
a specialized paper laboratory, has 
been established in the Chrysler 
Bldg., New York City, by Peter 
J. Schweitzer, Inc., according to 
the company. 





LETTERS LOCK ON—Mounted on either a| 


rail or direct to the trailer body, raised 
Railock letters are not affected by washing 
with compounds that dim painted signs. 
Made of cast aluminum with a crackle-baked 
finish, the letters can be easily taken off 
since they are attached with a patented lock- 
ing arrangement. Letters are available in 
several sizes from Wagner Sign Service, 421 
S. Hoyne Ave., Chicago. 
* * * 


Tri-Speed Electric Drill 
Offered by Milwaukee Tool 


A tri-speed electric drill for pol- | 
ishing, sanding, feather edging and | 


drilling is being produced by Mil- 
waukee Electric Tool Corp., 5316 W. 


State St., Milwaukee. 
This portable, right-angle-drive 
powerdrill weighs eight pounds 


and operates at a spindle speed of 


2,000 revolutions per minute. 
* + * 


| Book on Aluminum Paint 


| A comprehensive, 32-page bro- 
|chure for industrial users of alum- 


YOUR ADVERTISING HERE 





painted in standard 


The *LOAD-STER” Panel 





Rack provides valuable point- 
of-delivery advertising space for you and your 
customers. Furnished with dealer emblem 


colors, or in prime coat 


only. All-steel construction, rattleproof, and 
adds extra load capacity to your pick-up at 
small cost. Available for 4, 34 and 1-ton trucks. 


MAIL TO NEAREST ADDRESS 


Box 349, Middletown, Ohio 
Box 7608, Dalles, Texas 

PANEL RACK (J 
an 
Name 


stallation is quick and simple, 


and no maintenance is required. 
For light passenger cars, 2 to 3 


ton trucks. 


Street. 


PRIOR PRODUCTS, Inc. 


Please send me complete information on the “Load-Ster” 


HELPER SPRING [) 


Also send me the name of your nesrest distributor. 
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of the driver at all times. 


nationally by Frank A. 
20 N 


inum paint is being distributed to 

manufacturers by 

of America, Pittsburgh. 
* * * 


Moto-Truc Introduces 


Smaller Unit, New Brake 


A shorter, lighter 12 or 18-volt 
motorized pallet truck with an in- 
ternal expanding brake has been 
introduced by Moto-Truc Co., 1953 
E. 59th St., Cleveland. The new 


brake is now standard on all Moto- 
Truc models, 

The unit’s shorter overall length 
—only 23% inches longer than the 
load—aids in operating in smaller 


spaces, says the firm. 
& * * 





DETERMINES BALANCE WEIGHT—A pocket 
truck weight a to solve the problem of 
ee the proper type wheel balance 
weight to be applied to truck rims is being 
made by Harley C. Loney Co., 16883 Wyom- 
ing, Detroit. Service men are now able to 
select the proper weight by fitting the vari- 
ous contours of the gauge against the flange 





of the rim and selecting the type or types 


that fit. 
* . * 


Screw Driver Attachment 


Offered by Harris 

An attachment for screw drivers 
that is said to “grip” the screw to 
eliminate dropping and fumbling, 
has recently been announced by 
Harris Products Co., 6247 Went- 
worth Ave., Chicago. It is sold un- 
der the tradename Screw-Grip. 

Company officials describe the 
device as a simple, expanding unit 
that slips over standard screw 
driver blades. When in position 
over the end of the blade, it serves 
as an extra tip that is pressed 
into the screw slot to grip the 
screw and hold it firmly without 


use of hands. 
* * * 


eT 


EXTENDS 18 INCHES—A truck fender mir- 
ror said to withstand fender vibration is 
being produced by Yankee Metal Products 
Corp., Norwalk, Conn. The telescopic mirror 
can be adjusted to 18 inches long. The 
head is five inches in diameter. With baked- 
on black enamel, the unit is bonderized for 
corrosion protection. 

* 








OIL-SPY—This is 
gauge for the truck dashboard which has 
been announced by Parkwood Mfg. Co. The 
instrument consists of an engineered drain 
plug with enclosed measuring element and 
an instrument panel indicator in plain view 


an oil level measuring 


An amber light 
appears when the level drops | quart below 
rated capacity. A red light warns when level 
is two quarts low. Oil-Spy is being marketed 
Nealon Associates, 
Wacker Drive, Chicago 


Aluminum Co.} 
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BOOSTS USED-TRUCK SALES—Luster Prod- 
ucts Co. Lansing, has developed a package 
repair kit for rebuilding seats and backs on 
trucks. Included in the kit, besides imitation 
leather covering and pads, are U-sections 
for repairing broken side rails, clips to fasten 
springs, new springs, spiral wire cross links, 
rings to fasten pads and covers and other 
necessary fixing parts. The top photo shows 
the seat ready for repair, the center photo 
shows repairing being done and the lower 
shows the completed job. 





Cea Lae es 


FOR TRACTOR-TRAILERS —A_ vacuum-sus- 
pended type, single poppet hand-control 
valve designed to give added security and 
flexibility in handling tractor-trailer combina- 
tions under adverse conditions is announced 
by Bendix Products division of Bendix Avia- 
tion Corp., South Bend. This vaive provides 
a@ leak-proof action and insures positive, ac- 
curate, graduation and settings, says the firm 


‘ue CHROME 
Pia eX) 


PLATES 


NAME 


DEALERS: 


The Modern Advertising Plate , 
With Customer Eye Appeal 
Wrice TODAY for beautiful full- 
size FREE SAMPLE . . . Yours to 

keep and compare! 
ae 5 o 


Siti ere 





er: 


BLOWBACK 
OAd a ala! 
a wath Lely 


Si 


and 


VENTALARM 


WHISTLING TANK FILL SIGNAL 


In 1950 over 1,000,000 cars will 
be factory equipped with 
VENTALARM * Signal 
The car you sell 
deserves one. 


SCULLY SIGNAL COMPANY 


t St. Cambridge 41, Mc 
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Wage-Hour Change 
Brings Confusion 


(Continued from Page 34) 


cars or trucks—can be caught up 
on the proviso that 25 percent of 
their dollar volume cannot be con- 
sidered—in the opinion of the in- 
dustry—as being wholesale sales. 

+ > * 


| THIS category, parts sales at 
discounts to fleet owners and me- 
chanics, who would use the parts 
in their own vehicles but who 
bought at a discount, could be in- 
terpreted as being wholesale busi- 
ness, just as vehicle sales to fleet 
operators regardless of whether the 
dealer received full list or not. 

In this interpretation of the regu- 
lation, any multiple ownership of 
vehicles could be considered as a 
“wholesale customer.” 

Whether this is right or not 
seems to have little bearing. The 
regulation states that it must be 
adjudged on the basis of the 
“industry” interpretation of the 
act — and though all dealers 
should consider such sales as re- 
tail but their accounting meth- 
ods put the receipts in the same 
category as that of bona fide 
wholesale sales, then such sales 
could be construed as wholesale 
sales in the eyes of the industry. 

What could be more confusing? 
And what is recognized as a bona 
fide retail sale? 

It might even be construed that 
a trade deal on a car, where the 
dealer gave the buyer an over- 
allowance, might be construed as 
being a wholesale transaction, in- 
asmuch as the dealer sold at what 
turned out to be a discount. 

This might be considered as be- 
ing somewhat far-fetched — but 
when a regulation is so loosely 
written that it leaves its interpreta- 
tion up to the local administrator, 
almost anything can happen. 

And in the case of the automo- 
tive dealer it usually does. 

o . o 

INCE the automotive industry 
“’ has no clear-cut definition of 
what is’ universally considered 
strictly wholesale and strictly re- 
tail, the administrators can point 
to other industries for their guid- 
ance. 

For instance, it is understood that 
in the fuel industry the sale of 
one carload of coal to any buyer 
is considered a retail sale, but if 


Class for Drivers 
Of School Buses 


Becomes Fixture 


PORT WASHINGTON, N. Y.— 
An experimental training class for 
school-bus drivers has been pro- 
nounced a success and plans are 
being made to install the course on 
a permanent basis. 

The school is sponsored by the 
vocational education and extension 
board of Nassau county. The plan 
gave 10 two-hour sessions. 

Participants are not taught fun- 
damentals of driving. Its purpose 
is to train drivers to appreciate the 
importance of their work, the per- 
sonal relationships involved and the 
fact that they are guardians of 
“precious cargo.” 

Personnel of Nassau county po- 
lice, the National Safety Council, 
the public service commission and 
the New York state board of edu- 
cation helped in the instruction. 









Fire Razes Ellis Motor 


At Iola, Kansas 

IOLA, Kans. — Fire 
mined origin destroyed the second 
floor of Ellis Motor Co. (Dodge- 
Plymouth) here March 16. Fire- 
men were called by George Wills, 
who, with other Ellis employes, 
was able to clear the showroom of 
vehicles. 

Paul Ellis is proprietor of the 
firm, along with his father, A. L. 
Ellis, and two brothers, Lee and 
Ralph. No estimate of the damage 
was given. Ellis said the building 
would need an entirely new roof 
over the second floor and that the 
showroom would need a new ceil- 
ing. 





of undeter- | 





more than a carload—just a carload 
and one-half—is sold to an indi- 
vidual consumer, then the sale is 
considered a wholesale sale. 


It might even be construed that 
when a dealer makes an over- 
allowance on a trade, he is mak- 
ing a retail sale, but if he al- 
lowed the same discount in a 
cash deal he would be selling at 
wholesale. 

Thus today the whole interpreta- 
tion of the wage-hour amendment 
is not only confusing to the deal- 
er, to the best brains in his local 
and national association, but seem- 
ingly to the administrators of the 
act themselves. 

Regardless of whether the dealer 
may consider his position in regard 
to the three-point stipulations that 
place him under or out from under 
the wage-hour regulation doesn’t 
seem to matter—and gives him no} 
real protection—at least until a 
definite ruling has been established 
as to what is and is not consid- 
ered industry practice. 


When this will come is any- 
body’s guess. 

* + > | 

EFORE the amendment was'| 


written, the sale of an individual 
truck was regarded as a retail 


Tougher | Maslint 
For British Cars 


Seen in Canada 


OTTAWA, — Although last year 
British car manufacturers sold al- 
most 12 percent of the vehicles 
bought in the Canadian market and 
as a group ranked in fourth place 
behind Ford, General Motors and 
Chrysler, many Canadian dealers 
believe that this invasion by Brit- 
ish firms may meet stiffened com- | 
petition from domestic products | 
during the coming months. 


Dealers state that they are un- 
covering signs that the British sales 
success in 1949 may have been 
only temporary due to shortages 
of American or Canadian models | 
and the lower prices of British 
cars due to devaluation, with con- 
tinuing good economic conditions 
helping to boost such sales. 

However, some of their salesmen 
are finding that prospective car 
buyers are hesitating to buy for- 
eign-made cars. 

When asked if they believed this | 
would lead to fewer British cars| 
being sold in 1950 than in 1949) 
when 31,974 U. K. cars were sold| 
in Canada, these dealers refuse to| 
commit themselves. 

They do say that the British drive | 
to sell may be helpful, pointing to| 
the fact that British firms are try-| 
ing to provide cars sent to Canada| 
with suitable equipment for Cana- | 
dian weather and road conditions| 
as well as prompt deliveries of ve-| 
hicles and parts. 

Combined with the benefits of 
devaluation, better servicing and 
heavy publicity, British cars should 
at least hold their own on sales! 
in 1950 in Canada, dealers assert, 
though such dealers warn at the 
same time that some of their pros- 
pects are beginning to turn back 
to Canadian-made models. 


Borg Will Move 








'aglenealin Plant 


CHICAGO.—Transfer of its Mar- 


vel-Schebler Carburetor division 
this summer or early in the fall 
from Flint to Decatur, Ill, is an- 


nounced by Borg-Warner Corp. 

C. S. Davis, president, said that 
facilities of the Flint plant are 
insufficient for needed expansion of | 
the division, and that negotiations | 
for its sale are being conducted | 
with DuPont. 

The Marvel-Schebler operation in 
Decatur, Davis added, will provide | 
135,000 square feet of floor space. | 
The plant was leased in 1948 from | 
Mueller Co. After the transfer the 
division will employ about 400 sa 
sons. 








SAFETY AWARD—J. Milton Shatzel 
accepts a symbolic safety flag from 
Mutual Insurance Co., and Robert Cc. 
employes and management for 


sale regardless of to whom it was 
sold or the details of the deal. 
Today, as has been stated, the 
sale of any truck can be consid- 
ered as a wholesale sale by giving 
it the intrastate operation label. 
Most automotive trade asso- 
ciation managers contacted prior 
to the writing of this article advise 


Pees 
\g 


(right), 
S. E. Armstrong (left), 
Murtagh, Liberty safety engineer, 
“the year's outstanding safety program. 


Motor Truck, 
district manager of Liberty 

honoring Federal 
" First truck manu- 
facturer in the nation to fly the flag, Federal's accident rate was 60 percent below the 
average for the automotive industry, it is said. 


works manager of Federal 


dealers to go along as they are 
until they find out what is what. 


The administrator of the Wage 
and Hour Division is expected soon 
to issue his interpretation on how 
to apply the test of whether a 
sale is recognized in a particular 
industry as a retail sale or service. 

“JACK WEED 
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Haulers Ordered 


To Dissolve Union 


SAN ANTONIO. — Seven Texas 
truck lines have been ordered by 
the U. S. fifth circuit court of 
appeals to cease interfering with 
organizing activities of the Inter- 
national Brotherhood of Teamsters- 
AFL. 

The court, upholding an NLRB 
ruling, ordered the companies to 
disband an _ independent’ union 
known as the National Assn. of 
Motorized Common Carrier Truck 
Line Employes. 

The companies involved were: 
Brown Express, San Antonio; Red 
Arrow Freight Lines, Houston; 
Johnson Motor Lines and Johnson 
Storage and Distributing Co., Fort 
Worth; Merchants Fast Motor 
Lines, San Angelo; Sprolles Motor 
Freight Lines, Fort Worth; Red 
Ball Motor Freight Lines, Dallas, 
and the Sproles-Red Ball Lines, 
Dallas. 


Coleman Gets Willys Outlet 

John W. Coleman of Coleman 
Equipment Co., has purchased the 
Willys dealership in South Chehalis, 
Wash., from W. J. Graham. 





.Elimingte Many Service Kickbacks... 


Save Many Service Dolla 


/ WRITE on your letterhead for fre 


and sample plug for testing /purposes. 





catalog 





‘LISLE Oye uM 


CLARIND! 






IOWA 











a + ce AUTOMOTIVE NEWS, MARCH 27, 1950 aT TRUCK SECTION 7 







































which that firm is using to launch Pe 
Affecting Factories and Dealers... its new premium Koolmotor oil. 
The campaign covers 83 sta- 
ee tions of a national radio net- 
Auto Advertisin work which "reaches "20,000,000 
families; television spot an- 
nouncements; 312 daily and se 
By George Deery was named last week as the | weekly newspapers with a total 
Associate Editor speaker at the general luncheon | of more than 15,000,000 circula- a 
The increasing volume of dealer of the 46th annual convention of | tion in 300 cities and towns in is 
and factory advertising in the auto| the Advertising Federation of | the company’s distribution area. th 
industry fits into an overall ad ex-| America in Detroit, May 81- | Seventy-three of these newspa- a 
penditure picture that may make/| June 2. per ads will be in two colors; more ti 
this a record year. Theme of this year’s conclave |than 50 magazines will use two- st 
Dr. Hans Zeisel, of McCann- | js “Advertising’s Responsibilities |color pages of advertising for a w 
Erickson agency, has estimated | qyd Opportunities in a Dynamic | total circulation of 2,000,000. 
that money spent for oe eae Market.” About 1000 delegates | i s B 
last year will be about 2 percent | gre expected to attend. ion S 
above the 1948 total of $4,800,000, oe e |Vacation Spots ( 
000. Summer vacations in sun areas 
Dealers have been embracing Taylor Talks will be featured in the resort and E 
television on a big scale and TV| ABC Commentator Henry 4. | travel pages of the New York br 
is headed for big gains, according} Taylor was the principal speaker | Times Apr. 16. This feature will in 
to Ernest Vogel, manager of mar-| at the inaugural annual dinner | 0¢ @ step to increase summer- | te First AUTO AD IN THE SATURDAY EVENING POST—This week marks the 50th Tl 
keting for the electronics depart-| of the Long Island Assn., a group time travel to the Caribbean, anniversary of the initial gasoline buggy advertisement in Curtis Publishing Co.'s magazine be 
ment of General Electric. of business men and _ political Mexico, Central America, Florida fer ans car was manufactured in iladelphia. Batten, Barton, Durstine & Osborn is the SE 
He predicts that American busi-| leaders in Garden City, L. L, last and other sections. See eae * Veer ore . ae 8 ee 
ness will be spending $1,000,000,000| week. Taylor’s weekly commen- | ° as | P la ha 
annually to bring topnotch tele-| tary series is sponsored by Gen- Ward Marsh Dies a, oe ee oe oe oe wee tee til 
vision rograms into 24,600,000| eral Motors _|that firm resumed advertising in| years Consolmagno has been in ad 
h e 1986 rane rae ‘lang te oie | Ward H. Marsh, veteran Detroit/the early 1920’s. Until his retire-| charge of press relations at Willys- 
Mette se a! ce re te iil ait | advertising man, died of a heart|ment last summer, he had _ been | Overland. rm 
|For Cities Service jattack last week at his home in| advertising manager of the NADA| Mf, Russell Kambach has been a 
AFA Speaker “The Best Oil Known to Science” Mio, Mich. Magazine. named advertising manager for ro 
Eric Johnston, president of the |is the theme of a record promo- He was president of McKinney, ° ° ” |Aluminum Co. of America, it has | 
Motion Picture Assn. of America, |tion and advertising campaign| Marsh & Cushing, Inc., the agency|New Name | been announced by Arthur P. Hall, h 
—— as - a aa ae oe The name of Sheldon, Quick & | director of public relations and ad- e 
ee ia ieneiaeemeemanaiiaas iain _... | McElroy, the ad agency which | Vertising. Kambach, who has been t 
0 has Commercial Credit Co.among | #sSistant advertising manager since “ 
n R its accounts, has been changed | March 1, 1949, will be succeeded in t! 
he | 0 j | to McCreery, Quick & McElroy. that position by Jay M. Sharp of te 
é e Se . =< the Alcoa advertising department. s 
° | L. James Schneider has joined d 
Info for Tourists ne the creative copy staff of Brooke, tl 
Pe ais. ao a - Smith, French & Dorrance, Inc. a 
| eae a canen om a seanspentaibon a Penberthy has joined 
advertising with a total of more |;,°%Cr Newell & Ganger, Inc. He a 
than 1,110,000 lines, will launch 2. a eee Sen ie off 
| i> caneiiae eneaiiee coverage agency’s research department. su 
Apr. 2 with its third annual Appointment of William A. Ma- = 
Early Bird Resort and Travel harry as assistant manager of pub- e 
section. lic relations for Lincoln-Mercury ph 
* * * }has been announced by Charles E rai 
7° ° |Carll, director of public relations 
With Richfield . 
|for Ford. Maharry was for seven Ti 
“Escape,” mystery-adventure se-| years manager of public relations 
ries, will be sponsored over a se-| for Curtiss-Wright Corp.’s Airplane I 
—— en — oe > mae division in Columbus, O. pe 
ork, New England an e - 
lantic seaboard by the Richfield Brooke, Smith, French & Dor- In 
Oil Co. of New York starting Apr wy Inc., ad agency, Ghnounces tr 
21, it was announced last week by the addition of William G. Win- ag 
7 & Yon Voleenbans, GBS tele chester to the creative copy staff sul 
vice-president. Agency for Rich- of the Detroit division, go 
field is Morey, Humm and John-| BN 
stone, Inc., New York. e ® : 
* * * la mé 
1l 0 fie 
|Dealer Names Agency wh 








¢ ” > er 8 
Three Gold Comet-powered Reo tractors in the fleet Left to right, Drivers Daniel Elliott, Ray Chandler, | William Packer jr., general 8 \it all 
of the Gray Truck Company, Los Angeles, Calif. Frank Espinosa. manager, Packer Pontiac Co., 1 a pm 
| Detroit, announces the appoint- tul 
| ment of Powell-Grant Advertis- | is 
| ing, Inc., Detroit, to handle all | , be 
” Be EF 0 G 0 L b C 0 M é T’ 4 FA 5 T p I C K u p | Packer Pontiac advertising. An Seven great news services — abi 
accelerated program is planned, | outstanding sports and finan- 
| including television, radio, news- cial coverage—17 of America’s th 
| paper and magazine advertising. most popular comics—9 local bi 
CUTS RUNNING TIME 20 MINUTES...” ....;.s. mi Stove odes | 
eee \Nemethy’s New Name features including Walter ps 
Nemethy Co. of Detroit, special-| Lippmann, Bugs Baer, Drew a 
—Earl C. Phillips, Gray Truck Company, Los Angeles, Calif. izing in national merchandising | Pearson, Eleanor Roosevelt, th 
{and mail advertising programs, has | Alice Hughes, Susan Parker, he 
‘ . ‘ . |expanded and reorganized and will | Hedda Hopper, Victor Riesel, 
Gold Comet-powered Reo tractors, hauling their own headlines for outstand- | henceforth be known as Nemethy- | Ed aiid. Joseph and = 
. . . . | Davis Co., it is announced by Jos- Stewart Als 1 at 
newsprint from Los Angeles Harbor 25 miles to ing truck performance. ‘ce Gh Memelne Seenkient. "ee ae a 
the Los Angeles Herald-Express, are making The Gray Truck Company reports: |. George W. Davis, formerly vice- Haevees ad aittaniel viality ex 
ee —o —— , president in charge of the Detroit which has made it Buffalo’s 
The new Reo’s ability to pick up or teleae tie eitiineir Ge casaee” | best liked and best read news- 
speed enables the driver to ‘make’ | tive “vice-president. Vice-president|  P@P€T- S 
° * . > and secretary is Ralph E. Davis,| 
signals and Cut ars time 20 formerly of Ross Roy, Inc., who| It Gets Results 
minutes per trip. The Gold Comets | joined the Nemethy organization a BECAUSE 
° year ago. The company is at 3957) ‘ 
are outperforming the much larger nitleves Ate. slated It Gets Read Thoroughly of 
vehicles they replaced. Average |_ a as 
payload is 32,000 Ibs., and average | Names BUFFALO 1 wen 
or ‘ : | Gordon Hebert, assistant manager , wean 
gasoline consumption, with full |of general advertising for the’ (rub bb mt cr 
oe : : Times-Picayune and the New Or-| ™ 
load, is five miles per gallon. | leans States, suffered a broken leg | EXPRESS ‘ 
Drivers say they are the snappiest | when he was struck by an automo- ee ene 
a c 5 ile in ew rleans. REPRESENTATIVES 
Reo Gold Comet Exhaust Manifold gasoline tractors for their size they _ MeL MC ce 
: : r a Ralph Harrington, advertising 
One of the many reasons behind the sensational have ever driven. manager of General Tire & Rub- 





ber, has been appointed a director | — icihsieaendammmdtaetanitatadthimenadytes 
‘You can rely on Reo to roll up the (of the Traffic Audit Bureau by | ait 
| 


unanimous vote of the board of CAR DIAPERS Plan 
cent 


records in your operation, too. the Assn. of National Advertisers, 


performance of the Gray trucks is Reo’s out- 
standing Gold Comet exhaust system, 





In the Reo Gold Comet, hot exhaust gases are 





F Harrington is also vice-chairman ing 
released into generous manifold passages, en- of the Outdoor Advertising Steer-| Protects Floors 7 
larged to permit gas expansion. As gases expand ion es. -“_ a of | = 
? ’ Bre gos a : : e Co-operative vertising Steer- | e 
and cool, their velocity decreases, reducing back ing Committee of the Assn. of Na-| tun 
pressure to an absolute minimum. Reo design tional Advertisers. prai: 
means added horsepower, reduced carbon de- Appointment of Joseph E. Con-| Z i : . | ak 
. a. ‘ £ | joes away wi mess on show r . 
posits, longer exhaust valve life . . . greater solmagno as Detroit director -) Sits snug under car — catches all Grease 64 
public relations for McCann-Erick- nd Oil Drippings. Snap on easy, made 


economy. Reo Motors, Inc., Lansing 20, Mich. son, Inc., has been announced by sf Grease-Proof Material, Guaranteed. 


ets : : Price only $12.00 each —3 for $30.00. 
Paul Holder, vice president. His State make of Car. Order Today. 
duties will include national product FRANK D. JACKSON, JACK-BILT CORPORATION 


editorial coverage for the Chrysler| . 906 Centrol Street Kansas City 6, Mo. 
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TRUCK SECTION 


Truckin’. . 





(Continued from Page 34) 


send more of the report if the 
release was not inspired. 

Dealers must remember that it 
is their bread-and-butter source 
that is affected by such malicious 
anti-truck propaganda and by ac- 
tive and by anti-truck lobbying in 
state capitals and other places 


where restrictive legislation is born. 
o * * 


Back to Work 


AR WOOD INDUSTRIES, under 

its new management and with 
Ed Fisher of the famed Fisher 
brothers in active control, is show- 
ing signs of great revitalization. 
This old-line builder of dump 
bodies, dump body hoists, multiple- 
speed winches, garbage disposal 
units and earth-moving equipment 
has recently brought out an en- 
tirely new scraper that has so many 
advanced features that they feel 
safe in claiming that it will result 
in new load costs per yard in 
handling earth on excavation and 
road-building jobs. 

Now that their 115-day strike 


|A. R., as he is known the width 





By Jack Weed 


and endeavors that never needed 
or used trucks before are switch- 
ing to truck transport because of 
time saving, lower cost, ete. ... 
That there are still enough un- 
|Safe trucks running on the high- 
|ways of this country that should 
|be junked to give this industry at 
least another year of replacement 
|sales alone and that nothing is 
wrong with the truck business that 
just a little good old-fashioned sell- 
ing and hard work won't cure. 
ao a“ * 


Returns He 


HE “Great Cosgrove” is back in 
the channels of truck trade. 
After being retired from Chevro- | 
let by Father Time, who insisted 
on piling years on years for this 
truck-equipment authority—and a 
brief respite in Florida where the 
flu bug hit both him and his wife 
when they endeavored to take a 
little well-earned relaxation—aAl, or 





and breadth of the industry, is back | 





has been settled, Gar Wood ex- 
ecutives are more than pleased 
to get out of their temporary 
“cubby-hole” offices into which 
they have been squeezed in down- 
town office buildings during the 
strike, and get back to work en- 
deavoring to get caught up on 
the big stack of orders that have 
accumulated during the period. 
They will be equally glad to get 
a lot of worried dealers and city 
officials off their necks by getting 
sufficient dump bodies and garbage 
disposal units on their way, to the 
end that the majority of their tele- 
phone calls don’t start out with a 


raspy “when.” 
a * 


+ 

Truck Market 
I AM taking issue with NADA 

for a recent bulletin they put 
out forecasting truck sales for 1950. 
In this bulletin they say, “Although 
truck manufacturers’ generally 
agree that truck sales will decline 
substantially this year’—and then 
go on to point to three factors 
given as the reasons for the decline 
-“(1) the backlog of domestic de- 
mand of war years has been satis- 
fied; (2) less buying by farmers, 
who now own about 30 percent of 
all trucks in the country, is ex- 
pected as a result of lower agricul- 
tural income; (3) the export market 
is expected to contract even more 
because of the scarcity of dollars 
abroad.” 

Don’t forget that every time 
the rails raise their rates, it 
brings a whole new set of truck- 
owner prospects into being; that 
we are just on the verge of a big 
national road-building and con- 
struction program that will take 
thousands of trucks that have not 
been in existence for 10 years; 
that thousands upon thousands of 
inefficient trucks are being oper- 
ated that are eating the “financial 
earning” head off for their own- 
ers; that every day businesses 


Selling Guide 


John O. Munn's "A 
Guide to Automobile 





Selling" is now avail- | 


able in book form. Its | 
64 pages, cloth-bound | 
in handy size, is chuck 
full of information 
every one of your | 
salesmen needs to 
meet the challenges of | 
today's selling. 

Put this book in the 
hands of your sales- | 
men. Guide them in/ 
the techniques that de- 
emphasize the import- | 
ance of the used-car 





John O. Munn allowance. Each chap- 
ter is a money-maker | 
for you. | 

Here are some of the chapter titles: Study | 

and Experience — Bravery and Courage — 


Plan Your Work and Work Your Plan — Con-| 
centration and You — Confidence — Develop- | 


ing a Clientele — Internal Relationships — 
The Pre-Approach — Locating Prospects — | 
The Importance of an Automobile Dealer | 


— It Does Make a Difference to an Owner 
Where He Buys His Car — The Automobile: 
Humanity's Most Prized Possession — Selling 
the Used Car Allowance — Pitfalls in Ap- 
praising Used Cars — The Utility Value of 
the Used Car — Selling the Complete Finance | 
Package — Keeping Owners as Customers. 
64 PAGES $3 5 POST | 

Cloth Bound ° PAID | 


BOOK DEPARTMENT 


AUTOMOTIVE NEWS 


DETROIT 26 








(See TRUCKIN’, Page 44, Col, 3) 





APPOINTED BY L-M IN LAKEWOOD, O.—Recently appointed as Lincoln-Mercury dealer 


in the midwest town is Lakewood Motors, Inc. 
| held a Hudson franchise. The appointment was announced by O. L. Noble, L-M sales man- 


ager of the Cleveland district. 


Package 

(Continued from Page 8) 
which may return the car in un-| 
satisfactory condition. 

“You get what you pay for in 
financing. Our plan saves you | 
valuable time and assures you 
fair treatment and good service | 
throughout. If the direct loan | 


plan shows any saving in rates | 
you will surely pay the difference 





It is headed by William Bauer, who formerly 


—and probably more—in one way 
or another before the contract is 
completed. You'll find it both 
cheaper and simpler to sign the 
financing contract here today and 
drive the car off the floor, with 
everything set and your interests 
fully protected.” 

Whether or not the dealer insists 
on retaining each time sales con- 
tract, a properly-trained salesman 
will always sell the car solidly be- 


An 2xvrd Horr 


on the truck you sell — 


... and another satisfied customer! 









Heil Colecto-Pak 
Garbage Units 
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fore he talks financing and will use 
|this line of appeal on every pros- 
| Beot who hesitates to close on the 
| dealer's finance plan. It is sincere 
and has great force if properly pre- 
sented. There isn’t a syllable of 
eyewash in it. 

The one-package plan, honestly 
priced, DOES work out best from 
the customer’s standpoint, when all 
factors are appraised. And to sell 
it is a matter of crucial import- 
ance to the salesman as well as to 
the dealer. For the dealers’ loss of 
a complete financing service would 
so cripple the trade that salesmen 
would no longer be able to make a 
living in the automobile business. 

Next Week: “Keeping Owners 
as Customers.” 








Marble Manages Kenmore 


Appointment of Robert J. Marble 
as manager of the truck and com- 





mercial division of Kenmore Motors 
Co. (Ford), 2971 Delaware Ave. 
and 1083 Hertel Ave., Buffalo, is 
announced by Bernard L, Reuter, 
vice-president and general man- 
ager. Marble has been associated 
with the engineering and sales of 
trucks and truck equipment since 
1923. He is a member of the So- 
ciety of Automotive Engineers. 





Heil Dump Bodies and Twin-Arm Hoists 


Recommend HEIL Bodies and Hoists 


s 
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of 


Heil Platform 
Conversion Hoist 


A complete line for your customers to choose from 
A model for every job—and for every truck chassis 
More than 100 Heil distributors to mount and 


service for you 


When your truck customer asks about a body and hoist 
for a specific application, it pays to talk “Heil.” Every 
time you sell a Heil Body and Hoist, you not only make 
an extra profit — but also a friend. 


50 years of design and fabricating experience stand 


Heil’s weight-saving construction, 
him save on gas and get more mileage from his tires. 
Heil’s trouble-free hoist and pump assure fast dumping 
Heil’s sag-free construction means longer 


loads. 


j body life. 


back of your good judgment in recommending Heil. 
You know you can count on your customer's getting 
performance that upholds all your claims. 


for example, helps 


These are just a few of the reasons why Heil Bodies 


and Hoists help you build a loyal following of custom- 
ers who come to you for all their truck needs. Get all 
the facts. Ask your nearby Heil distributor. 


| THe HEIL co. 


Dept. 5930, 3059 West Montana Street, Milwaukee 1, Wisconsin 


Factories: Milwaukee — Hillside, N. J. 
District Offices: Hillside, Washington, D. C., Atlanta, Milwaukee, Detroit, 
Chicago, Minneapolis, Kansas City, Dallas, Los Angeles, Seattle BH-150 








Used-Car Notes 





TOLEDO.—Earl (Doc) Greiner 
reports sales high and clean used 
cars becoming scarce in this area 
To mark the _ spring’ upsurge, 
Greiner is planning a party at 
Kasee’s Night Club Apv. 6 for deal- 
ers attending his auction. 

* * * 


Three Wisconsin Lots 


Announce Closing 
MILWAUKEE. — Three used-car 
firms are going out of business, 
according to Wisconsin’s motor ve- 
hicle department. They are: 
McCarton Motors, Pewaukee; 
Homer and Hoxsey, Inc., Madison, 
and F. O. B. Motor Sales, Kenosha. 
s . o 


Second Miami Location 


Opened by MacGill 
MIAMI.—MacGill Motors has 
opened its second used-car lot in 
the Allapattah (Miami, Fla.) area, 
located at the intersection of 17th 
Ave. and 46th St. The old location 
on 22nd Ave. will be retained. 
MacGill Motors specialize in low- 
cost transportation for working 


Gu// NEW (INSULATED FRUENAUE 


people, according to General Man- 
ager William O, Gillentine. 


+ * * 
Rose & White, Inc. 
SUTTON, W. Va.—Rose & White, 
Inc., here, has been granted a char- 
ter by the secretary of state to 
engage in a used automobile busi- 
|ness. Authorized capital stock is 
$1,000. Principals are Paul Rose, 
William K. White and Genevieve 
Rose, all of Sutton, 
* * + 
Free Gas to Each Buyer 
TORONTO. —Stoney’s Used-Car 
Market has been opened at 3092 
Danforth Ave. To pull traffic at the 
opening, the firm offered 200 gallons 





of gas free with every car sold, 


regardless of price. 
* + * 


Legal Difficulties Beset 


Three Louisville Firms 
LOUISVILLE. — Ten indictments 
charging Nathan Rosenblatt, local 
used-car dealer, with obtaining 
property under false _ pretenses 


highlighted a week of court activ-| along with two other men of twice 
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INSPECTING CHEVROLETS BOUGHT BY PITTSBURGH—City officials of Pittsburgh and 
local Chevrolet representatives pose for a picture following a recent inspection of 25 


Chevrolet trucks purchased by the city for refuse collection. The units were delivered 
by Winston Chevrolet. In the photo (lett to right) are: William E. Miller, head of the 
refuse collectors’’ locai, C. G. Purnell and G. N. Schramm, of Carnegie-lilinois Steel 
Corporation; P. T. Fagan; James J. Hughes, superintendent of the bureau of refuse; James 
Devlin, director of public works; Leo Gill, city director of automotive equipment; illiam 
Gould, Winston Chevrolet truck manager; A. L. Wolk, councilman; Walter Demmier, coun- 
cilman; William Driscoll, city purchasing director; P. D. Winston, president of Winston 
Chevrolet; A. C. Meyers, city supply department; T. P. Winston, of Winston Chevrolet; 
T. J. Gallagher, councilman, and B. A. Koether, Chevrolet city manager. 


ity involving automotive concerns | violating a Kentucky law which re- 


in Louisville. Rosenblatt is also|stricts removal before the end of 
under indictment on two other|the registration year of license 
counts alleging fraud. plates from vehicles that have 


In another case, Harold and Ed- | Changed ownership. 
win Mosely, brothers who operate 


Harold’s Auto Parts, were accused | $1,900 filed by Alan N. Schneider, 


administrative assistant to the 





Mounted on Your Chassis! Painted to Your Specifications! 







|” pied you can buy a fully-insulated Fruehauf Van 

Body. They’re built to the same high standards as 
Fruehauf’s famous “Reefer” Trailer — yet priced as 
amazingly low as $1052. This is the price of the hand- 
some 12-ft. straight-frame model shown above. Yes, 


complete—mounted and painted—for only $1052! 


They’re all steel! Every body framework is welded 
throughout into one single, rigid unit—with nothing 


to warp, work loose, weaken or rattle. 


Look at the options! They’re yours in two popular 
basic models: Straight-frame model . . . 
and Wheelhousing model . in 
12-ft. and 14-ft. lengths. Fruehauf Body Doors are 
designed into—not cut into—the structure for extra 


and 16-ft. lengths; 


strength and precision fit. 


Fast delivery! Within a few hours of the time you 
select your Body, your Fruehauf Branch will have 


your new truck ready for the road. 


Ask your nearby Branch for a “Body Selector Chart” 
and new price schedule today . . . 
DIVISION, FRUEHAUF TRAILER COMPANY, DETROIT 


32, MICHIGAN, 





Custom Quality at Production-Line Prices! 


Truck 


in 12-ft., 14-ft. 


or write to Bopy 


Bodres 


AS LOW AS 


1052 


(freight and taxes extra) 
12-ft. straight frame with 
full-width, full-height doors 
— complete — painted and 
mounted. 






ALL STEEL! FULLY INSULATED! 


Insulated construction provides complete protection 
for perishable cargo. This cutaway shows you how 
3” layer of insulation is fitted in sides, ceilings and 
doors ... an adequate 12” layer below floor. 


2 BASIC MODELS 


Wheelhousing—in 12- 
ft. and 14-ft. lengths. 











Straight-frame—in 12- 
ft., 14-ff. and 16-f¢. 
lengths. 


ALL THESE OPTIONS 









Full width Rear Doors 4 Double Curbside or 
(82” openings). Roadside Doors (41” 
opening). 





Single Curbside Door 
(41” opening). 
Aavnting Prashee oe 
ni ‘or ice Re- 
Glectaine System. 





2 Rares Bese Doors 5 
3 Soni Tailgate (19’ 6 







A third action involves a suit for | 


TRUCK SECTION 


mayor, against Tommy Tucker, 
used-car dealer. 

Schneider claims a car which he 
purchased for $1,900 from Tucker, 
and later traded in at Falls City 
Pontiac Co., was found to have 
been stolen in Michigan two years 
ago. 


Columbus Police Arrest 
U. C. Racket Suspect 


COLUMBUS, O. — Police here 
charged George Stuckey, whose 
crime record dates back to 1921, 
with forgery and bad-check passing 
in connection with an auto theft 
racket. 

Detectives said Stuckey secures 
auto titles in Georgia “because they 
are easy to get there,” then fills 
out the title to correspond with a 
car “usually stolen or paid for with 
a bad check.” Next he goes to an- 
other state and applies for a new 
title on the basis of the Georgia 
title, it is charged. 

With the new title he sells the 
car then starts the procedure all 
over again, detectives added. 

* * > 


Spainhour Organized 


MORGANTOWN, N. C. — Spain- 
hour Motors, Inc., has been organ- 
ized with capital stock of $100,000 
to buy and sell automobiles. Prin- 
cipals are J. M. Spainhour, X. H. 
Cox and Mary Spainhour. 


Public Hearings 
On Transportation 
Open March 30 


WASHINGTON.—Public hearings 
in connection with domestic land 
and water transportation have 
been scheduled to begin March 30 
by Sen. Francis Myers, Pennsyl- 
vania Democrat, chairman of a 
Senate subcommittee appointed to 
delve into the subject. 


The hearings, Sen. Myers said, 
will be conducted in the following 
sequence: railroads, motor carriers, 
water carriers, and pipelines. 


The subcommittee was author- 
ized by the Senate Interstate and 
Foreign Commerce committee “to 
make a full and complete study 
and investigation of such prob- 
lems as it may deem proper relat- 
ing to all domestic land and 
water transportation by determin- 
ing whether existing conditions 
conform to the national transporta- 
tion policy as declared in the 
Interstate Commerce act, the effect 
of large expenditures of public 
moneys and private capital upon 
transportation charges, and _ to 
what extent such expenditures are 
reflected in costs of production and 
prices to consumers.” 

Meanwhile, Sen. Chavez, Demo- 
crat of New Mexico, will introduce 
a federal-aid highway bill in the 
upper chamber. The Chavez bill, 
it is understood, will call for au- 
thorizations which total more than 
the House bill, now under consider- 
ation by the House Public Works 
committee. 

The Senate bill, according to re- 
ports, will call for special aid for 
jlocal rural roads and will retain 
the 50-50 matching formula for all 
aid systems. 











MONTANA BUYS HUDSONS — Shown on 
their arrival in Detroit are 19 members of 
the Montana state highway patrol, who came 
to the Hudson factory to take delivery of 36 
Hudsons for highway patrol duty. George H 
Dow (left), Hudson car distribution manage: 





welcomes Butte Hudson Dealer Robert | 
Williams, who arranged the driveaway. The 
group was a guest of Hudson at a banquet 
attended by Detroit and Michigan state po- 
lice officials and was taken on a Hudson 
factory tour. Detroit and state police escorts 
guided the convoy out of the city to a state 
police post where they were quests at 4 
luncheon arranged in their honor. 
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Traffic Mishap Causes 
Probed by 3 Cities 


By Tom Hewitt 

Staff Writer 
VERYONE knows the results of 
a traffic accident, but few can 
tell what the real cause of the mis- 
hap was. The police report might 
say: “Skidded 
around a corner 
and crashed,” or 
“lost control,” or 
“car was bumped 
into approaching 

auto.” 

But are these 
jottings on acci- 
dent reports the 
real answer to what was the cause? 
Perhaps, but it could also be asked: 
Why did the car skid around the 
corner, or why did the operator 
lose control? 


To answer 





these questions, 


Wisconsin Opens 
Huge Year for 


Road Building 


Wisconsin’s state highway com- 
mission has embarked upon an- 
other huge highway improvement 
program. 

Contract lettings will be given 
out at intervals of about two weeks 
until late fall. The total of new 
construction contracts on the state 
trunk system during the year will 
likely aggregate $30,000,000, accord- 
ing to William Ward, secretary of 
the commission, and will nearly 
equal the record-breaking volume 
authorized in 1948. 


The highway construction dollar 
will do more work during this year 
than in the past. State construc- 
tion engineers look for a continua- 


Street Scene 

A Los Angeles safety poster 
reads: 

“One hundred sixty-seven per- 
sons died here last year from gas. 
Eleven inhaled, nine put a lighted 
match to it and 147 stepped on it.” 


tion of the 15 percent downward 


price trend noticeable during the 
last months of 1949. 


Meanwhile, a citizens lobby to 
boost an expanded and improved 
road development program in the 
State has been launched with the 
formation of the Wisconsin Good 
Roads Assn. President of the unit 
is Clyde Schloemer. 

Principal field organizer of the 
association is Edward Konkol of 
Madison, formerly associated with 
a state truckers organization. He is 
likely to be chosen executive secre- 
tary. 


| some cities have undertaken 
| programs to discover basic acci- 
dent factors. 

In Providence, a traffic investi- 
gator has been named to list all 
circumstances of reported mishaps 
and to keep a “spot” map at places 
where crashes occur; Philadelphia 
has opened a study of traffic prob- 
lems, and the municipal court as- 
sembly in Hartford, Conn., and the 
Connecticut Probation and Parole 
Assn. have both listened to traffic 
views of a New Haven psychiatrist, 
Dr. Louis H. Cohen, who said 
psychiatric advice would be useful 
in courts. 

* * + 


a engineers in Providence 
felt that mishaps might be due 
to lax law enforcement or high- 
not designed for modern 
poor 


ways 


traffic nmeeds—bad _ curves, 


grades, lack of signal lights or 
stop signs or “blind corners.” 
Therefore, James Baron was ap- 


pointed to fit all these pieces to- 
gether to solve the accident-cause 
puzzle. 

Philadelphia engaged the traffic 
division of the International 

Assn. of Chiefs of Police and the 
traffic institute of Northwestern 
university, directed by Franklin 
M. Kreml, to study its street 
problems and make recommenda- 
tions for improvement. Reporting 
of accidents and handling of law 
offenders will also be studied. 

The Connecticut psychiatrist, in 
his speech, emphasized the psychia- 
trist’s job should not be to deter- 
mine guilt but only to find out 
“what is the matter” with the 
offender and what can be done for 
him. 

He said that tests should be 
given by psychiatrists to determine 
whether a person should be given 
a driver’s license. This, he feels, 
would reduce potential accidents. 

* * 


Worst Drivers 


N. H. Says Top Violators 
Are 21-31 


Follow:ng a New Hampshire 
study of court appearances by driv- 





DEALER PRESENTS TRAINING CARS — Equipped with dual 
driver-training classes, three Chevrolet passenger cars have been presented to Louisiana high 


schools of Lockport, Cut 


the delivery ceremony, left to right, are Numa Jeandren, of Auto Service; C. J 
. J. Bienvenu, principal, La Rose, and C. J. Robertson, 


high school principal, Cut Off; 
principal at Lockport. 


controls for use in 


Off and La Rose by Auto Service Station, Lockport, La. Pictured at 


Bordelon, 





ers charged with law violations 
during the past year, the motor 
vehicle department has come to 
the conclusion that the state’s 
worst drivers are men and women 
between 21 and 31. 

Of 6,211 cases before the courts, 
the department reported, 2,769 of 
them involved drivers in that age 
group. Only 888 drivers from 16 
to 21 years old ran afoul of the 
law and only 1,226 of the offenders 
were in the 31-41 age group. 











N.C. Road Deaths 
Set Mark in Jan. 


An alltime high for traffic acci- 
dents in North Carolina was estab- | 
lished in January, according to the | 
department of motor vehicles. 


The total of 2,012 highway mis- | 
haps was 42 percent over January, 
1949. Sixty persons were killed, an} 
increase of 16 percent, and 903 per- 
sons were injured, a rise of 41| 
percent. 


$88,000 Each 
Cost of Traffic Deaths 


Set by Council 

Each highway fatality costs ap- 
proximately $88,000. 

The National Safety Council | 
arrives at this figure by estimating | 
that each death in itself costs | 
$15,500, 

But for each fatality there are 35 
persons injured at $1,090 each— 
$48,150, and for each death there 
are 256 accidents involving prop- 
erty damage of $134 each—$34,304. 
The total is therefore $87,954. 

In arriving at its formula, the 
council takes into account numer- 
ous minor injuries and mishaps 
which are not reported. Also in- 
cluded are estimates of medical 
expense for injuries, and for serv- 
ices lost. 


| 


"ing, a 1.5 


i 


Whether your prospects operate in the 45,000 to 
range, covered by the Model 
(shown above)—or up to 73,000 Ibs. g.c.w. —there's a 
thrifty Mack diesel that will give them two-way sav- 
ings in more miles per gallon at less cost per gallon. 


58,000 g.c.w. 


alone. 


at all.” 


EQT 





ATA’s Sontheimer Named 


G. D. Sontheimer, director of 
safety, American Trucking Assns., 
Inc., has been named a member of 
the executive committee of the Na- 
tional Committee for Traffic Safe- 
ty, an organization composed of 85 
national groups directly interested 
in traffic safety. 


AUTOMOTIVE NEWS WANT ADS have 
been proven the quickest, least expensive 
method of reaching the men who want 
what you have or have what you want! 
See the back pages of this issue. 





That’s the good word coming in from long-haul operators all over 
the country. Many of these Mack diesel owners find that Mack diesels 
pay back their extra investment in less than a year—in fuel savings 


Reporting on the cost-slashing performance of a Mack Model EQT 
diesel tractor, one mid-western hauler says: “From the first day we 
put this diesel tractor in operation it has been averaging 8.6 miles per 
gallon, hauling 34,000 lb. payloads. Compared with a gasoline- 
powered tractor hauling the same loads, running side-by-side, this 
Mack EQT diesel is saving me far better than 50% in actual fuel costs. 
At this rate, our Mack diesel will more than pay for itself in no time 


Money-saving economy like this explains today’s big swing to 
diesel truck power... points up new sales opportunities for Mack 
distributors. Mack offers a complete line of both gasoline and diesel- 
powered trucks, Either way— gasoline or diesel —it’s a profit-winning 
combination for Mack distributors...a big jump on competition in 
a fast-expanding market. 


MACK FRANCHISES are still available in a 
number of areas with excellent sales 
potentials. For information, write to Dis- 
tributor Sales Division, Mack Trucks,Inc., 
Empire State Building, New York 1, N.Y. 








Autos Hit 


SPRINGFIELD, Ill.—Competition 
from private automobiles and buses 
appears to be forcing Illinois rail- 
roads out of the “short-haul” pas- 
senger business. 

Records of the [Illinois com- 
merce commission reveal that 30 
trains which operated within the 
state’s boundaries were discon- 
tinued during 1949. The commis- 
sion also has under advisement 
cases involving discontinuance of 
16 other trains. 

In only one case last year where 


N.M. Opens Drive 
On Overloading 
Past 9-Ton Limit 


SANTA FE, N. M.—Spurred by 
a report that half of the trucks in 
the state are violators, the New 
Mexico highway department has 
announced a campaign to crack 
down on overloading. 

The limit is nine tons per axle. 

The governor's office reported 
that a preliminary check showed 
that about one-half of all tractor- 
type semitrailer trucks are over- 
loaded. 


Missouri Adding Stations 


To Check Truck Weights 


JEFFERSON CITY, Mo.—Trucks 
on Missouri highways will find 
themselves subjected to more 
weight checks in the future, Nine 
new scale houses and scales have 
been approved which will bring 
Missouri weight stations up to a 


Illinois Commerce Records Show Cars, Buses 
Forced 30 Short Lines to Close in ’49 





Rail Hauls 





a railroad wanted to cut off a train 
did the commission refuse to ap- 
prove. That case was then taken 
to the courts and the decision was 
| overruled. 

| To show that the rails are losing 
|Short-haul traffic, Roy J. McDer- 
mott, general passenger traffic man- 
ager of the Missouri Pacific lines, 
testified before the commission that 
average distance per rail passenger 
in 1948 had increased to 184 miles, 
compared with 48 miles in 1920. 

McDermott said this in asking 
discontinuance of his line’s Mo-Pac 
train between Missouri’s state line 
and Marion, IIl. 

The Mo-Pac official said fed- 
eral statistics show that 26 lead- 
ing railroads had losses in 1948 
ranging from $3,778,000 to $48,- 
561,000 on passenger service. 

“Primarily these losses can be 
attributed to the advent of good 
roads and highways, as well as the 
ability of more people generally to 
buy and obtain new automobiles,” 
he said. 

McDermott said that in 1900, 
Illinois had only 600 private auto- 
mobiles, or one for every 8,000 per- 
sons, but that in 1947 there were 
2,046,000 cars, one for every 4.1 
persons. 

State expenditures for roads in- 
creased from $728,000 in 1914 to 
$32,438,000 in 1947, he added. 

Therefore, he said, “a lesser 
and lesser number of short-haul 
passengers use rail service each 
succeeding year. 

“Local traffic has sought other 
forms of transportation to the point 

where local short-haul rail traffic 
has practically disappeared.” 

He said that trend also exists 
now on every other railroad in 


the motor truck division of International 


ture. 


in Detroit with his working clothes 
back on. 

Cosgrove is now an eminent pub- 
lisher—the editor, publisher and 
business manager of the Silver 
Brook—which I understand he or- 
iginated years ago to keep Chevro- 
let truck dealers acquainted with 
“what was what” in the way of 
bodies and truck equipment for 
Chevrolet truck chassis. 

In addition to sitting in high 
estate in his temporary offices at 
405 Detroit Bldg., he fares forth 
by mail under the heading of 
A. R. Cosgrove and Equipment 
Associates. What an equipment 
associate is, I wouldn’t know— 
but V’ll bet the “little dynamo” 
has a definition for it that means 
something. 

Al intends to offer his services 
to a very few carefully chosen 
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l-H OPENS BRANCH AT WATERTOWN, N. 
Harvester, 
manager, at the formal opening of the new I-H branch office in Watertown, N. Y. At the 
right is Joseph Chiappone, Watertown trucking contractor and builder of the new struc- 
Hundreds of people inspected the branch at a special all-day open house. The 
festivities were climaxed by a banquet attended by civic and business leaders. 


Truckin’... 


(Continued from Page 41) 


total of 24. the U.S. 


equipment makers as a consultant 





Y.—W. K. Perkins (left), sales manager of 
congratulates R. B. Reed, branch 


by Jack Weed 





After he introduced yours truly to 
that one, it spread like wildfire 
across the country because this 
writing-machine pounder reintro- 
duced it to several gourmands 
(several of whom were also gour- 
mets) who travel widely and pam- 
per their bread baskets. 


Cosgrove is universally recog- 
nized in the truck industry as one 
of the best informed men on truck 
equipment and truck equipment 
merchandising. His many friends 
would have felt that he had let 
them down if he had merely gone 


into “rocking chair” retirement 
when time and GM rang the bell. 
+ + * 


Just a Reminder 


OHNNY SHIELDS writes me 
that the next board of directors’ 
meeting of the newly-organized 
School Bus Body Manufacturers 
Assn. will be held in Cincinnati 


TRUCK SECTION 


“reps” of the same firms, who 
call on the truck-trailer makers, 
also do business with the bus 
body boys and this would con- 
serve time for them as well as 
for me—during the lettuce leaf 
circuit. 

Johnny promised to put the idea 
up to his board. I hope he isn’ 
| piqued because I remind him of it 


| here 


| 


* * * 


Meritorious Idea 

NE of MoPar’s Detroit distribu 

tors put on a sales party tu 
independents and fleet operators in 
Detroit a week ago that seemed 
to have considerable merit. They 
threw an evening shindig that 
brought out three times the norma! 
attendance of the Detroit Automo 
|tive Maintenance Assn. 


The aim of the party was to 
introduce a parts cabinet idea, 
which incorporates the loan of a 
parts cabinet to those repair shops 
who bought regularly from them 
(L. R. Rose Co.)—the cabinet to be 
used only for the storage of MoPar 
parts. Approximately 25 percent of 
those attending showed keen inter 
est in the deal, it is understood 














Survey Explores 
50 Car Market 
In Pittsburgh 


PITTSBURGH. — Six percent of 
the families in Allegheny county 
say they “will probably buy a new 
car in 1950,” according to a Guide- 
Post Research survey of 1,558 fami- 
lies conducted here. Another 14 
percent of the families “possibly 
may buy a new car” this year. 

Guide-Post found 62 percent of 
the families now own automobiles 
Eight percent of the present car 
owners “will probably buy a new 
one,” while another 17 percent of 





Installed 


At “factory installed” prices 
you offer this Bostrom Hy- 
draulic Seat, the ultimate in 
truck seating, at lowest cost. 


HyprauLic shock absorber and suspension mechan- 


ism of the Bostrom seat soak 


and bonded rubber pad last the life of the truck. Mechan- 
ism moves in rubber — requires no oiling. Fore and aft 
adjuster accomodates all drivers. Seat coverings are replaced 


in 10 minutes — eliminating upholstery jobs. 


For truck part numbers consult 


your factory data book, or write: 


BOSTROM MFG. CO. 


Wisconsin 


Milwaukee 4, 





—just to keep from “rusting out,” 





as he puts it. At lunch a few days 
ago, he admitted to your Truckin’ | 
reporter that he didn’t want to) 
work too hard—but he did want to | 
have enough irons in the fire to} 
keep him busy and out of mischief | 
—like rigging up some more “steak 
Samovar” recipes, for instance. 


Market | 


(Continued from Page 35) 
vehicles are in plentifi:!) supply. 

But conversely, they are also 
more susceptible to being shown 
that they can save money by 
changing over to a new vehicle 
by the salesman who has gath- 
ered his sales material with care | 
and is able to apply facts and | 
figures to the hauler’s own prob- | 
lem. 

The saving of a comparatively 
few cents per ton mile piles up 
into major savings on cost of trans- 
porting, or in extra profits if the 
owner is a for-hire hauler. 

* * * 

NOTHER factor that is re- 

bounding to the advantage of 
the truck dealer now is the “crack- 
ing down” by state highway en- 
forcement agencies on all types of | 
haulers who have been overload- | 
jing their trucks. 
Many operators find to their sor- 
}row that their present equipment 
jis too heavy to operate profitably 
under current weight and axle lim- 
|itation regulations and are having 
to either equip these jobs with ex- 
tra axles or buy new units. 

Alert salesmen should be on 
| the lookout for this type of op- 
erator. They can develop figures 
to show that the owner can buy 
new power at a saving when 
compared with rebuilding pres- 
ent equipment to enable it to 
carry profitable loads, 

Another factor that is creating 
some switches in power is that} 
many operators are finding that 
overloaded trucks cost too much 
|to operate from a maintenance | 
standpoint. 

W. Fred White, of Great South- 
jern Trucking Co., Jacksonville, 
Fla., recently stated before a south- 
eastern conference that overload- 








up jolts and jars. Steel frame 








ing “is costing carriers a dollar 
per pound for the excess weight 
carried.” | 


He also noted that maintenance | 


represented 10.74 percent of the 
93.9 percent operating ratio of 102 
|southeastern carriers in the sec- 
lond half of 1949 








the car owners “possibly may buy” 
in 1950. 

Of the non-car owning families, 
slightly under 2 percent will prob- 
ably buy a new car and 8 percent 
more possibly may buy one in 1950, 
the survey showed. 

Based on these probabilities and 
the percentage of “possible pur- 
chasers” who actually bought in 
past years, Charles F. Ackenheil, 
director of the survey, estimated 
1950 sales to individuals in Alle- 
gheny county—excluding cars sold 
| to companies—at 45,000 new cars. 


Tuesday, May 2. 

I made a suggestion to Johnny 
the minute I knew the incorpora- 
tion of the new association had 
been completed—partly from a 
purely selfish standpoint and 
partly because I felt what would 
interest me would also interest 
a great many peddlers who would 
like to be on hand when this 
association has its annual “gither- 
ing.” My suggestion was that 
this group hold its shindig at 
the same place and about the 
same time as the TTMA. Many 


CHEVROLET DEALERS... 
Hold on to your customers with 





Don't lose the sale due to inability to get enough Chevrolets 
with 'Powerglide” Automatic Transmission. Sell Chevrolets 
with overdrive! 

With the sensational swing to overdrive economy, you will 
find the New Improved 1950 Truckstell Tip-Toe-Matic Over- 
drive a potent sales clincher! Its freedom from free-wheeling, 
its simplified controls give you exclusive advantages over 
competition. 


CHEVROLET'S 


in /Gf 





bee 


° STANDARD DRIVE 


© “POWERGLIDE” 


Ist again in ’50 
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GET ALL THE FACTS FROM 
YOUR TRUCKSTELL DISTRIBUTOR 
OR WRITE— 


TRUCKSTELL MANUFACTURING CO 
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Makers Protest to Wisconsin Legislature 


Mixed Laws Hurt Trucking 


MADISON, Wis.—Because of the 
confusing complexity and contra- 
diction of state laws governing 
sizes and weights, motor truck 
manufacturers find it impossible to 
standardize their designs, carriers 
cannot operate their vehicles with 
the most efficient loads, and the 
nation’s bill for highway trans- 
portation service is unnecessarily 
high. 

That was the burden of testi- 
mony here before a state legis- 
lative committee investigating 
highway problems and truck tax 
and size restrictions. The testi- 
mony came from numerous 
spokesmen for dealers, trucking 
companies, and motor carrier 
manufacturers. 

The committee’s announcement 
asked only for testimony on “prob- 
lems” of the highway transport 
industry and the manufacturers 
serving it. It did not specifically 
take up the question of truck taxes 
and fees, and concentrated its 
inquiry on design rules as they re- 
sult from size and weight prohibi- 
tions. 

Sen. Jess Miller, chairman of the 
investigating group, explained that 
state levies upon commercial car- 
riers would be considered by the 
committee at a later session. 

W. C. Parker, of Diamond T 
Truck Co., set the keynote for the 
crowded hearing when he pleaded: 

“Put it down (the law) so that 
we can understand it.” He com- 
plained that his firm and the 
many other designers and manu- 
facturers of commercial vehicles 
find the complexity and the vari- 
ety of state highway regulations 

“frustrating.” 


Other witnesses did not specific- | 


ally ask for liberalization of truck 
size and weight limits, except in 
small particulars, but all of them 
insisted that a standard commer- 
cial vehicle code such as_ that 
recommended by the American 
Assn. of State Highway Officials 
would be a boon to the transport 
industry and its affiliates. 

Wisconsin laws differ from the 
AASHO code in several significant 
details at present. 

Earl M. Richards, manager of 
the motor truck division of the 
Automobile Manufacturers 


Change Urged 
In Classifying 


Truck Weights 


WASHINGTON. —A_ recommen- | 


dation of the national classification 
board that all volume minimum 
weights in the national motor 
freight classification be eliminated, 
and “weight factor numbers” pub- 
lished in their stead, was approved 
here at a meeting of the trucking 
industry’s national traffic com- 
mittee. 

By application of the classifica- 
tion’s rule 34, the new “weight fac- 
tor numbers” would become opera- 
tive in certain territories, based on 
the table of truckload minimum 
weights most adapted to particular 
areas of operation. 

In approving the recommenda- 
tion of the board, the national traf- 
fic committee pointed out that the 
publication of weight factor num- 
bers is not altogether new. Such 
numbers have already been as- 
signed to a considerable number 
of commodities, particularly those 
of a light and bulky nature. 

Joseph C. Colquitt, chairman of 
the National Classification board, 
said it would be impossible to 
change the entire classification at 
one time and pointed out that it 
must be a gradual process since 
the densities and loadabilities of 
each of the thousands of involved 
articles must be ascertained if the 
proper weight factor number is to 
be assigned to the commodity. 


Purcell Made Distributor 


Robert J. Purcell has been ap- 
pointed distributor of White trucks 
and buses at 1226 W. Genesee St., 
Syracuse. For the past 25 years, 
Purcell has been district manager 
for White in central New York, 
as well as having charge of White’s 
factory branch in that city. 


Assn., | 
| 








explained that his group has ap- 
proved the proposed state officials’ 
code and added: 

“We believe that a _ national 
working uniformity in truck size 
and weight laws is in the public 
interest.” He suggested that a re- 
search project now under way by 
the National Highway Research 
Board would point to the desirable 
standards that could be applied 
throughout the nation. 

He also advised that there 
should be a “cessation of loose 
talk” about new regulations for 
the motor truck industry until 
factual data on design and weight 
law needs are definitely known. 

Several truckers testified that 
they are now unable to carry the 
maximum “pay load” for which the 
trucks they buy are designed be- 
cause of contradictory state laws. 
They argued that in the highly 
competitive transport industry they 
must operate with the highest 
efficiency. 

A representative of Heil Co. of 


Milwaukee, a leading manufacturer 
of liquid tank carriers, agreed that 
it is difficult now for engineers to 
design a tank truck for an ade- 
quate pay load under Wisconsin 
laws. Tank trucking operators, the 
committee was told, must haul 
“light loads” to comply with pres- 
ent Wisconsin laws. 

It is the state’s new enforcement 
campaign, in fact, which has 
brought on the investigation of the 
adequacy of the present state 
laws. For many past years there 
was less concern about the restric- 
tions because violations were 
winked at by the state enforcement 
patrol. 

It is Gov. Rennebohm’s idea 
that the present laws should be 

enforced while they remain in 
effect, and that they ought to be 
changed if they are impracticable 
or harmful to the state’s econ- 
omy. 


-; - < | 
. ENS e 
\ Se 









NOT A RUBE GOLDBERG DESIGN, EITHER—No, this isn't what happens to a boy's toy 
truck after a week of hard use. It's the newest White truck for garbage and refuse 


collection. 


The new White 3000 has a power-lift cab that tilts forward in less than 30 


seconds, for front-end accessibility, using an adaptation of the actuating mecnanism used 
for airliner landing gear. The rear section also moves back for garbage dumping. 





representatives who testified in- 
cluded John E. Hulse, secretary- 
manager of the Truck - Trailer 
manufacturers Assn.; Fred R. Laut- 
zenhizer, of the motor truck divi- 
sion of International Harvester 
Co.; T. C. Colter, district manager 
of Mack-International; Ray Reinke 


Other manufacturer and dealer!of Heil Co.; T. J. Pulham, Chicago 


zone manager of GMC Truck and 
Coach division; E. L. Mench, auto- 
motive engineer of Nash-Kelvin- 
ator; A. E. Williams, chief engineer 
of Fruehauf Trailer Co.; Arthur C. 
Wallensak, chief engineer of Ster- 
ling Motor Truck Co., and D, B. 
Olen, director, engineering division 
of Four Wheel Drive Auto Co. 
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loading is easier 
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variety of reor door 


opening combina- 
tions, including full 


width, with offset hinges. 


facilities which allow us to tailor 
the body to meet your requirements. 
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TAILORED TO 
SUIT YOUR 


Let us furnish you with additional information. 


WRITE, WIRE OR PHONE 


Toke advantage of ovr producion THE MONTPELIER MANUFACTURING COMPANY 


MONTPELIER, OHIO 





@ The diversified line of MONTPELIER Urban Delivery (forward control) 
Laundry Bodies permits you to choose the particular size and capacity to 
suit your delivery requirements. MONTPELIER Urbans are offered in many 
sizes up to 525 cu. ft. loading space length for 1% and 2 ton truck chassis. 


With MONTPELIER Units you are able to more than double your loading 
space—saving delivery time—increasing route sales. Roomy bodies mean lower 
package cost with compact overall length for easier maneuverability. 


LOADING SPACE PERMITS OPERATOR TO MOVE FREELY —Inside heights 
allow the driver to stand erect and to move easily from his seat to handle 
more packages with less effort. 


MONTPELIER bodies are available in accordance with established policy, 
through the truck manufacturers’ sales and dealer organizations. 





Manufacturers of Specialized Delivery Equipment 
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DENTON, Tex. 


trying to steal their business. 


Within 50 miles of Denton are 
Fort Worth and Dallas, where a 
few days ago one of the metropol- 
itan used-car dealers offered 15 
kinds of new cars under the list 
He said he got them from 
overstocked small-town dealerships. 


price. 


The Fort Worth-Dallas retail- 
er’s story appeared in a news- 
paper just as Denton dealers 
were preparing a campaign to 


Car Finance Bill 
Hit by Michigan 


Dealers, Bankers 


LANSING. — Automobile dealers, 
ear finance companies and bankers 
joined forces at a public hearing 


here in opposition to inspection 
provisions of Sen. Hittle’s car 
financing bill. (See earlier story 
on page 17). 


General Counsel for the Michi- 
gan Bankers Assn., W. B. Cudlip, 
Detroit, declared his group “op- 
poses the growing army of federal 
and state inspectors.” 

Instead he proposed that the 
suggested licensing of auto dealers 
and banks handling car financing 
and broad inspection powers should 
be replaced with criminal and civil 
penalties. 

Orville F. Sherwood, executive 
secretary of the Michigan Used 
Car Dealers Assn., and J. W. Slater, 
of the Contract Purchase Corp. of 
Detroit, who said he represented 
a good share of the finance indus- 
try, both fell in line with Cudlip. 


Sen. Hittle, who presided over 
the meeting, said the proposals 
would not be effective because most 
people financing autos either would 
not be aware of their rights or 
could not afford to go to court. 

Meanwhile, a second bill designed 
to regulate automobile financing 
was introduced into the senate at 
the special session by Sen. George 
N. Higgins, a Ferndale Pontiac 
dealer. 

Unlike Hittle’s measure, Higgin’s 
bill does not set interest rates as 
to age classification of cars bought 
on the installment plan. 

Higgins provides a flat 12 per- 
cent interest charge while Hittle 
would fix interest rates at 6 per- 
cent on new cars, 9 percent on cars 
under two years old and 12 percent 
on cars over two years old. 


Fluid Drive Added 
To 50 Dodge 
Truck Models 


DETROIT.—Dodge is now offer- 
ing Gyrol Fluid drive on trucks 
with nominal ratings of %, % and 
one ton. 

L. L. Colbert, Dodge president, 
announced the company has ex- 
panded its line of trucks equipped 
with Gyrol Fluid drive to include 
50 models, with gross. vehicle 
weights ranging from 4,250 to 10,100 
pounds. 

Dodge first offered Fluid Drive 
on a commercial vehicle in 1948 
when it introduced the Route-Van, 
a door-to-door delivery truck. Suc- 
cess of Fluid Drive on the Route- 
Van encouraged the company to 
extend its use to these other truck 
models, Colbert said. 


Price Hike May End 


Milwaukee Gas War 
MILWAUKEE.—After weeks of 
price cuts the gasoline price war 
appears to be ending in the Mil- 
waukee area, Some filling stations 
are now charging 24.9 cents for 
regular and 25.9 cents for pre- 
mium. Some stations had been sell- 
ing regular for as low as 19 cents. 
The increases followed the deci- 
sion by Wadhams division of Soc- 
ony and the Pate Oil Co. to an- 
nounce a tank wagon increase of 
2.8 cents and three cents over the 
cut prices for bulk gasoline pre- 
vailing during the rate war. Other 
companies are reported to be con- 
sidering a similar increase soon. 


Small-Town Dealers Irked 


Denton (Tex.) Retailers Say Their Deals Excel 
Those of Big-City Bootleggers 
-Dealers in this 


12,000-population community are in- 
censed about big-city bootleggers 




















show the local folks why they 
should buy in their home town. 

To offset effects of the big-city 
bargains, Denton dealers launched 
a@ newspaper attack of their own. 

Exploded one dealer: 

“What’s this fellow’s list price? 
It’s the list-price business that fools 
a lot of people. One of my custom- 
ers went to Dallas before he came 
to see me. There he found his 
new-car listed at $2,400 and received 
a $650 offer for his old car. 

“I could give him only $525 for 
his used car, and he didn’t like it 
until he found my list price for the 
same new car was $2,175—and no 
bootlegging. He saved $100 by buy- 
ing his car in Denton.” 

Another local dealer threw his 
books open to show a generous 
list of Fort Worth and Dallas 
buyers. 

“We give them a better deal 
than they can get at home,” he 
said. “We can do it because we 
have a low overhead. We pay less 
rent and don’t have outside sales- 
men or a 100-employe payroll.” 

Several other Denton dealers 
joined the attack, all saying they 
can give customers better deals 
than any big-town dealer. 


Chevrolet Headed 


For Great Year, 
Keating Predicts 


DETROIT. — The opinion that 
Chevrolet is headed for one of its 
biggest years, even surpassing the 
record - breaking volume of 1949, 
was expressed 
here last week by 
T. H. Keating, 
general manager. 

Keating, with 
W. E. Fish, gen- 
eral sales man- 
ager, stopped in 
Detroit before 
completing a 10,- 
500-mile tour of 
major retail auto- 
mobile markets. 
Optimistic when 
he left Detroit Feb. 13, Keating de- 
clared contacts with dealers had 
given him even more confidence in 
the future. 

“The chief demand of our dealers 
is, ‘Give us more cars,’” he said. 

Keating and Fish, making their 
first cross-country swing since be- 
ing appointed to their present posi- 
tions, will have addressed more 
than 11,000 dealers and associates 
when they end their itinerary this 
week. Atlanta and Jacksonville, 
Fla., remain on their schedule. 

Before dealers Keating has pre- 
dicted continuation of Chevrolet’s 
domination of the market. 

Fish pointed out that retail de- 
liveries of cars in February had 
actually bettered the number pro- 
duced during the month. 


Miller Tribute 


Buick Dealers Donate $5,000 


To Hospital 


NEW ROCHELLE, N. Y.—A 
check for $5,000 was received by 
the New Rochelle hospital for an 
accident room in the new wing of 
the new hospital, to honor Heber 
J. C. Miller, retiring eastern area 
sales manager for Buick. The 
amount was raised by the Buick 
dealers of the eastern area at a 
testimonial dinner to Miller on 
Feb. 28. Alex E. Norton, superin- 
tendent of the hospital, received 
the check from Arthur Lee New- 
ton, of Glidden Buick, New York 
City, who was financial chairman 
of the dealer committee which ar- 
ranged the testimonial dinner. 





T. H. Keating 





AFL Wage Strike Shuts 


4 Cleveland Garages 

CLEVELAND.—An AFL Auto 
Rebuilders union strike closed 
four Cleveland garages last 
week, with the walkout expected 
to close 20 other independent 
garages. 

The union demanded wage in- 
creases although the original 
demand for a 3214-cent-an-hour 
hike had been cut. 














AMERICAN BRAKEBLOK DIVISION SALES CONCLAVE—This regional! session at the plant 
in Winchester, Va., is typical of three held recently in different parts of the country. M. B. 


Terry 


sales vice-president, announced as part of the year's sales program a new dealer 


merchandising program. "It is based on the theme ‘Spend a Minute—Save a Life’,"’ said 


Terry. "lt is aime 


at helping our American Brakeblok dealers point out, to the motoring 


public, the importance of safe brakes. Complete sales and promotion materials have been 
prepared and will be in the jobbers’ hands immediately. Left to right, top row: H. E. 


Steele, sales engineer; J. F. O'Neill; F. 


A. Colosimo, chief service engineer; G. 


A. Weller, 


assistant manager, replacement sales; Terry; J. P. Carroll, advertising manager; E. J. Howe, 


Fuller & Smith & Ross, Inc., advertising agency; U. B. 
Smith; J. A. Rollins, district manager; P. J. 
L Cansler; R. M. 


K. C. Lambert. Front row: H. J. 
engineer; R. |. Keyes; A. T Wentwor*’: E. 


Grannis, manager equipment sales; 
eade, service 
Adkisson, service engineer. 


Chrysler, Packard Officers 
Get $3 Million Bonuses 


WASHINGTON.—Bonuses _total- 
ing $2,581,000 were paid to 229 top 
officers and executives of Chrysler 
Corp. during 1949, it was revealed 
here by proxy statements filed 
with the Securities and Exchange 
Commission. 

At the same time, a proxy state- 
ment filed by Packard revealed 
that 1949 salaries and bonuses for 
Packard executives amounted to 
almost $500,000. 

Chrysler’s report also showed 
that the corporation paid $1,352,- 
266 in “fees and salaries” to its 
top-ranked officials. These pay- 
ments were exclusive of bonuses, 
the statement showed. 

In addition to the bonus pay- 
ments made to its 229 top officials, 
the Chrysler Corp. statement 
showed that 5,086 supervisory em- 
ployes received $2,101,210 in such 
payments during 1949. 

K. T. Keller, Chrysler president, 
topped the corporation’s salary list. 
His 1949 pay was $250,800, accord- 
ing to the statement which did 


not list any bonus payment to 
Keller. 
Likewise, no bonus payments 


were paid to B, E. Hutchinson, 
Chrysler Corp. vice-president, whose 
salary was $225,700, nor to Fred 
M. Zeder, vice-chairman of the 
board, who was paid $215,400. 
Other payments listed in the 


Nash Sales Set 
21-Year Record, 
Top °49 by 47% 


DETROIT.—Record sales of 1950 
Nash automobiles during the first 
10 days of March were the highest 
reported in 21 years, according to 
H. C. Doss, sales vice-president. 

Nash sales increased 47.7 percent 
to 5,349, compared to 3,621 for the 
same period in 1949, Doss said. The 
first 10 days of March traditionally 
mark the start of heavy spring- 
time automobile buying, he said. 

“Production schedules for the 
balance of 1950 have been substan- 
tially increased in line with grow- 
ing sales volume,” Doss said. 


Marmon Takes 


Over Ford Buses 


INDIANAPOLIS. — Manufactur- 
ing and sales rights and producticn 
materials for Ford motor coaches 
have been purchased by Marmon- 
Herrington Co., Inc., Indianapolis, 
it was announced here by David 
M. Klausmeyer, president of the 
company. 

The coaches will be manufac- 
tured and sold as Marmon-Her- 
rington motor coaches, 

The sale has no effect on Mar- 
mon-Herrington’s trolley bus oper- 
ation or Ford’s’ production of 
school bus chassis. Metropolitan 
Motor Coaches, Inc., which dis- 
tributed the Ford coaches, is to be 
liquidated by Apr. 30. No purchase 
amount was given. 





Chrysler report included: L. L. 
Colbert, Dodge president and 
Chrysler Corp. vice - president, 
$100,100 salary and $70,000 bo- 
nus; Herman L. Weckler, Chrys- 
ler Corp. general manager, $175,- 

400 salary and $40,000 bonus. 

A. vanderZee, sales vice-presi- 
dent, $85,100 salary and $75,000 bo- 
nus; Owen R. Skelton, director of 
engineering, $88,350 salary and 
$55,000 bonus, and Carl Breer, en- 
gineering consultant, $62,866 salary 
and $55,000 bonus. 

The breakdown of bonus pay- 
ments by the Chrysler Corp. listed 
only those bonuses paid to its top 
officials. Similarly, no breakdown 
was made of the $2,101,210 in bo- 
nuses paid to the 5,086 supervisory 
employes. 

The statement also listed the fol- 
lowing retirement plan payments 
for Chrysler Corp. executives: 
Weckler, $27,546; Skelton, $14,904; 
vanderZee, $11,915, and Colbert, 
$6,342. 

The proxy statement filed by 
Packard showed a 1949 salary 
payment to George T. Christo- 
pher of $109,374. He received no 
bonus, the company said. 

Other payments listed by Pack- 
ard were: Hugh J. Ferry, executive 
vice-president, $39,750 salary and 
$20,000 bonus; J. G. Vincent, engi- 
neering vice-president, $33,124 sal- 
ary and $15,000 bonus, and George 
C. Reifel, manufacturing vice-pres- 
ident, $33,374 salary and $15,000 
bonus. 


New Portland Quarters 


Opened by Fruehauf 


PORTLAND, Ore. — Fruehauf 
Trailer Co. has moved into its 
$500,000 sales and service building 
at 2411 Sixth Ave. Portland, Ore. It 
is one of the largest truck-trailer 
establishments in the Pacific 
Northwest, 

Z. W. Therrien, district manager, 
said the new building which has 
47,000 square feet under roof, ac- 
commodates 32 trailers within the 
service department. The five-acre 
property is more than three times 
the area occupied at the former 
location. 





TRUCK SECTION 


Willys Calls In 
Dealers for Look 
At New Models 


TOLEDO.—Willys-Overland wil! 
unveil its new line of vehicles to 
dealers and distributors during an 
all-day national 
sales convention 
here on March 30, 
it is revealed by 
Delmar G. Roos, 
first vice-pres- 
ident. 

The new mod- 
els will feature 
the first major 
change in design 
for Willys since 
shortly after the 
war when the 
company introduced 
body station wagon. 

Dealers and distributors, who 
will see the new vehicles for the 
first time, will be in Toledo attend- 
ing the first “dealer day” program. 
It is estimated that more than 
2,000 dealers and distributors will 
be here to meet with company of- 
ficials in a day-long series of con- 
ferences on sales plans. 

Roos declared that “while the 
appearance of the new line has 
undergone evolutionary advances, 
there has been no sacrifice in gen- 
eral all-around usefulness which 
has characterized Willys postwar 
cars and trucks.” 

“Features which have proved 
most attractive in the company’s 
earlier postwar models have been 
retained in the new vehicles,” he 
commented, adding that “these 
include the short hood, short turn- 
ing radius and large cargo-carry- 
ing space.” 

Roos described “dealer day” as 
the biggest dealer convention for 
Willys in nearly two decades. 

In addition to previewing the 
new line, guests will witness prod- 
uct and marketing demonstrations, 
inspect manufacturing facilities 
and participate in a mass drive- 
away in which it is expected there 
will be more than 1,500 cars. 


L. A. Truck Show 
Will Highlight 
New Products 


LOS ANGELES. — The Pan Pa- 
cific auditorium here will be the 
setting when the Automotive Coun- 
cil of Los Angeles unveils its sec- 
ond annual National Truck, Trailer 
and Equipment show June 22-25, 
the council has announced. 

New products of the truck, truck- 
trailer, auto and automotive supply 
industries will be on display at the 
four-day show, according to M. D. 
Tubbs, Southern California Edison 
Co, executive, who is general chair- 
man of the show. 

Tubbs placed emphasis on the 
fact that the show is free to all 
visitors. All costs are absorbed by 
the exhibitors, who are expected to 
number close to 200. 

Tubbs requested that all inquiries 
regarding the show be directed to: 
Second Annual National Truck, 
Trailer and Equipment Show, c/o 
Automotive Council of Los Angeles. 
Tabery Bldg., 3443 S. Hill St., Los 
Angeles 7. 
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GM WINS SAFETY AWARD—For achieving the best safety record in its history, General 








Motors has been awarded the National Safety Council's highest honor—its award for d's- 
tinguished service to safety. From both the standpoint of number of accidents and seriovs- 
ness of them, GM employes showed substantial improvement over the previous best yer 
and their overall safety record was the best in the automotive industry last year, says t!¢ 


Harlow H. Curtice (left), executive vice-president of General Motors, is shown 


council. 
. Dearborn, president of the National Safety Council. 


accepting the award from Ned 
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Banks Warned Against Financing Loose Credit . . . 
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Advice: Sell Goods, Not Terms 


NEW YORK.—There is evidence 
in some areas that “credit terms, 
instead of merchandise” are now 
being sold by retailers seeking to 
attract customers, the consumer 
credit committee of the American 
Bankers Assn. warns in a bulletin, 
“The Installment Credit Road 
Ahead,” issued to member banks. 

Opposing excessive liberaliza- 
tion of credit terms, William F. 
Kelly, the committee’s chairman 
and vice-president of the Penn- 


L-M Establishes | 
New Atlanta 


Sales District 


DETROIT.—Formation of a new 
sales district with headquarters in 
Atlanta was announced last week 
by Joseph E. 
Bayne, general 
sales manager of 
Lincoln-Mercury. 

Covering the 
central and north- 
ern sections of 
Georgia, all of 
South Carolina, 
the western half 
of North Carolina 
and part of Ala-| 
bama, the new) 





| large 
|less demand and lower prices. 





Joseph E. Bayne 
formed from the Jacksonville | 
district. 

“The establishment of a new) 


district has been 


Lincoln-Mercury sales district in| 
Atlanta is an important step in| 
the expansion of the Lincoln-Mer- | 
cury division, brought about by an| 
increasing demand for our prod- 
ucts in the south,” Bayne said. | 
“Atlanta was selected as the dist-| 
rict headquarters because of iis| 
ideal location in the heart of the 
area to be served.” 

Glenn H. Schricker, a veteran of | 
28 years in the automobile business, 
has been named sales manager for 
the Atlanta area. 

A staff of 19 to be announced| 
later by Schricker will make its} 
headquarters in the new district. | 





Kohl Elected, | 
Will Preside 
At R.I. Banquet 


PROVIDENCE.—Frank J. Kont, | 
newly elected president, will preside 
March 30 at the 40th annual ban- 
quet of the Rhode Island Automo- 
bile Dealers Assn. 


John W. Stokes, tax consultant, 
will give the principal address at 
the banquet which will follow the | 
organization’s annual business} 
meeting. 

Officers picked by the nominat-| 
ing committee for 1950-51 are Kohl; | 
Joseph H. Main, vice-president; | 
Harold A. Lanphear, treasurer, and | 
Harry Sandager, bulletin editor. 


Providence county directors are: | 
G. Merlyn O'Keefe, Frank F.| 
Crook, Henry Levaur, George H. | 
Lumb, Harold Pomfret, Thomas A. | 
Clarke, Anthony C. Rocchio and | 
Frank L. Hurd. 


Other county directors 
George Harrison, Newport; Fred | 
W. Smith, Washington; Leo B.| 
Carey, Kent, and Romeo D. Asselin, | 
Bristol. 


GM Asks Dismissal 
Of Trust Suit 


CHICAGO. —Federal! District 
Judge Walter J. LaBuy, who pre- 
viously disallowed a transfer from 
Chicago to Wilmington, Del., of the 
government’s antitrust case against 
duPont, General Motors and other 
defendants, granted permission last 
week for defense attorneys to ap- | 
peal his decision to the U. S. Su- 
preme court. 


Dismissal of the case was sought 
in a motion filed by GM on the 
grounds that the government’s suit 
was filled with material not rele-| 
vant to present conditions and that 
much of it was opinion and propa- | 
ganda rather than fact. 
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sylvania Co. for Banking and 
Trusts, Philadelphia, reminded 

that “the basic principle on which 
successful time sales financing 
can be built is that the purchaser 
should have sufficient down-pay- 
ment to establish a substantial 
interest in the merchandise.” 

Kelly further pointed out that the 
purchaser should be able to pay 
regular monthly installments suf- 
ficient to increase his equity faster 
than the merchandise depreciates 
from time and average use. 

“Some _ retailers,” the bulletin 
said, “have offered liberal credit 
inducements to help them liquidate 
inventories, in the face of 


Others, he said, feel that because 


Maximum braking obtained in 1/3 the time e Increases efficiency of brakes 
on high speed stops and on steep down grades e Built-in emergency 
check valve —eliminates separate check valve — reduces installation 
cost e 25% lighter than total of units it replaces e So greatly advanced in 
design and operating features that it outmodes other vacuum valves e 





a buyer’s market now exists they 
must offer credit attractions to help 
them turn over this merchandise. 
“There is no evidence, however, 
to indicate that the American 
public cannot afford to buy goods 
on reasonable rather than exces- 
sively liberal credit terms. Pur- 
chasing power is still very high, 
in relation to prewar levels. 

Most authorities forecast contin- 

ued high levels of employment 

and income for some time to 
come.” 

Depicting a need for “reasonable 
flexibility” in any credit policy, the 
bulletin added that exceptions 
should be made where facts and 
conditions justify them. 





VACU 


Write or phone for complete details. 





Air and Vacuum 
POWER BRAKES 


STEE 


6660 Mt 


World's Largest Manufacturer of 
AUTOMOBILE and TRUCK FRAMES 


Capacity 


RELAY | 44™= 


Exclusively Outmodes All Other Vacuum Valves 


| 
| 





GAS TURBINE-POWERED CAR—This is the sleek job that reportedly "whipped" over a4 
concrete surface in Towchester, England, at 90 miles an hour. The driver is Maurice C. 


Wilks, chief engineer, and his passenger, F. R. Bell, engineer in charge of the car's 





development for Rover Motor Co. of Birmingham. Rover officials anticipate mass production 
of the vehicle in from two to four years and say it will be aimed at getting Britain a 
larger share of the dollar motor market. Automotive News carried a story of the car on 
\ page 54 of its March 20 issue.—(Acme photo) 
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Geared to Gigantic 
Production 


@ The huge, modern plants 
L/ of Midland Steel in Cleve- 
land and Detroit offer you the 
production advantages of 
outstanding facilities and 
engineering “know-how”. 


MND DILAIND) 


L PRODUCTS COMPANY 


. Elliott Ave. ° Detroit 11, Mich. 
Export Department: 38 Pearl Street, New York, N. Y. 
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SCRANTON, Pa.—Ray G. Ath- 
erton, general manager of the 
American Trucking Assn., Inc., told 
members of the Wyoming Valley 
traffic club that, “Those interests 
who seek to retard the develop- 
ment of trucking would have the 
public believe that the 7,600,000 
trucks on our 3,000,000 miles of 
streets and highways today have 
been jammed down the throats of 


Over 200 Makers 
Book Space in 
Midwest Show 


CHICAGO. — Sponsored by more 
than 100 jobbers with 250 outlets 
in the Midwest, the Midwest Auto- 
motive Show will be held May 11-14 
at Navy Pier, scene of the Automo- 
tive Service Industries Show in the 
years it has been staged in Chicago. 

W. V. Waldeck, chairman of the 
show publicity committee, reported 
last week that in excess of 200 
manufacturers have contracted for 
space thus far. The theme will be 
“Get It from Your Jobber.” 

One of the features will be a Hall 
of Knowledge exhibit featuring 
demonstrations of automobile re- 
conditioning, automatic transmis- 
sions, wheel aligning and engine 
rebuilding. 

The event is described as a man- 
ufacturer-jobber-dealer show. 





Public Picture Blurred? 


Trucking Development Due to Shippers’ Demand 
For Better Service, Says Atherton 
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the American public against their 
will. 

“They would have the people be- 
lieve also that the presence of the 
truck is an inconvenience and a 
detriment to their general well be- 
ing,” he charged. 

Atherton emphasized that “factu- 
ally, the demand by the nation’s 
shippers for improved transporta- 
tion service has been the major 
factor in the development of the 
trucking industry.” 

“We shall strive to continue to 
sell our own product, to tell the 
American public what the motor 
truck is doing for them, and can 
do for them if given fair oppor- 
tunity to perform its best trans- 
portation services,” he added. “The 
industry qualifies as one of the 
ranking sources of employment for 
the nation’s workers. One out of 
every 12 wage earners in America 
receives his paycheck through the 
operation of motor trucks,” he con- 
tinued. 

Atherton pointed out that the 
operation and manufacture of the 
tremendous fleet of trucks provides 
a major market for the products of 
many other important American 
industries and qualifies the truck- 
ing industry as an “excellent cus- 
tomer” of American business. 

He stressed that as a “provider 
of employment, a payer of taxes, a 
consumer of raw materials, the 
trucking industry is pre-eminent 
among the nation’s service indus- 
tries.” 


BIGGEST 
AUTOMOTIVE SHOW 





ON EARTH 





Automotive advertisers used more space 
in The Milwaukee Journal than in any 
other newspaper in the country in 1949 
—1,544,439 lines, according to Media 
Records (second, Detroit News—third, 


Miami Herald). There’s top buying pow- 
er in Milwaukee—50% above the U. S. 
family average. And top one-paper cov- 
erage reaching 94% of all families at one 


low cost. 









any ORDER TODAY 
TOPPS-ALL PRODUCTS CO. 





REPLACE WORN-OUT REAR FLOOR CARPETS. 


Standard Universal Size (27’ x 60’) List $6.00 
Your Cost — V2 doz. ........555. é 


Sample Carpet — $3.25 — F.O.B., N.Y. 
@ 3815 TIBBETT AVE., NEW YORK 63, N. Y. 





It’s easier to sell used cars when you 
recover rear floors with TOPPS-ALL 
carpets! They’re quickly and easily 
laid — the sponge rubber backing 
grips firmly. TOPPS-ALL carpets are 
universal — they fit most cars and 
come in the original color — Neutral 
Taupe. For EXTRA profits, sell 
TOPPS-ALL with new cars to prolong 
the life of the original floor covering. 


















3.25 ea. 
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HART MAKES PARTS FOR METRO BODY—The front and rear roof cap and roof bow on 
this International 1-20 Metro type body are designed by Hart Pressed Steel Corp., Elkhart, 
Ind., to give a varied load height from 68 to 71 inches. This height is governed by the front 


cap whic 


has approximately a four-inch flat around the bottom. By using the cap as fur- 


nished the greatest load height is achieved, Hart states, but the cap can be moved forward 
and down and the necessary weight trimmed off the bottom to make a minus load weight. 
In this case, the roof bows and side headers must be adjusted accordingly, it states. This 
Hart product is said to be available to any body manufacturer for any make of truck. 


Mack Giving Free Training 


On Diesel-Powered Units 


NEW YORK.—Free training 
courses on Diesel-powered trucks 
and buses are being offered by 
Mack Truck Co., 
according to H. 
W. Dodge, execu- 
tive vice - presi- 
dent. 

“There is a 
mounting need 
and opportunity 
for trained Diesel 
mechanics every- 
where, due to the 
rapid shift to Die- 
sel power in 
trucks and bus- 
es,” Dodge pointed out. 

“This change to Diesels is due 
largely to the fact that Diesel- 
powered vehicles will give up to 75 
percent more miles per gallon at 
less cost per gallon of fuel.” 

The training courses in Diesel 
truck and bus maintenance have 
been established in more than 60 
cities throughout the country. 

Dodge said that many experi- 
enced mechanics think that the 
Diesel engine is very complicated, 
difficult to maintain and that their 
present gasoline engine experience 
is valueless should they decide to 
learn Diesel maintenance. 

The program is designed to “take 


Hobgood Heads 
Reo in L.A. Area 


LANSING, — Theodore Hobgood 
has been placed in charge of all 
southern California activities of 
Reo Motors, Inc., 
and made man- 
ager of Reo’s Los 
Angeles branch. 

Announcement 
of his appoint- 
ment was made 
by A. L. Struble, 
manager of 
branches for the 
Lansing firm. His 
“ appointment is 

’ part of an overall 
Theodore Hobgood program of ex- 
panded branch and general sales 
activities, Struble said. 

For about 15 years, Hobgood was 
California district manager for 
Mack Mfg. Corp., and also handled 
retail sales for Mack at both San 
Francisco and Los Angeles. 

He first became identified with 
the truck industry when Moreland 
Truck Co. was one of its leaders. 
Hobgood rose to the position of 
sales vice-president for Moreland 
and handled the company’s foreign 
and West Coast sales. 


H. W. Dodge 





Oneida Awards Jelco 


Wis. Distributorship 


MILWAUKEE.—Oneida Products 
Corp. has awarded the distributor- 
ship for Wisconsin to the Jelco Co. 
with offices at 135 W. Wells St., 
Milwaukee 3, Wis. 

The Jelco Co., owned by Ervin 
P. Jelinek, will conduct the mer- 
chandising of Oneida school bus 
bodies and Oneida transit bus 
bodies through the truck and bus 
chassis dealers in Wisconsin. 





the mystery out of the Diesel” and 
to show that a competent gasoline 
engine mechanic can, with a rela- 
tively small amount of training, 
become an equally competent Die- 
sel engine mechanic. 

Eligible for enrollment in these 
free Diesel courses, he said, are 
truck owners, maintenance su- 
perintendents, shop foremen, ga- 
rage or service station mechanics, 
and persons employed in any ca- 
pacity allied to the maintenance 
or operation of trucks and buses. 

Highly qualified Diesel engineers 
and instructors will staff the 
courses. Sessions are to run two 
hours one evening a week for 10 
weeks, with as many repeat terms 
as the number of applicants in any 
city warrants. Certificates will be 
awarded to those satisfactorily 
completing the course, 

Already initiated in Boston, Al- 
bany and New York City, the 
courses have elicited tremendous 
response from transportation and 
trucking circles, reports Dodge. 

Heralded in each case by local 
newspaper advertisements, they 
drew applicants far in excess of the 
number expected, he said, with 
nearly 1,000 enrolled in the Boston 
course and 200 in Albany. Mack’s 
New York City course opened with 
a student body of 3,700. 

“Thus, when these first three 
courses are completed, some 5,000 
men will have demonstrated their 
willingness to give up their eve- 
nings to broaden their education 
and increase their earning pow- 
er,” commented Dodge. “They will 
be able to face a Diesel engine 
with confidence.” 

Dates have already been an- 
nounced for openings at southern 
and midwestern points and sched- 
ules are being arranged for a 
steady progression of courses from 
coast to coast, he added. 


Trucks Credited 
For 43% of All 
Idaho Road Tax 


COEUR D’ALENE, Ida.—Idaho’s 
truck and bus industry employs 
more than 35,000 persons and its 
60,590 trucks and buses pay 43.6 
percent of the total highway use 
taxes in the state, it was declared 
by Bert Trask, manager of the 
Idaho Motor Transport Assn., in 
addressing the Coeur d’Alene cham- 
ber of commerce. 

Taxes now paid by the Idaho 
truck and bus industry total $5,- 
102,000, while 160,202 passenger 
cars pay a total of $6,593,000, Trask 
said. 

Strongly opposing higher regis- 
tration fees for large vehicles, 
Trask warned that heavier taxes 
might result in “taxing them out 
of existence.” 

Greater utilization of the high- 
ways was urged by Trask, who 
pointed out that in this way high- 
way revenue would be greatly in- 
creased. 





AUTOMOTIVE NEWS, the Newspaper of 
the Industry, read by everyone who counts 
in America’s No. 1 Industry . . . an esti- 
mated more than 100,000 readers weekly! 





__ TRUCK SECTION 


New York Survey 
Recommends Tax 


Hike for Trucks 


NEW YORK.—Lower automotive 
taxes for the private motorist, with 
a greater portion of the highway 
tax burden shifted to trucks, was 
recommended by the Citizens Pub- 
lic Expenditure Survey, of Albany, 
at a hearing conducted here by a 
state legislative committee on high- 
ways, canals and revenues, 

The citizens’ group made its pro- 
posal on the basis of a year-long 
survey by Griffenhagen & Asso- 
ciates, consultant in public admin- 
istration and finance. 

This study said there should be 
a readjustment of highway-user 
fees and “lightening the burden on 
the private motorist and general 
taxpayer, except under extreme 
spending conditions, by allocating 
costs on a basis of user benefits.” 

It was contended that passenger 
car payments are four times as 
great as heavy truck payments on 
a ton-mile basis. 

The civic group proposed that if 
road expenditures continued to in- 
crease, and there were no changes 
in the four-cent state gasoline tax, 
the scale for state license fees for 
a 3,100-pound car should drop from 
$15.50 to $6.41, 

It would at the same time in- 
crease the fees for the heaviest 
type truck from $172 to $1,059 and 
those for intercity buses from $81 
to $391. 


Indiana ¢ Orders Brake 


On Speeding Buses 


INDIANAPOLIS.—Indiana’s pub- 
lic service commission has launched 
a “crackdown” on speeding buses. 

Commission Chairman Hugh W 
Abbett ordered 153 intrastate bus 
companies to revise their time 
schedules after receiving reports 
that numerous buses have been vio- 
lating speed laws in order to meet 
deadlines. 


DO YOU 


NEED? 


PROVEN DEALER FORMS 


NEW CAR ORDER PADS 


“LET'S TRADE’ PROPOSALS 
A Real Sales Aid 


SALESMAN'S DAILY 
ACTIVITY REPORTS 


USED CAR ORDER PADS 


50-50" GUARANTEE and for 
“AS-IS" SELLING 


USED CAR CONTROL RECORD 
and SALESMAN’S REPORT 


"MY DAILY WORK" 


Salesman's Pocket-size 
Prospect Book 


FREE SAMPLES 


On Request 


Modern Selling 
Methods 


P.O. BOX 666 LOUISVILLE 1, KY. 


(NAME PLATES 


ELIMINATING ALL DIE COSTS 
Quontities as low as 100 may be 
ordered with original design for every 
job! Proof of design submitted for 
opproval. Heavily chrome plated. 
Write for details. 


New: PRECISION CAST... 


29th & McKean St& 
Phila. 45, Pa., Dept. 
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On the Financial Front... . 





Same Dividends Seen 
For Parts Shares 


By George Deery 
Associate Editor 

C= though there is a mixed 

outlook for the auto parts 
makers this year, dividend pay- 
ments are expected to be well 
maintained because disbursements 
to stockholders have been conserva- 
tive, on the whole, and capital 
outlays will be on a smaller scale 
than in 1949. 

Barring protracted customer or 
supplier strikes, declines in vol- 
ume and profits, in line with ex- 
pected lower motor vehicle pro- 
duction, are likely to be almost 
matched by gains which, in 
many cases, will reflect the ab- 
sence of special depressing fac- 
tors operative in 1949,” says 
Standard & Poor’s Corp. 

It anticipates that for the group 
as a whole, “the decline should not 
be serious, although a _ definite 
downtrend is expected in the last 
half.” 

* * > 


Ts uneasiest of the parts people 
will be those affected by possible 
shutdowns and the firms with 
crossed fingers as they see further 
developments along the line of 
Ford’s expansion of its stamping 
facilities. 

Segregating a group under the 
heading, “Selected Issues Merit 
Attention,” this advisory service, 
adds: “After a much sharper than 
average decline from the 1946 
highs, this group for a long period 
moved closely in line with the 
market generally. 

“Performance in 1949 was unim- 


Goodrich Net 
Off $3.6 Million 


Decline of 7.6 percent in the sales 
of B. F. Goodrich from the previous 
year is reported in a preliminary 
statement of the company’s 1949 
business. Net sales amounted to 
$387,918,386 compared with $419,- 
798,703 in 1948. 

After provision for all charges, 
including taxes and depreciation 
and after providing reserves of 
$4,000,000 for increased replacement 
cost of facilities, and $1,000,000 for 
foreign losses and other contin- 
gencies, net income amounted to 
$20,935,738, or $14.36 per share. The 
corresponding net income for 1948 
was $23,740,705, which amounted to 
$16.57 per common share, after re- 
serves of $8,000,000. 

7 


Looking Up 
White Betters Order Pace, 


Black Says 


White Motor in its annual report 
for the year ending Dec. 31, re- 
leased by President Robert F. 
Black, showed a net profit of $970,- 
653, equal to approximately $1.41 
per share. In 1948 White reported 
net profit of $3,426,352, equal to 
$4.98 per share. Net sales in 1949 
amounted to $77,398,860 as com- 
pared with $97,804,546 in 1948. 

Black stated that orders for 
White products during the current 
quarter of 1950 were coming in at 
a better rate than at any time in 
more than a year. 

White limited the reduction in 
the volume of its truck sales in 
1949, as compared with 1948, to 24 
percent, although industrywide 
sales of heavy-duty trucks from 
in the U. S. and Canada 
showed a decrease for the year of 
approximately 40 

* 





percent. | 
* . | 


Commercial Solvents Net 


Declines to $3,364,650 | 


Commercial Solvents Corp. re- 
ports consolidated net earnings for | 
1949 of $3,364,650, equal to $1.28 a 
share, compared with $5,443,237, or 
$2.10 a share, in 1948. 

Sales during 1949 were $33,347,682, 
compared with $41,533,864 during 
1948. The corporation sold a greater 
quantity of goods in 1949 than in 
1948, but a substantial decline in 
prices of a number of products 
caused the decrease in the dollar 
volume of sales with a consequent 
reduction in earnings, Theodore P. 
Walker, chairman, and Henry E. 
Perry, president, said. 


pressive, in connection with fears 
concerning earnings in the competi- 
tive market ahead. However, with 
this apparently discounted, recent 
action has improved. 

cf . * 


— of holdings in 
“strongly situated companies, 


including Bendix, Borg-Warner, 





Auto Stocks 


Mar. 20 Mar. 13 
Chrysler .......... 66% 64% 
0 ra 2% 3% 
General Motors .. 76% 74% 
SE c6n0ees ae 14% 18% 
Kaiser-Frazer .... 6 5% 
Nash-Kelvinator .. 17% 16% 
Packard .......... 38% 8% 
Studebaker ....... 30% 27% 
0 25 25 
Willys-Overland .. 6 6 
Average for -a — 
10 Stocks ...... 22.38 21.58 
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Bower, Doehler-Jarvis and Thomp- 
son Products is warranted; Libby- 
Owens-Ford is considered outstand- 
ing within the group,” the survey 
states. 

Discussing other companies in 
the parts field the advisory firm 
concludes that in some cases in- 
creases in sales and earnings are 
expected but in most instances, 
such as Bohn, Electric Storage 
Battery, F. L. Jacobs and Timken 
Roller Bearings, this will merely 
be the reflection of the absence 
of certain situations unfavorable 
to 1949 results. 

In contrast, in only a few in- 
stances, “including Motor Products, 
A. O. Smith, and Young Spring and 
Wire, will the expected uptrend 
stem from larger volume accom- 
panied by favorable spreads,” it 
predicts. 

* * om 
Good News 
Finance Firm Ups 

Dividend Rate 


Associates Investment Co. de- 
clared a regular quarterly dividend 
of $1 a share, payable March 31, 
to stockholders of record March 17, 
1950. 

“This represents an increase of 
10 cents over the previous quar- 
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WHITE REVEALS NEW "'SLEEPER 


Series for over-the-road tractor-trailer service, White Motor 
model “'sleeper'' cab in the same series for highway transport service. 


the firm. 


terly rate of 90 cents a share,” 
Chairman E. M. Morris pointed out. 
“This latest increase places the an- 
nual payment on a basis of $4 a 
share as compared to the preced- 
ing rate of $3.60 a share.” 

* * * 


Towmotor’s Sales, Net 
Recede from °48 Level 


Towmotor Corp., Cleveland, re- 
ported net profit of $652,671 in 1949, 
equal to $2.08 a share on the 313,- 








CAB''—Reporting wide acceptance of its new 3000 
Co. has announced a new 
This cab is only 
six inches longer than the standard cab, permitting use of short-wheelbase units and 
making possible additional payload advantages within highway weight limitations, reports 


582 common shares. In the preced- 
ing year profit was $903,285, or 
$2.88 a share. 

“While we believe that we se- 
cured a larger proportion of the 
lift truck industry’s total business 
than ever before, our net sales were 
$10,830,955 as compared with $14,- 
117,898 in 1948,” President Lester 
M. Sears states. 


AUTOMOTIVE NEWS, the Newspaper of 
the Industry, read by everyone wh») counts 
in America’s No. 1 Industry . . . an esti- 
mated more than 100,000 readers weekly! 


SPECIALISTS IN ALL TYPES OF STARTING 








(gh PEDAL STARTING fp 


ADDED SAFETY 


“Bendix 


STARTER 


DRIVE 


for Added Reliability... 


The extra safety of clutch pedal starting combined with the 
time-tested reliability of the Bendix* Starter Drive makes a 
sales combination that is hard to beat. Best of all, you can add 
clutch pedal starting at a lower cost with the Bendix Starter 
Drive than any other way. With a record of over 80,000,000 
installations, it's the best proved drive in the industry. In addi- 
tion, its compactness lets you mount starting motors almost any- 
where, giving greater flexibility of design. No matter which 
kind of engine starting you employ, specify Starter Drives by 


Bendix—specialists in all types of starting. 
ECLIPSE MACHINE DIVISION of 


ELMIRA, NEW YORK 


*REG. U.S. PAT. OFF 





AVIATION CoRPOoRATION 


Detroit Office: 8-212 General Motors Bidg. 
Expert Sales: Bendix International Division, 72 Fifth Avenas, N. Y. 11, N. ¥. 
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Sleeper Clause Grants Stiffer Penalties .. . 





FTC Gets More Power 


(Continued from Page 1) 


ply only to violations of oleo label- 
ing and advertisements. 

But it was brought out by Sen. 
George, chairman of the Senate 
Finance committee, that it would 
be applicable to all products. 

Sen. Aiken, Vermont Republi- 
can, sponsor of the provision, 
told the Senate that the broader 
effect was his intention when he 
offered it. 

W. T. Kelley, FTC general coun- 
sel, who is said to have written 
the amendment for Sen. Aiken, 
said that its principal value to the 
commission would be in the field 
of price fixing and continuing con- 
spiracies in restraint of trade. 

Kelley said the FTC has “hun- 
dreds” of cease and desist orders 
against firms charged with con- 
spiring and combining to fix prices 
or control production. 


“These orders involve many of 
the country’s basic industries,” he 
added, icine 


E SAID the Aiken amendment 

would permit, but not require, 
the federal courts to impose penal- 
ties “commensurate with the of- 
fense and more reasonably related 
to the advantages accruing to the 
defendants from the violation.” 


Business representatives in Wash- 
ington view the passage of the 
oleo bill with the “sleeper” amend- 
ment, and its signing by President 
Truman, as another victory for the 
Federal Trade Commission in its 
drive for more authority to enforce 
its rules of trade. 


This new FTC authority should 
have particular interest for any 


Action Delayed 
On Mich. Bill for 
3% U.C. Excise 


LANSING.—A bill introduced to 
the special session of the Michigan 
legislature to levy a3 percent excise 
tax on casual sales of used cars 
cannot be considered during the 
special gathering of the legisla- 
ture, it has been ruled by Attorney- 
General Stephen J. Roth. 


According to Roth, the proposed 
bill was “wholly inconsistent” with 
Gov. G. Mennen Williams’s recom- 
mendations on taxes and that the 
governor “neither in the call for 
the special session nor by his mes- 
sage has submitted as a possible 
subject of legislation the kind of 
legislation proposed.” 


Sponsor of the measure was Sen. 
George N. Higgins, a Pontiac deal- 
er in Ferndale, a Detroit suburb. 


Another bill introduced to the 
senate affecting automobiles is that 
of regulatng financing of the pur- 
chase of cars by placing a max- 
imum legal interest rate on such 
financing. 

Recommendations by Gov. Wil- 
liams in his message to the spe- 
cial session either directly or indi- 
rectly affecting dealers and auto- 
mobile sales are as follows: 

1. Enactment of a corporations 
profits tax. 

2. Diversion of $18,680,000 from 
the general fund for highway pur- 
poses. Money for highway con- 
struction at present comes from 
gasoline taxes and car licenses. 

3. The maximum finance charge 
on automobiles purchased by con- 
sumers, which has already been 
introduced. 










AUTOMOTIVE NEWS 


BINDER for 
Automotive News 


ANSWERING many requests from our 

readers for a semi-permanent binder to 
retain this publication for ready--reference. 
Only recently have we been able to secure 
a quality binder which will stand the gaff 
and which we can recommend. This binder 
is covered with black Levant leather cloth, 
stiff sides, holds 26 issues of Automotive 
News in removable metal blades. Price $7.50 


postpaid to our subscribers. ~ 
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motor car dealers who may be 
guilty of any “packing” charges 
in the sale of automobiles on 
time. 

While the trade practice rules 
proposed by the FTC to cover au- 
tomobile installment sales are still 
“under consideration” and may 
never become effective, the com- 
mission still can make trouble for 








U.S. Prosecutors 
Sued by Tucker 
For $1 Million 


CHICAGO.—Charging vindictive 
prosecution, Preston T. Tucker 
last week sued his fraud prosecu- 
tors, four SEC officials and a pri- 
vate attorney for $1,000,000 dam- 
ages. 

Named defendants were Otto 
Kerner jr., U. S. district attorney 
of Chicago; Lawrence J. Miller 
and Robert J. Downing, assistants 
to Kerner; Luis Kutner, attorney, 
and the following SEC officials: 


Harry A. McDonald, commission 
member; William G. Kelly, Chicago 
regional attorney; Thomas _  B. 


Hart, Chicago regional officer, and 
James E. Murnane, accountant. 

In an appearance before Austin 
Hall, bankruptcy referee, mean- 
while, the Tucker Corp. president 
again professed faulty memory 
when questioned by Norman Nach- 
man, attorney for trustees. 

The case in point this time con- 
cerned $15,000 out of a total of 
$25,000 paid by two dealers for a 
franchise. Nachman asked why 
this sum was placed in Tucker’s 
personal account. Tucker replied 
that he could not remember the 
detaiis. 


Nachman brought out that the 
two dealers, Alexander Sak and 
Steve Wojas, who paid Tucker 
Corp. $25,000 for their franchises, 
received their money later, al- 
though Tucker Corp. records 
showed only $10,000 was received. 

With reference to McDonald and 
his SEC assistants, it was charged 
that they used the influence of the 
government position to conduct a 
“smear” campaign before the trial; 
acted “with blind obedience as a 
stooge” for Sen. Ferguson of Mich- 
igan, who himself was a “repre- 
sentative of the auto tycoons in 
the United States Senate,” and 
made it possible for the Detroit 
News to publish portions of the 
secret SEC investigation preceding 
the grand jury indictment. 


Packard Boosts 


Doonan in Dallas 


DETROIT.—V. E. Doonan has 
been promoted to manager of Pack- 
ard’s Dallas zone, according to 
Karl M. Greiner, sales vice-presi- 
dent. 

Doonan, 48, had been assistant 
manager of the Dallas zone since 
last August. He succeeds C. M. 
Ritchey, who assumes other re- 
sponsibilities in the Packard field 
organization. The new field execu- 
tive has a background of nearly 
25 years in the automotive field. 


Burgess-Corbett 
Burgess-Corbett Motors, Inc., 
Laurinburg, N. C., has been organ- 
ized with capital stock of $100,000. 
Principals are A. R. Burgess, Oscar 
Corbett and Irene Burgess, all of 
Laurinburg. 






any dealer found engaging in “de- 
ceptive” practices if his operations 
are found to be in commerce. 

+ + ” 


— TRADE practice rules were 
proposed by the FTC as a vol- 
untary action on the part of new 
and used-car dealers, with the 
thought that they would police 
themselves. If they don’t want to 
do that, an FTC spokesman told 
this correspondent, the commission 
will proceed to bend greater effort 
to locate deceptive practices in car 
selling extending to interstate oper- 
ation and issue a complaint. If 
charges are substantiated, a cease 
and desist order will be issued, and 
if the practice continues the next 
step will be in a federal court. 


With its new authority the 
FTC can make it very costly for 
a dealer found guilty of packing 
hidden costs into an installment 
sales contract, 


And here in Washington it is 
widely believed that the FTC in- 
tends to step on such practices 
where it can, and will institute a 
campaign to find them. 


At FTC headquarters the hope 
is expressed that the dealers them- 
selves will act to stop a practice 
that the commission is convinced 
is widespread. FTC officials hope 
that the many reputable dealers 
who do not engage in such prac- 
tices will be able to influence the 
situation so that the federal au- 
thorities will not have to step in. 

* * 


UT whether or no, the FTC is 

determined to halt the packing 
of finance charges where it is 
practiced, and those who are in- 
volved can mark that down for 
a fact and ponder the cost if caught 
and proven guilty. 

Concerning the Aiken amend- 
ment, Sen. George said he sees 
no danger to legitimate business 
in it, but that it is a menace to 
illegitimate operation. 

On the other hand, Sen. Taft ex- 
pressed the opinion that the courts 
would not penalize firms for each 
day they violated FTC orders. 

According to the National Assn. 
of Manufacturers, “the FTC has 
succeeded in its brazen bid for 
more power Over industry and, as 
a result, harsh new penalties may 
be imposed for violation of the 
agency’s orders.” 








Letterbox 


(Continued from Page 4) 


suggested factory letter to a 
dealer who has sold new cars 
to a used-car dealer follows: 


Hometown Automobile Dealer, 
Hometown, U. S. A. 
Dear Sir: 

We regret exceedingly that we 
issued you more cars last month 
than you could profitably handle 
and that it was necessary for you 
to sell some of these cars to other 
than our franchised dealers, 


We have instructed our car dis- 
tributor to reduce the shipment of 
new cars to you for this month 
by automobiles so that it will 
not be necessary for you, in the 
future, to distribute these cars 
other than at retail. 


In an effort to assist you and 
cooperate with you to get your sell- 
ing organization to the point where 
you can represent and adequately 
retail our products, we are sending 
our new car and used car promo- 
tion representatives to spend two 
weeks with you. 

These men will line up a program 
and assist you in ordering such 
signs, direct mail advertising, and 
other equipment that you will need 
to get your organization in shape. 

We know that you will be glad 
to cooperate with these representa- 
tives to the end that we can get 
your organization in a position so 
that you can merchandise cars in 
line with our national average as 


shown by the company percent of 9 


price class (figures attached here- 
to). 

If there is any other assistance 
We can give you, please do not 
hesitate to call on us. 

John J. Smith, 
Zone Manager. 
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STERNER DISPLAYS CHEVROLET TRUCK MODELS—A graphic miniature-truck display has 
been assembled by Sterner Chevrolet Co., Red Lion, Pa., and is on exhibit at the dealership. 
All truck models sold by the dealership have been reproduced on a huge display board 
containing circular roads with telephone poles, signs and other highway markers. Robert 


Sterner (left), owner of the dealership, is shown presenting E. D. 


arner, fleet operator, 


a replica of one of the Chevrolet units in his fleet. 





Response to ‘Unity’ Ad 
Pleases Dealer Price 


(Continued from Page 1) 


of Chrysler Corp. to join him in 
forming a permanent association 
aimed at securing “recognition” 
of the importance of their invest- 
ments and the interests of em- 
ployes in disputes that idle Chrys- 
ler Corp. plants. 

While he said that it will take 
several days to gauge the extent of 
the response to the organization 
proposal, Price expressed gratifica- 
tion at the tenor of the response 
he had received, both by mail and 
wire, and he indicated that he had 
been sufficiently encouraged by the 
replies received “48 hours after 
Automotive News reached dealers’ 
desks Monday” to follow out his 
plans. 

* + ” 

N A STATEMENT issued 

Wednesday (March 22), Price 
said that 35.4 percent of the states 
were represented by returns re- 
ceived as of noon Wednesday. He 
added that “99 percent of the re- 
ports were favorable, as only one 
dealer searched for a reason to 
object.” 

Price’s statement said further: 

“Dealers are unanimous in their 
belief that such an organization 
can help future relations between 
Chrysler Corp., the United Auto 
Workers-CIO and the dealer or- 
ganization. 

“In a telephone conversation with 
a Chrysler Corp. official Tuesday, 
there was no expressed objection to 
the organization of Chrysler Corp. 
dealers. 

+ * * 
““MHERE could be some difference 
of opinion,” the statement con- 
tinued, “as to the timing of the 
plan to organize, but dealers have 
never found business misfortunes 
occurring at an opportune time.” 

“It is anticipated that in the first 
week, 90 percent of the states will 
be represented by a satisfactory 
number of dealers in each state. 

“The organization of this asso- 
ciation has long been overdue. 

The customer, the employe and 

the dealer will find reason to 

appreciate the results of this 
representation. 

“The results of the first week or 
10 days will determine organization 
plans; possibly a more concerted 


Miki 


program will be handled through 
representative dealers in each state 
in order to secure the same cover- 
age that has resulted from the 
Texas area.” 
* - +. 
price explained that some 700 
letters were written to Chrysler 
Corp. dealers in Texas outlining the 
organization proposal. 

Price announced that approxi- 
mately half of the dealers who 
have responded have volunteered 
larger contributions to the fund 
of the proposed association than 
the $1-per-employe basis he sug- 
gested. 

In statements to the press since 
his original proposal was made, 
Price explained that it is his pur- 
pose to bring the weight of the 
dealers into labor-management 
wage contract disputes to the end 
that “after” wage contracts are 
signed, the dealer organization will 
have greater assurance that the 
contracts will be carried out with- 
out production stoppages before the 
tenure of the contracts has expired. 

a - o 


RICE said he wished to make it 

clear that his proposal was not 
an attempt to suggest to either the 
corporation or the union how they 
should conduct their affairs nor 
would the organization be con- 
cerned with the wage terms of 
union contracts. 


Schroeder Heads 
Reo at Lansing 


LANSING.—Appointment of Jo- 
seph Schroeder as manager of the 
Lansing branch 
of Reo Motors, 
Inc., has been an- 
nounced by A. L. 
Struble, manager 
of branches. 

Schroeder form- 
erly was manager 
of the Des Moines 
branch of Trail- 
mobile Co., a po- 
sition he held for 
six years. 

He is well 
known in truck and trailer circles. 





Joseph Schroeder 
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INTERNATIONAL CUTS PARTS.BIN MOVING TIME IN HALF—Smooth operation of the 
International truck shown is said to have helped reduce moving costs and time by more 
than half when International Harvester's Chicago industrial parts depot broke with prec dent 
during the depot's recent removal and transported full loaded parts bins to a new lox ation 


at 3150 W. 36th Place. 


followed, 
assembled. The process took only 10 days. 


Estimating that it would be from a month to six weeks before the 
depot could again do business if the traditional practice of disassembling the bin 
officials of the depot decided to move the 38 


was 
rows of bins loaded and 
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TRUCK SECTION 


GM, Packard to Follow Chrysler... 





Pension Funds Vary 
At Ford, Nash 


(Continued from Page 1) 


representing the corporation and 
the union were closeted in continu- 
ous sessions with federal and state 
mediators. 

Indications were that final agree- 
ment on the funding detail of the 
Ford pension plan had opened the 
way to a Chrysler accord. Nego- 
tiating committees at Chrysler 
were reduced to a quartet apiece 
three days after the Ford pact was 
announced. 


And just as Ford and the union 
were making known their com- 
pact, Chief Federal Mediator Cy- 
rus S. Ching was conferring in 
New York with Chrysler Vice- 
President Herman L. Weckler 
and Labor Relations Director 
Robert W. Conder. Ching pre- 
viously had discussed the strike 
with UAW President Walter P. 
Reuther. 

The fact that the union dropped 
its cents-per-hour pension “kitty” 
demand at Ford was construed as 
a significant compromising retreat 
by the union. 

Ford now, and probably Chrysler, 
will be under no obligation to keep 
pitching a specific amount of cents 
per hour into the pension fund. All 
Ford has to do, for the next five 
years at least, is keep enough cash 
in the fund to pay off all past and 
current pension liabilities. 

+. +. * 

paar an as the Big Three are 

concerned, it was pointed out, 
Reuther evidently is prepared to 
accept this type of plan in lieu 
of a funding scheme financed by 
fixed contributions of so many 
cents per hour per worker. 

Nash and Kaiser-Frazer, how- 
ever, have pledged themselves to 
build up a pension and insurance 
fund through cents-per-hour con- 
tributions. 

It is estimated that the new 

Nash welfare plan will require 
an outlay by the corporation of 
$5,200,000 a year. Nash, which 
has 25,000 workers in five unions, 
will pay 7.4 cents per manhour 
for pensions and 2.6 cents for in- 
surance. Insurance will cost each 
Nash worker 1.7 cents an hour. 

K-F is expected to complete the 
financing details of its plan when 
volume production is resumed later 


this year, but Chairman Henry J. 
Kaiser has announced a cents-per- 
hour kitty will feature the scheme. 
Prospects that social-security pay- 
ments will be increased this year 
were acknowledged as a factor in 
the post-negotiation pension talks 
between Ford and the UAW. 
Chrysler, Ford, K-F and Nash 
all have agreed to pay each pen- 
sioner the difference between $100 
a month and what he gets from 
social security. In GM’s case, the 
union will hoist its monthly demand 
to $125, including social security. 
+ * + 
— new Ford agreement makes 
it plain that in the event the 
government boosts its social-secur- 
ity payments and Ford’s share of 
the $100 is proportionately reduced, 
the company will whittle down its 
contributions to the pension fund. 
For the rest of this year, though, 
Ford will pay 8% cents an hour per 


worker into the fund, company 
spokesmen said. Thereafter, he 
added, the company’s payments 


will be determined on the basis of 
subsequent developments. 

As a further safeguard, Ford in- 
duced the union to acquiesce to the 
following two clauses in the pen- 
sion pact: 

“The company shall be _ re- 
quired to make in any year no 

contribution in an amount which 
is greater than the amount which 
is deductible for tax purposes 
in that year. 

“The company shall not be ob- 
ligated to make additional pay- 
ments to the fund to make up de- 
ficiencies in any year arising from 
depreciation of the securities in the 
fund resulting from abnormal con- 
ditions.” 

* * . 


OINT boards composed of com- 

pany and union representatives 
will administer the Ford and Nash 
pension funds. 

If federal old-age benefits are 
boosted, Nash and the UAW will 
set up a joint committee after July 
1, 1952, to study the effect of such 
action on the pension fund. The 
Nash pension plan has a five-year 
duration, although the company- 


What Liberty means to 
Eleanor Roosevelt 


“Real liberty,” says Eleanor Roosevelt, “can exist only as 
long as the control of the Government remains in the 


hands of the people.” 


Read Mrs. Roosevelt’s engrossing and thought-provoking 
article in the April issue of LIBERTY. It’s something no 
freedom-loving American should miss. 


There are many other interesting articles, exciting fic- 
tion stories, and special features in this great new issue, 
too...including one on the fabulous possibilities of elec- 
tronics in the future...the use of psychoanalysis in pre- 
venting divorce...why industry is developing new-type 
bosses... why labor is the world’s first defense against 
Communism... LIBERTY’S outstanding Home Section de- 
voted to the problems of your family; and the exciting, 
humorous condensation of “Raising A Riot,” by Alfred 


Toombs. 


So don’t miss out. Get your LIBERTY today. 


Libert 


NOW ON SALE AT ALL NEWS STANDS 
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AN ALL-STUDEBAKER TRUCK FLEET—The All-Studebaker fleet of gravel trucks owned by 


Monroe Sand and Gravel Co., Monroe, La. 
neighboring highways singly or in groups. 
orange bodies and wheels. 


intendent of the gravel company; Joseph H. 


presents a striking appearance traveling the 


The vehicles are painted green and have bright 
Shown in the photo are, left to right, M. S. Carroll, super- 


Monroe, truck sales manager for Central 


Auto Sales, and Pete Godwin, partner in the dealership. 





union contract can be reopened 
on non-pension economic issues in 
July, 1951. 

Leonard Woodcock, director of 
the UAW-Nash department, em- 
phasizes that “the company is com- 
mitted to paying the equivalent of 
seven cents an hour per worker 
into the pension fund for every 
hour worked, including holidays 
and vacations.” 

This payment will continue for 
the life of the pension agreement, 
even though federal social secur- 
ity benefits may be increased, he 
noted. 

Nash reserves the right to sub- 
mit the pension plan to its stock- 
holders any time up to April, 1951. 
If it is rejected by the stockholders, 
the company can terminate the 
pension agreement on 90 days’ 
notice. 

“We in the UAW-CIO,” Wood- 
cock said, “believe that the Nash- 
Kelvinator Corp. is to be com- 
mended for stepping up to its re- 
sponsibilities to its workers, to the 
people of the communities in which 
it operates and to the nation by 
meeting the established economic 
pattern without being forced to do 
so by strike action.” 

Of course, Woodcock erred some- 
what in referring to the “estab- 
lished economic pattern.” For at 
the same time, Ford and the union 
were agreeing on a plan clearly 
exempting the company from a 
frozen cents-per-hour payment into 
the pension fund, in contrast to 
the Nash arrangement. 

* * * 

HUS, the pension settlements 

show a mixed trend to date in 

the auto industry. It looks as if 
no “formula” can be applied in the 
industry, as such, because retire- 
ment conditions differ so sharply 
by companies. 

Fourteen percent of the Packard 
hourly-rated work force, for ex- 
ample, are veterans of 25 years’ 
service or more. This percentage 
is believed to be the highest in the 
industry. 

Packard’s pension discussions 
have been hanging fire because of 
the absence of Norman Matthews, 
the UAW’s chief Chrysler and Pack- 
ard negotiator. Matthews is ex- 
pected to renew Packard discus- 
sions upon. settlement of the 
Chrysler strike. 

The important contract confer- 
ences between GM and the union 
are scheduled to begin early in 
April. GM faces a contract expira- 
tion date May 29. 

Hudson and Studebaker negotia- 





Illinois Dealers 


Slate Conclave 
Apr. 17 in Quincy 


PEORIA, Ill.—The Illinois Auto- 
motive Trades Assn. will hold its 
annual convention Apr. 17-18 at the 
Lincoln-Douglas hotel in Quincy, 
association officers announce. 


M. Robert Deo, NADA managing 
director, 
main speaker. 

Other addresses will be delivered 
by John W. Stokes, dealer tax coun- 
sel; Robert D. Morgan, labor law 
consultant; Seymour Lewis, coun- 
sel for the Illinois dealer group, 
and Thomas W. Rogers, executive 
vice-president of the American 
Finance Conference. 

Election of officers will be held 
after a luncheon on the second day 
of the parley. 


is scheduled to be the 





scheduled 








tions are later this 
spring. 

Firestone and the United Rubber 
Workers-Cl0 also announced agree- 
ment on a $100-a-month pension 
plan last week. B. F. Goodrich and 
Goodyear had launched pension 


plans previously. 


GM Officials Get 
Stock Dividends 


For Past Services 


WASHINGTON. — Several top- 
ranking officials of General Motors 
have received blocks of the cor- 
poration’s common stock as com- 
pensation for past services, accord- 
ing to a Securities and Exchange 
Commission report. 

Charles E. Wilson, president, re- 
ceived 590 common shares, raising 
his total to 6,350 shares. Harlow 
H. Curtice, executive vice-president, 
received 506 shares, raising his 
holdings to 3,354. He sold 500 
shares of this stock the day after 
receiving the special compensa- 
tion. 

Vice-President Paul W. Garrett, 
director of public relations, was 
given 185 shares to raise his total 
to 773. M. E. Coyle, executive vice- 
president, received 531 shares, put- 
ting his holdings at 1,997, and 
Harry J. Klingler, in charge of 
Pontiac, got 354 shares, giving him 
a total of 6,412. 

The report also said that Walter 
P. Chrysler jr. sold 200 shares of 
Chrysler Corp. common stock, re- 
ducing his holdings to 1,260 shares. 

The SEC report covered the pe- 
riod from Jan. 11 through Feb. 10. 







Fume-Free Air... 


MONOXIVENT 


EXHAUST ELIMINATING FIXTURES 


You'd be surprised at what an improvement 
there is in mechanic efficiency and morale 
when you take the toxic carbon monoxide 
away from the air they breathe. And when 
it comes to eliminating exhaust fumes, you'll 
be equally surprised at how conveniently, how 
efficiently it's done with Kent-Moore’s J 2980 
MONOXIVENT Set. It's designed for use with 
underfloor exhaust eliminating systems . . . 
features a special tailpipe adapter, an asbestos 
packed stainless steel tube, and a virtually 
airtight floor outlet assembly. Smart idea there 
too. You see, the adapter and tubing slip down 
into the underfloor duct for safe keeping when 
not in use. Fully protected, can’t get lost or 
“borrowed”. And it gets rid of unsightly hoses 
hanging from overhead. Important, too, from 
a cost point-of-view, is the simplified installa- 
tion. Readily installed in an upturned “Y" 
section of the main underfloor duct. No indi- 
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Rochester Opens 
First Auto Show 


In Nine Years 


ROCHESTER, N. Y.—Rochester’s 
first automobile show in nine years, 
the 35th in a series sponsored by 
the Rochester Automobile Dealers’ 
Assn., opens today (March 27) at 
Main St. East Armory. It will con- 
tinue through Apr. 1. 

Edward C. Schoen, RADA sec- 
retary and show manager, said 
the presentation will enable Ro- 
chester area residents to see all 
makes of 1950 cars under one roof. 

Cars on display are Buick, Cad- 
illac, Chevrolet, Chrysler, DeSoto, 
Dodge, Ford, Hudson, Kaiser, Lin- 
coln, Mercury, Nash, Oldsmobile, 
Packard, Plymouth, Pontiac, Stude- 
baker and Willys-Overland. 

In addition to the automobiles, 
there are exhibits of cutaway en- 
gines and accessories. The armory 
is decorated in a blue and gold 
motif. 

RADA officers, in addition to 
Schoen, who are taking an active 


part in directing the show are: 
President, A. H. Bartlett; vice- 
president, W. G. Herpich, and 
treasurer, E. J. Horton. 


The officers also are directors 
of the association together with 
John H. Heinrich, Arthur C. Loh- 
man and John C. Dorschel. 


Miami Dealers 
Plan Auto Show 
For Apr. 24-30 


MIAMI.—Florida’s first automo- 
bile and truck show in several 
years will be held Apr. 24-30 in the 
Dinner Key auditorium here, it is 
announced by the Miami Automo- 
bile Dealers Assn., which will spon- 
sor the event. 

Arrangements for the show are 
being handled by Ray Chamber- 
lain, NADA convention manager. 


Two Arizona Officers 


Visiting Every County 

PHOENIX, Ariz.—Frank Daw- 
son, president of the Arizona Auto- 
mobile Dealers Assn., and C. A. 
Steinhoff, executive secretary, are 
personally visiting every county in 
Arizona during the spring mem- 
bership drive. 

They plan to complete the mam- 
moth project by mid-April. 


IMPROVES 
MECHANIC 
EFFICIENCY 





vidual “T's” or branch ducts required. Keeps 
cost to a minimum for any underfloor system. 





So if you're looking for effective means of 
eliminating exhaust fumes at low installation 
cost, write today for complete information on 
the Kent-Moore J 2980 MONOXIVENT. 


KENT-MOORE ORGANIZATION, inc. 


GENERAL MOTORS BUILDING © DETROIT 2, MICHIGAN 


Engineers and Manufacturers of Special 
Automotive Service Tools and Equipment 


K’ Sales and Service Engineering Represent. 
IM) otives in Principal Cities Coost-to-Coast 
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Fruehauf’s Allman Says: 





Cooperation on Roads 
Will Help Trucking 


DETROIT. — Closer cooperation 
between engineers who build high- 
ways and bridges and engineers 
who design motor vehicles would 
do much to dissipate the notion 
that each is out 
of sympathy with 
the problems of 
the other. 

L, C. Allman, 
vice - president 
of Fruehauf 
Trailer Co., De- 
troit, has ex- 
pressed the 
opinion that 
the public in- 

: terest would 
L. ©. Allman best be served 
by @ free exchange of views 
between the two groups. 

For one thing, he said, both 
might find their interests lie in the 
same direction, For another, he 
added, it is entirely possible that 
as a result there would not be so 
great a disparity in the regulations 
which the various states impose on 
motor vehicle traffic. 

“The forces which influence the 
engineers who design motor ve- 
hicles are those which indicate a 
given type of vehicle will better 
serve the interests of the people. 
The modern truck-trailer with 
huge tires to cushion a load, with 
tandem axles to better distribute 
weight is a good example of pro- 
gress in automotive engineering. 
Highway freight once was hauled 
by heavy trucks without springs 
and on solid rubber tires. 

“The highway engineer, on the 
other hand, has problems of his 
own, not the least of which in- 
volves building highways which 
are expected to last a quarter of 
a century and some bridges 





Mr. Dealer! 


Here’s the item 
that Helps to sell 
More New and 
Used Pickups 





the NEW, 1950 
REMOVABLE 


» 







Now you can put new life into 
pickup truck sales—new or used 
—with the popular Removable 
Caravan Top. " 

Practically every pickup owner 
or purchaser needs protection for 
hauling loads and still wants the 
utility of the open pickup. 

This is all possible with Caravan 
Top! Made of sturdy aluminum 
alloy frame with waterproof and 
mildew resistant heavy duck cover 
—one man can remove or install 
in minutes. 

New patented hold-down plates 
keep the cover snug and trim. 
Plastic window for plenty of 
rear vision. 


ZIPPER BACK OPENING 
Two husky slide fasteners hold 
each side of rear curtain. Can be 
rolled and held in up position. 

ALUMINUM ALLOY FRAME 


By loosening four corner nuts, top 
and frame are quickly removed 
as one unit. Easy to assemble 
and install. 


WRITE TODAY FOR LITER 


TURK 


South 
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1126 Mishawaka Ave. @ 


$8920 





which are required to last three 
times as long. He could profit by 
close cooperation with the auto- 
motive engineer by learning what 
types of vehicles are on _ the 
drawing board and what objec- 
tives automotive engineers are 
trying to achieve.” 

Allman said that in reality ve- 
hicles are not built for the high- 
way; highways are built for the 
vehicle. That is why it is necessary 
for the highway engineer to know 
what is going on in the automotive 
industry, he said. 

“If this were not true,” Allman 
pointed out, “the automobile indus- 
try, as we know it today, would 
not exist. We would still have ve- 
hicles of 1910 vintage, 

“Automotive engineering genius 
puts no lid on the progress of 
highway engineering and it is 
absurd to assume that highway 
engineering should restrict the free 
development of motor vehicles by 
failing to provide highways fully 
capable of serving motor transport. 

“The full use of some highways 
by the motor transport industry 
is prevented by bridges. These 
bridges, engineers tell us, may last 
75 years. Who knows what the size 
and weight of vehicles will be a 
half century from now? 

“Some of these bridges can- 
not now support the legal weight 
limits allowed by the state, Yet 
so long as that bridge remains in 
service, it establishes the weight 
limit which is practical on that 
road. And this seems incompre- 
hensible to some of us. 

“Closer cooperation between 
highway and automotive engineers 
might prevent a recurrence of this 
situation and, if it does, the public 
will be better served.” 





Complete cover and 
frame for 4 ton 
model 


LIST PRICE 






fate and Fed. Taxes Extra 


These 
PICKUP OWNERS NEED | 
CARAVAN. TOPS 





FARMERS ELECTRICIANS 
TRUCK GARDENERS PAINTERS 
CONTRACTORS PLUMBERS 
RETAIL STORES GARAGES 


MANUFACTURERS RENT-A-TRUCK 
AND MANY OTHERS! 
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‘CALIFORNIA, HERE WE COME'—This is the theme song at present of Hull-Dobbs, Ford 
dealer with headquarters in Memphis. Jimmie Dobbs (right) confers with George Peck, 
who manages Young-Johnson Ford dealership in Long Beach, Calif. It has been one of South- 
ern California's Hull-Dobbs operations since the first of the year. Jimmie Dobbs admits that 


he is for expanding his organization in Southern California. 





Epitor’s Note: The expanding 
chain of Hull-Dobbs dealerships 
has inspired a good deal of criti- 
cism in the auto industry. In this 
interview Jimmy Dobbs, presi- 
dent, gives his side of the story. 


By Slim Barnard 
Staff Correspondent 


LOS ANGELES.—Jimmy Dobbs, 
that talkative business man from 
Memphis, has been in Los Angeles 
for 10 days expounding his com- 
mon-sense ideas. 

He’s president of Hull-Dobbs Co., 
largest Ford dealership in the 
world, and he’s been out here, 
frankly, to add a few companies 
to his chain. 

Before coming to Los Angeles, 
Dobbs’ company sold more Ford 
cars, parts and service than any 
other firm in the world—and has 
been doing it since 1938. During 
1949 Hull-Dobbs sold approxi- 
mately 35,000 new Fords. 

Hull-Dobbs either owns outright, 
or manages for other operators, 13 
Ford dealerships and seven Lin- 
coln-Mercury outlets. 

When the company moves into 
a new spot, the feathers begin to 
fly. Competitors have become so 
angered on occasions they have ac- 
cused Hull-Dobbs of unfair deal- 
ings. 

Jimmy Dobbs just laughs. 

“Trouble with these fellows is 
they don’t like to work,” he says. 
“Most dealers made money with 
ridiculous ease in the last six 
or seven years. The picture has 
changed now, but they haven’t 
changed with it.” 

Dobbs says he hasn’t any secrets. 

“We're not any smarter than the 
other fellow,” he commented. “Our 
success is just hard work. And, 
while we are at it, we have a lot 
of fun.” 

There is not much doubt, after 


Railroad Pressure 
Blamed for N.J. 
Truck-Curb Bills 


TRENTON, N. J.—State legisla- 
tive proposals to restrict truck 
weights and increase truck license 
fees have “active encouragement 
from the railroad lobby at Trenton,” 
it was charged by Daniel J. Crecca, 
executive manager of the New Jer- 
sey Motor Truck Assn. 

Crecca asserted he has 
sive 
spending money to promote re- 
strictive truck legislation because 
they fear the competition from less 
costly motor freight 
tion.” 

Although assailing what he called 
“railroad stooges,” Crecca credited 
| State officials with acting in good 
faith in their preparation of legis- 
jlation to set an axle-weight limit 
|}of 20,000 pounds and to increase 
fees. 

“While our association is opposed 
to the pending axle weight and 
increased fees bills,” he _ said, 
“neverthless we recognize they 
were prepared in good faith by 
state officials sincerely trying to 
perform their sworn duty. 

“However, the agitation for 
higher license fees and lower pay 
loads has been planted and culti- 
vated by the railroads for many 
years and at last is bearing fruit.” 


“conclu- 
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Dobbs Tells His Story 


Success Based on Hard Work, Common Sense, 
Says World’s Top Ford Dealer 


| 
| 
| 








talking with Jimmy Dobbs, that 
the whole Hull-Dobbs formula is 
incentive, 

“We make our people work,” he 
said, “but they profit by it. Take 
our salesmen, for instance. They 
are required to make five street 
contacts a day and to write in 
longhand 20 postal cards to poten- 
tial customers. Having sold a car, 
they are obliged to telephone the 
owner five days in a row asking 
if everything is satisfactory. 


“They don’t have to account 
where they have spent their time 
during the day. We know by the 
sales they make, and if a sales- 
man can’t make $1,000 a month 
with us, he isn’t trying.” 

A key to the Hull-Dobbs success 
is an item they call the “daily 
operating control.” 

“We put down our fixed expenses 
by the day,” explained Dobbs, “and 
we can tell to the hour when we 
have met them, From that point 
on we are making money. If we 
can’t sell a used car within 15 
days, we write if off as a total 
loss. It doesn’t show on the books 
until it is sold. Money in the bank 
is profit, not value tied up in 
stock.” 


Getting back to incentive, Jimmy 
Says it isn’t limited to salesmen 
only. It goes all through the deal- 
ership. 

“For example,” he said, “in one 
of the companies we manage we 
turned towing of cars over to 
the man who had been doing it. 
We rented him the two trucks, 
told him to operate them and 
pay all the expenses and give us 
a percentage of profits. 

“In less than a month he doubled 
his income and we received a larg- 
er net. He solicited the police de- 
partment to call him on wrecks, 
contacted neighboring small ga- 
rages which didn’t have tow trucks 
and promoted their tow jobs. 

“He was in business for him- 
self.” 

The service business is another 
department which Jimmy Dobbs 
claims needs a lot of attention but 
the dealer’s cost of repairs must 
come down at least to the con- 
sumer. Dealers are forcing car 
owners to patronize shade tree 
garages because of the high costs 
of doing business with many au- 
thorized dealers. 

This must be done, stated Dobbs, 
not by reducing the earnings of 


a |the mechanic, but by closer exec- 
proof that the railroads are | , 


utive supervision over him, thus 


eliminating repairs made by pencil | 
only. 
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CHEVROLET-OLDSMOBILE DEALER IN GOSHEN, N. 
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What’s Become of... 


NE of the most famous of 

the auto body builders is 
H. Jay Hayes, who is still active 
today as an auto manufacturer's 
agent. Hayes lives in Forest 
Hills, N. Y. 

Hayes recalls that he was 
forced into the auto business. 
It happened back in 1898 when 
he managed a bike shop in 
Cleveland. One day a repre- 
sentative of Locomobile from 
Bridgeport, Conn., saw a bi- 
cycle lamp on display in Hayes’ 
shop. He thought the lamp 
could be used on his car, which 
he was going to demonstrate 
to Cleveland millionaires. 
Hayes was invited to attend 
the demonstration, Soon auto 
owners forced him into the 
auto business. 

+ 





. + 

— was no such thing as 
loading cars with accessories 

in those days. Nearly everything, 





ONE OF FIRST STEEL BODIES—Here is 


H. Jay Hayes, once head of Hayes Body 
and Hayes-lonia, at the tiller, with his 
brother, J. C. Hayes, in one of the first cars 
with a steel body. This picture was taken 
in 1900 in Fowlerville, Mich., during a trip 


across the state. It took five days to motor 


105 miles. 


except the engine and chassis, 
had to be purchased as extras. 

Hayes recalls that in the 

early days there was consider- 
able fear of fire due to open 
exhaust and wooden bodies. 

He built the first steel body 

for the three-wheeled Eastman 

Electric in 1898. 

A little later he created a sen- 
sation at the first Chicago auto 
show in 1900 by pouring gaso- 
line on the back of his car, 
setting fire to it and driving it 
around the judges’ stand. 

+ + + 
JrENDERS came along about 

1902 when Hayes was asked if 
he could put something on the 
Curved-Dash Olds to keep mud 
from splashing up on the car 
passengers, 

Hayes first met Ford in 1898 
when the battery of Hayes’ elec- 
tric car ran down in Detroit. 
Ford, then working for the De- 
troit Edison Co., charged the 
battery. A little later Hayes ran 
into Ford on a street car. (Guess 
personal transportation wasn’t 
too certain in those days.) 

Ford said he wanted Hayes 
to build some bodies for him. 

“Got any money?” Hayes 
asked. 

“Nope,” said Ford, “but I'll get 
some.” 

He did. 





Daylor Adds Cadillac Line 

Daylor Chevrolet, Inc., Wamego 
Kans., has taken the Cadillac deal- 
ership for the Wamego territory 
The firm which also handles Olds- 
mobile and Chevrolet cars is plan 


| ning an extensive building program 








Y.—James W. Stanton, Inc., we 


started in 1925. The company. cise has a Chevrolet-Oldsmobile outlet in Port Jervis, N. Y 


and a Chevrolet-Oldsmobile- 


dillac dealership in Wurtsboro, N. Y 
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Car Production Estimates 


By Automotive News 
PASSENGER CARS 























(U. S. PRODUCTION ONLY) 
Week Week dan, 1 dan, 1 
Ended Same Ended March, to to 
March 25, Week, March 18, 1950 March 26, March 25, 
1950 1949 1950* to Date 1949* 1950* 
CHRYSLER 17,046 180,470 95,531 
CR FEIOE nc cssseivssassccssccsen cncsesses 2,050 24,884 12,698 
INDE ciusicncen socvcnesveveses 1,576 18,905 9,452 
UID Shviccrcsssertoubicenveaiis or 43,661 27,254 
Plymouth or 11,122 paseniniinn escunenes 93,020 46,127 
FORD . .... 80,860 20,005 32,397 109,335 243,161 340,295 
ee . 24,048 16,234 25,875 86,039 192,694 265,395 
Lincoln 715 451 722 2,533 9,658 7,558 
BENE, éscssveerscernteensss 6,102 3,320 5,800 20,763 40,809 67,342 
GENERAL MOTORS . _ 56,660 38,426 55,849 197,701 386,814 628,964 
MEE, ivbsocdivees . 10,614 6,715 10,889 37,027 87,659 111,275 
Cadillac . 2,201 1,610 2,021 7,363 19,433 16,151 
Chevrolet 28,080 19,771 26,979 96,581 167,543 316,768 
Oldsmobile _................... 7,224 4,614 7,398 25,779 57,511 86,172 
a 8,541 5,716 8,562 30,951 54,668 98,598 
KAISER-FRAZER 1,443 1,129 1,076 2,778 12,608 6,351 
RMD oc ncescecsens ... 1,488 363 1,076 2,773 4,804 2,776 
Kaiser seis 5 766 dees 5 7,804 3,575 
CEE, ciscsessieees 124 240 152 394 3,501 1,316 
BFEIIOIENS  viisscvicsssesceccsssesves, “EU 3,640 2,804 10,055 44,330 31,803 
I se iaiceicecseseccensdaiaciaics. “a 3,250 4,467 14,927 37,362 44,707 
8 ere 1,369 2,283 1,106 4,321 29,170 15,272 
STUDEBAKER 5,648 4,520 5,384 20,384 44,927 65,565 
WILLYS+ 835 503 534 1,424 6,568 1,716 
Total Cars, U. S. ......104,018 91,042 103,769 361,319 988,911 _1,231,520 
+Station wagons and Jeepsters. *Revised. Fara saa es © <te 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week Jan, 1 Jan, 1 
Ended Same Ended March, to to 
March 25, Week, March 18, 1950 March 26, March 25, 
1950 1949 1950* to Date 1949* 1950* 
CHEVROLET 9,624 8,473 9,030 32,188 107,620 103,787 
CROSLEY .......... 5 8 3 18 108 82 
ow! ee 64 62 36 220 757 863 
DODGE ...... cas 3,351 45,921 8,794 
FEDERAL 20 25 15 83 367 301 
FORD 71,227 4,987 7,743 26,179 52,941 $1,733 
ES nintsnnes : 2,401 1,610 2,366 8,532 23,434 26,162 
INTERNATIONAL ree | 4 2,648 2,138 8,783 36,966 24,193 
MACK saints ‘laa 243 128 211 818 1,696 2,843 
REO ..... 75 77 67 251 1,000 654 
STUDEBAKER | dice. 1,072 1,436 1,132 3,925 19,038 12,489 
UME  sccceeen 275 243 243 916 2,409 3,368 
I Shri iaiccsieaiaeiicon 1,161 1,436 994 2,155 15,574 5,005 
MISCELLANEOUS ...... 254 253 254 903 4,473 2,915 
Total Trucks, U. S. .. 24,573 24,737 24,282 84,971 312,304 273,189 
Total Cars, Trucks 
> Sees .... 128,591 115,779 128,051 446,290 1,301,215 1,504,709 
Total Caza, Trucks 
I re accra, 6,344 5,168 6,228 23,255 51,570 83,277 
Grand Total, 
Cars and Trucks 
U. S. and Canada ....134,935 120,947 134,279 469,545 1,352,785 1,587,986 


*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


‘Brive, Sterling, Nash, ) Dinmens T, ete. 








Output Rates “a ah 
In Most Auto Plants 


(Continued from Page 1) 


Thursday as to whether its Buf- 
falo plant would be added to 
the list in order to make up out- 
put lost there through a labor 
dispute the week before. 

It was considered likely that one 
or two GM plants might work Sat- 
urday, but scarce steel supplies 
precluded making such schedules 
a corporation-wide plan. 

Industry observers reported that 
some plants are still forced to ob- 
tain up to 45 percent of their steel 
through conversion programs, and 
that such procurement was adding 


about $45 to the cost of building a_| 


car. 
* * . 
NE plant spokesman com- 
mented: “The coal and steel 
strikes may be over, but the effects 
of them are still with us and will 
be for several weeks yet.” 

He added that time-and-a-half 
for labor and excessive steel costs 
were a formidable barrier to Sat- 
urday assembly, “even though our 
dealers are crying for more cars.” 

However, no matter what ob- 
stacles remain, it appears that 
U. S. plants will wind up the 
first quarter of 1950 with a far 


Detroit Directory Adds 


Auto Section for ’50 

DETROIT.—The 1950 edition of 
the Detroit Directory of Business 
and Industry is now available, ac- 
cording to Charles J. Harris, pub- 
lisher, at 413 Fox Bldg., Detroit. 

An added feature of the 1950 edi- 
tion is the automotive section list- 
ing Detroit manufacturers, parts 
and accessories concerns with com- 
plete executive and operating per- 
sannel. 


|}men keeping an eagle eye 





better production performance 
than that for the same period 
last year. 

March production’ will likely 
yield about 464,300 cars‘and 109,000 
trucks for a total of 573,300 vehi- 
cles, an effort that will compare 
well with some of the better months 
of 1949 when all producers were 
active. 

* * + 

HUS, the first quarter of the 

year should end with U. S. 
plants having built 1,333,520 cars 
and 297,389 trucks—a total of 1,630,- 
909 units. 

In the first quarter of 1949, 
U. S. plants managed to turn 
out 1,064,040 cars and 333,975 
trucks for a total of 1,398,015, or 
about 233,000 units fewer than 
this year’s initial three-month 
potential. 

If Chrysler gets another produc- 
tion chance soon, 1950's second- 
quarter volume is likely to rise to 
much higher levels. 

Chrysler reportedly has had fore- 
on the 
condition of plant machinery, so 
that all-time-high production plans 
can be launched immediately after 
the end of the strike. 

By last week, however, the cor- 
poration’s strike losses had 
soared to more than 280,000 cars 
and trucks. It isn’t likely that 
Chrysler will be able to recoup 
all of that loss this year, no mat- 
ter what kind of extra schedul- 
ing is resorted to. 

If Chrysler built an extra 7,000 
vehicles every week immediately 
after resuming production, it 





would still take nearly 10 months 
to make up the ground already 
lost. 


Dealers Shoulder Part of Burden... 


- Makers Push ‘Price’ Models 


(Continued from Page 1) 
was not being made without its 


effect on their traditional discount 
percentages. 
Discount on Mercury’s Model 


72-A six-passenger coupe was 
shaved to 24.98 percent, compared 
to 25.9 percent on standard-equipped 
Mercurys. 

A maximum discount of 25 per- 
cent will be allowed Studebaker 
dealers on the Champion Custom 
line, against 26 percent on higher- 
priced models. 

Nothing official is known about 
discounts on the forthcoming Nash 
Rambler and the low-priced Kaiser. 

Among the Big Three, Plymouth’s 
discounts are 22 percent on Deluxe 
cars and 23 percent on Special De- 
luxe. Both Chevrolet and Ford 
have maximum discounts of 25 per- 
cent on all models. 

The methods used in knocking 
some of the price water out of 
their lines have varied greatly 
from maker to maker, not tak- 
ing into account flat reductions 
in prices. 

A shortening of wheelbases has 
been the choice of Cadillac, Dodge 
and Plymouth. 

Mercury, Oldsmobile and Stude- 
|baker have left their wheelbases 
untouched, preferring to strip off 
many non-essential items that are 
standard equipment on_higher- 
priced models. 


Forum 


(Continued from Page 4) 
and we know that it is, we say the 
same methods can be used to con- 
trol bootlegging. 

We have frequently fought 
class legislation that benefits 
specific groups. Let’s hope boot- 
legging is a temporary condition 
and that some satisfactory means 
can be found to remedy it and 
preserve the world’s greatest sell- 
ing organization. 

Dealers generally are concerned 
about their brothers who are being 
forced out of business, or are on 
the verge of it. They are asking, 
“What's wrong? What caused it?” 

Here's where trade associations 
can render a great service to their 
members. A complete investigation 
on the local level should be made 
of every failure and every change 
in ownership. A case history writ- 
ten and passed on without divulg- 


ing names, of course. 
* * + 


HEN there is a failure, we hear 
many fantastic tales. It is al- 
most impossible to get the facts. 

Management assistance will bene- 
fit dealers and should be a major 
function of our association from 
now on. 

Every dealer should have some 
true and tried projections to which 
he can compare the efficiency of 
his own operations. He should have 
more than one source of help when 
he needs it—that requires strong 
and competent associations. 

State associations could have a 
dealer advisory council, made up 
of a group of top-flight dealers who 
would volunteer their services when 
a dealer is in trouble. 

Perhaps dealers should swallow 
their pride and seek the counsel 
of other dealers, compare state- 
ments, salaries of personnel, oper- 
ating costs, rents, selling expense 
of new and used cars, etc. This 
practice is invaluable and in the 
aggregate adds years of experi- 
ence to any dealer’s mental re- 
sources in a few short hotrs. 

A president of a state association 
runs into many problems and is 
asked many questions. I would 
welcome any comments you may 
have. | 





Sales T raining Clinic 


Opens in Detroit 
DETROIT.—Detroit Sales Exec- 
utives Club’s spring sales training 


| Huntington, N. Y.; Eastern Motors, 





clinic will start tonight (March 27) 
at 6:30 in the Tuller hotel and con- 
tinue for five consecutive evenings, 
announces Walter C. Ayers, club 
president. 

Heralded as a “million - dollar 
sales training clinic,” the week- 
long program will feature presen- 
tations of five basic selling subjects 
which form a complete sales train- 
ing program. Top sales training 
executives from five leading com- 
panies will conduct the meetings. 


Combinations of price-reducing 
operations have been performed 
by Buick and Hudson. 

* * * 

” AISER-FRAZER’S new sedan 
will be shorter, less powerful 
and less pretentious than the regu- 
lar Kaiser line. The Rambler is 
reportedly shorter than the Nash 
Statesman, but as powerful and 

pretentious. 

The Buick Special, reintroduced 
for 1950 last August, actually was 
the pacesetter in the current pa- 
rade of “price” models. 

At 121% inches, the Buick Spe- 
cial and Super lines have the same 
wheelbase, although larger bump- 
er guards make the overall length 
of the Super slightly greater. 

The Special, however, yields 122 
horsepower with Dynaflow and 
115 without, compared to 128 ar 128 and 


Quad-City Show 
Opens Apr. 25 
In Rock Island 


ROCK ISLAND, Ill.—A huge and 
elaborate event, the Quad-Cities 
automobile show, has been set for 
Apr. 25-30 at the New Armory 
building here. 

The show will be sponsored by 
dealers in Davenport and Betten- 
dorf, Ia,, and Rock Island, Mo- 
line, East Moline, Silvis and Milan, 
Ill. 

Planning for 75,000 persons to 
attend, the show committee has 
engaged Lawrence Welk’s band to 
entertain. 

Kaiser-Frazer will bring to the 
show its 1951 models, and Nash 
will exhibit its new low-priced car, 
it is announced. 

Heading the various committees 
are: Vern Trevellyan (Buick), Dav- 
enport; Fred L. Strieter (Lincoln- 
Mercury), Davenport; Clarence 
Hendricksen (Ford), Bettendorf; 
Joseph McCartney (Chevrolet), Mo- 


line; Joseph Kral (Ford), Moline; 
William Pickett (Nash), Rock 
Island; Cub Buck (Buick), Rock 


Island; Ralph Palmer (Chevrolet), 
Milan; Erdie Reynolds (Ford), East 
Moline; Rena Warren (Chevrolet), 
East Moline. 


Austin Appoints 
12 New Dealers 


Austin has appointed 12 new U. 
S. dealerships, announces Joseph 
Dudley, vice-president, 

They are: Economy Motor Sales, 
1810 San Pablo Ave., El Cerrito, 
Calif.; A & B Auto Sales, Inc., 107 
Connecticut Ave., South Norwalk, 


Conn.; S. H. Arnolt, Inc., 415 E. 
Erie St., Chicago; G. A. Motors, 
Inc., 49 E. Holly Ave., Pitman, N. 


J.; Brewster Auto Sales & Service, 
82 N. Main St., Brewster, N. Y.; 
Buchanan Garage, Inc., 179 Lind- 
sey Ave., Buchanan, N. Y.; Duall 
Motor Sales, Inc., 1138 Foam Place, 
Far Rockaway, N. Y.; Jannicky 
Motcrs, ::«., 631 New York Ave., 


Inc., 114 N. Sevond St., Wilming- 
ton, N. C.; Hall Motors, Inc., 582 
S. Second St., Coos Bay, Ore.; 
Miles Motors, 1201 N. Riverside, 
Medford, Ore.; Tran-Sport Sales & 
Service, Inc., 1010 North Blvd., 





Richmond, Va. 





GAREISS ENTERS 26TH PACKARD YEAR—Packard's Kansas City zone manager, 
service with the company. 


has completed 25 years' 


Gareiss (left), 
Greiner, 


25-year pin from Karl M. 


Packard sales vice-president, 


124, respectively, on the new 
Super model engine. 

Armrests and window and body 
chrome were missing on the Spe- 
cial standard line unveiled last 
summer, though restored later on 
the new Special Deluxe series. Price 
differential between Special and 
Super sedans is about $200. 

In addition, Buick is reported 
ready to announce a stripped-down 
Roadmaster Ftiviera | this spring. 


|S heteroe ge haetiy teltowed Buick 
with its Pacemaker, a six-cyl- 
inder line offering all three: Ke- 
duced wheelbase, less horsepower 
and fewer frills. 

The Pacemaker’s wheelbase is 
119 inches, against 124 on Hudson 
Supers and Custom Commodores. 
It yields 112 horsepower, conipared 
to 123 on the Super six. Simulated 
fabric finish is used on Pacemak- 
er instrument panels, and door 
pull-to straps repiace armrests. 


Pacemakers cost about $150 less 
than Super sixes. 


Mercury’s cheaper model is the 
Model 72-A club coupe. it con- 
tains approximately $100 less 

equipment than the regular club 
coupe. Casualties include glove- 
compartment lock, dashboard me- 
dallion, arm rests, tront bumper 
guards, trunk lights, chrome win- 
dow mouldings and electric clock. 

Rear windows on the lower-priced 
Mercury are rigid and unopenable. 
The gearshift lever is painted and 
the floor mats are rubber. 

In changing over to 1950 models, 
Oldsmobile converted many items 
from the standard-equipment to 
the optional-equipment bracket. 
Foremost was the abandonment of 
Hydra-Matic as standard on all 
eight-cylinder Oldsmobiles. Now, 
the $158.50 automatic transmission 
is strictly optional at extra cost on 
all Oldsmobiles. 

* * * 


C= accessories made option- 
al by Oldsmobile .on.alleits se- 
ries were rear fender panels;deluxe 
steering wheel, electric clock, wheel 
trim rings, turn signals and extra- 
large tires. The combined items 
represent a gross worth of about 
$65. 

The Champion Custom of Stude- 
baker was priced $75 under com- 
parable Champion Deluxe models 
as the result of the deletion of the 
following equipment: hood orna- 
ments, pebble guards, arm rests, 
one horn and one sunvisor. Cheap- 
er upholstery is employed and less 
chrome is used on window reveals 
and on the dashboard. 

Wheelbase of the Cadillac Se- 
ries 61 was reduced four inches 
for the model change, making it 
122 inches as against 126 inches 
for the Series 62. This, coupled 
with addition of Hydra-Matic as 
standard on the Series 62, has 
increased the price spread be- 
tween the two series. 

A year ago, Dodge and Plymouth 
brought out their shorter-wheel- 
base models. 

The Dodge Wayfarer is 115 
inches, compared with 123% inches 
for the Meadowbrook and Coronet. 
The Plymouth Deluxe P-19 is 111 
inches, compared with 118% inches 
for the Deluxe and Special Deluxe 
P-20. 

Comparable be 
available on d 
Plymouth whe: 


styles are not 
‘ring Dodge and 
bases. 





F. W. 
Gareiss accepts his 
at a company-sponsored 


dinner for all those who had attained the 25-year mark. Fifteen years ago Gareiss received 


a gold watch, as do all Packard employes with 10 years’ 


service. 






































































































likes Nash Motors’ 
NXI automobile—but wants modi- 
fications in it, according to prelimi- 
nary tabulations representing a 
very small percentage of the ques- 
tionnaires received in the com- 
pany’s survey of national reaction 
to the car. 


George W. Mason, president and 
chirman, Nash- Kelvinator Corp., 
said first returns show a_ wide- 
spread general interest in a small 
car with quality and high style. 

To determine public reaction, the 
prototype two-passenger, $1,000 car 
with a foreign powerplant and 
transmission was shown to selected 
groups in nine cities. 

To obtain a national cross-section 
of opinion, questionnaires have 
been distributed at the showings 
and by mail to about 235,000 people. 

Among the thousands of sugges- 
tions, blueprints and drawings sent 
to the company along with the 
questionnaires, greatest emphasis 
was laid on the following: 

Instead of the divided front 
seat in the prototype, motorists 
asked for a single unit seat, pro- 
viding seating for three passen- 
gers instead of two. They sug- 
gested somewhat wider tread and 

a wheelbase five or six inches 

longer. 

Also requested was provision for 
an auxiliary two-passenger seat in 
the rear compartment. Definite 
preference was expressed for the 
36-horsepower motor over the 18- 
horsepower motor, both of which 
were shown with the car. 

“If we build the car,” Mason said, 
“such changes as the public prefers 
will be incorporated in the design, 
within the limits of a $1,000 price- 
tag.” 

A very large number of those 
expressing opinions indicated a 
preference for an “in-between” car 





Live Topics Set 
For Md. Parleys 


BALTIMORE.—In order to stim- 
ulate larger attendance and interest 
in the weekly luncheon meetings 
of the Maryland Automobile Deal- 
ers Assn., each meeting in the fu- 
ture will feature a discussion on 
a subject concerning an aspect of 
the retail auto business. President 
Frank Marsden made this an- 
nouncement. 

Of special interest is a meeting 
planned for March 29 at the Belve- 
dere hotel at which, in addition 
to a discussion, films of interest to 
the industry will be shown, 


Obituaries 
E. G. Hickey, 59, Headed 


Simoniz Auto Sales 

CHICAGO. — Edwin G. Hickey, 
59, for many years a Simoniz com- 
pany vice-president, died March 9 
after a lingering illness. 

A former resident of Detroit, Mr. 
Hickey came to Chicago to take 
charge of automotive sales for Si- 


moniz Co. about 18 years ago. 
* * * 
James Fergus McRee 
SEATTLE, —- James Fergus McRee, 62, 
former Seattle automobile dealer, died at 
his home at Port Blakeley, Bainbridge 
Island. He operated auto firms in Port- 





land and Seattle before retiring a few 
years ago. 
* * * 
Homer S. Magness 
DALLAS.—Homer 8S. Magness, general 


manager of Wholesale Parts Co. here, died 
at a local hospital March 14. He had been 
in the tire and parts business for 23 years 
and had traveled throughout Texas and 
New Mexico ag factory representative for 
major rubber companies, 
* * . 
Jack Kelleher 
ELLENSBURG, Wash. — Jack Kelleher, 
79, died at his home after an extended 
illness. Kelleher founded one of the oldest 
Ford dealerships in the northwest in 1911 
here. 
. * > 
Leo A. Neal 


Okla.—Leo A. Neal, 
died March 10 


automobile 
of a heart 


ENID, 
dealer here, 
ailment. 

* * * 
Myron A. Wallace 

COLUMBUS, O.-—-Myron A, Wallace, 
associate in Paul Davies Chevrolet, 
was found dead in his home. 

7 * * 
Clarence Henley 

PICAYUNE, Miss.—Clarence Henley, 48, 
owner of Henley Motors (Studebaker), was 
drowned March 11 when his car was forced 
off the road by blinding headlights and 
went into a ditch filled with water. Mr. 
Henley was the Studebaker dealer here for 
10 years. 


45, 
Inc., 


Few Nix Nash NXI 


First Tabulations of Questionnaires Show Public 
Likes Small Car, but Wants Changes 
DETROIT.—The motoring public | 


experimental | between the 80 inches of the NXI 
and the 


asked for an engine 
150 and 75 horsepower. 


with a wheelbase about halfway 


120 inches of large con- 
cars. Many motorists 
of between 


ventional 


Compilation of a very small 
percentage of the replies shows 
an overwhelmingly favorable gen- 
eral reaction to the styling and 
appearance of the NXI, Nash 
officials said. 


Replies to the survey are still 
coming in and a final analysis of 
reaction to the car cannot be made 
for some time, Mason said. Addi- 
tional test showings are also being 
planned, he added. 


Ferguson, Ford 
Deny Page Death 
Will Affect Suit 


Death of Philip C. Page, vice- 
president of Harry Ferguson, Inc., 
caused speculation last week on the 
$251,000,000 damage suit filed by 
Ferguson against Ford Motor Co. 

Mr. Page, who was in New 
York making pretrial statements 
in connection with the _ suit, 
plunged from his 14th floor room 
in Hotel Pierre March 17. 

Spokesmen from both Ford and 
Ferguson said Mr. Page’s death 
would have no bearing on the case. 
However, there was interest in the 
note left in his room. There were 
two versions of the note, which 
was addressed to Mrs. Page. 

The police version said: “I leave 
you and the kids life. Please have 
broader shoulders than mine. What 
little there is is all yours, honey.” 
The note, according to police, also 
said the writer was “tight as a 
drum;” that it was the first time 
he could recall being in such a 
condition and that he had just 
ordered “a few more.” 

“Tried hard, the best I know,” 
the note continued, according to 
police. “I can’t crucify Ford be- 
cause they gave me my training. 
They offer another compromise.” 

Then, the New York medical ex- 
aminer gave this version of the 
note: 

“My head tight as drum first 
time I recall—don’t know why— 
tried hard, honey. Best I know 
how. I can’t crucify Ford. We 
have best product—now I leave you 
and the kids—have broad shoulders 

-broader than mine.” 


Classified Want Ads 


Kindly Acknowledge 
Advertisers availing themselves of this 
Want Ad Section are requested to ad- 
vise all respondents if and when their 
wants have been fulfilled. A post-card 
will do and your courtesy will help 
us maintain the present high regard 
which this department enjo,. 
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HELP WANTED 


SALES MANAGER WANTED for one of 
the largest Chevrolet dealerships in West 
Virginia, established 20 years. Applicant 
must have proven executive ability and 
record of success in the automobile busi- 
ness, must be an excellent appraiser of 
used cars and trucks; must be volume 
conscious and thoroughly capable of hir- 
ing, directing and supervising the train- 
ing of a good quality sales force, capable 
of getting the business, This is an excel- 
lent opportunity and top salary will be 
paid to the right man. In reply state 
qualifications, experience, age and fur- 
nish recent photograph, All replies will 
be treated confidentially, Rhodes-Walker 
Chevrolet Co., South Charleston, W. Va. 








PARTS MANAGER 


with outside selling experience. National 
AAA-| automotive small parts manufacturer 
wants salesman to call on new car dealers 
in established territories. Security and sub- 
stantial income assured the right man. Pre- 
fer age 25-40 with late model car. Write 
P. O. Box 1128, Cleveland 3, Ohio. 








MANAGER BY LARGE well- 
dealership in Pacific North- 
west. Must have good education and 
mechanical background, be aggressive 
and thoroughly understand all phases of 
good management. To one who can 
qualify, a steady position is offered with 


SERVICE 
established 


good salary and _ bonus. All replies 
strictly confidential. Send recent photo. 
Box 3880, c/o Automotive News, De- 
troit 26. 
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HELP WANTED 


SERVICE MANAGER WANTED, prefer 
settled, sober, experienced, energetic man, 
capable handling entire service depart- 
ment and service personnel of popular 
General Motors dealer 200 car contract 
in Central Louisiana, Potential good for 
qualified man, No trucks, This position 
should attract an outstanding service 
manager from the south, who wants to 
better himself. Not required to speak 
French, Give all details, experience and 
salary. Box 3914, c/o Automotive News, 
Detroit 26. 


NEW CAR SALES MANAGER. Work 
awhile as car salesman to learn trade 
area. Then train and direct 2 or 3 sales- 
men for Chrysler-Plymouth GMC dealer- 
ship in growing southwest town of 13,000. 
Right party will have opportunity to pur- 
chase interest of inactive partner, Give 
complete history and recent photo. Box 
3913, c/o Automotive News, Detroit 26. 














THREE EXECUTIVES 
WANTED 


A production manager, comptroller and pur- 
chasing agent, who would be interested in 
investing from $20,000 to $50,000 each in 
automobile plant, located in the east, manu- 
facturing a small three-wheeled quarter-ton 
commercial vehicle. Now in small produc- 
tion. Unusual opportunity and profit poten- 
tial in a field which is wide open. All replies 
will be held in strict confidence. Address 
Box 3927, c/o Automotive News, Detroit 26. 


SALESMANAGER.,. Old established 300 car 
dealer in Massachusetts, handling a Gen- 
eral Motors car in medium price field, 
wants an experienced salesmanager. Must 
know the automobile business and how 
to handle salesmen efficiently. A wonder- 
ful opportunity with bright future for 
right man aged 35 to 45 years. Prefer 
man from New England. Box 3911, c/o 
Automotive News, Detroit 26. 


USED CAR MANAGER, “Big 3’’ volume 
new car dealer, opening large volume 
Livernois lot, needs experienced, ag- 


gressive used car man with current suc- 
cessful record. Salary plus profit sharing 
arrangement. Should earn $10,000-$15,000 
per year for qualified man. Apply Box 
3912, c/o Automotive News, Detroit 26. 


WANTED. Office manager for General Mo- 
tors dealer in city of 35,000 near Los 
Angeles, Must have General Motors’ ex- 
perience. 30 to 40 years of age. Must 
give previous experience, qualifications 
and compensation, Box 3876, c/o Aito- 
motive News, Detroit 26. 











National Organization 
Needs 
DISTRICT MANAGERS 


For the following districts: lowa-Nebraska; 
Washington-Oregon. Should have follow- 
ing or experience in automotive field; 
can make $12,000 to $15,000 per year. 
Also need salesmen in the following 
states: Florida; Louisiana - Mississippi; 
and South Dakota; Central New York 
state; San Francisco territory; Eastern 
Texas (Houston); can make $6,000 to 
$10,000 per year. 


Box 3910 
c/o Automotive News 
Detroit 26 





ASSISTANT MANAGER in town of 10,000. 
GM _ contract. Interest in business if 
desired, State age, experience, if mar- 
ried and number of dependents and sal- 
ary expected. All replies confidential. 
Box 3899, c/o Automotive News, Detroit 
26. 

WANTED, FACTORY REPRESENTATIVE 
for custom line of automobile seat cov- 
ers Exclusive territories. To call on 
dealers. Excellent proposition. York Mfg. 
Co., 352 Mass. Ave., Arlington 74, Mass. 





HULL-DOBBS TRAINED MAN needed as 


salesmanager for California independent 
dealership, handling 300 new units an- 
nually. Must be able to hire, train and 


direct eight to ten salesmen, State previ- 
ous experience, compensation, when avail- 
able. Box 3925, c/o Automotive News, 
Detroit 26 


GM BOOKKEEPER in town of 10,000, Ex- 


perienced, Give all particulars. Salary 
expected. All replies confidential. Box 
3900, c/o Automotive News, Detroit 26. 









POSITION WANTED 
To encourage this classification for the 
benefit of our employing readers, Position 
Wanted ads are accepted at half regular 
rates, namely: 7!/2 cents per word for one 
insertion or two insertions of the same 
copy at 12'/, cents per word. Cash in 
advance. 









with 


17 
Chevrolet dealers in Florida. Manager for 
Chevrolet dealership in Miami since 1948, 


GENERAL MANAGER. years 


Pre-war and post-war experience in 
management, sales and accounting. Age 
43, married, responsible, Can furnish 


excellent references upon request. Chester 
I. Edwards, 262 N.E. 98th St., Miami 
Shores, Fla. (Ph. 89-3914). 





TEXAS 


AUTOMOTIVE 


POSITION WANTED 


dealer. Eight years’ wholesale 
automotive experience includ- 
management, accounting, 
collections, etc, Presently 
employed as business manager. Would 
also consider position as accountant- 
office manager for medium to large deal- 
ership. Box 3915, c/o Automotive News, 
Detroit 26. 


GENERAL MANAGER or office manager. 
Experienced in General Motors account- 
ing system. Daily operating control, bud- 
get forecast, financial statements, 12 
years’ experience. Reliable. Detroit pre- 
ferred. Box 3916, c/o Automotive News, 
Detroit 26. 


ium size 
and retail 
ing business 
credits and 





SERVICE MANAGER desires position with 
Nash, Lincoln, Kaiser or Chrysler Corp- 
oration dealer. Capable of taking com- 
plete charge of service department. 
Twenty years’ experience. Sober, de- 
pendable. Desirous of making permanent 
connection with a dealer who is looking 
to the future. References. J. A. McCrone, 
913 Hinckley St., Danville, Ill. 


SERVICE MANAGER-SALESMAN, Excel- 
lent experience all phases of dealer oper- 
ation, opportunity for the dealer who 
would like to be semi-retired and relieved 
of detail. Will invest. New York area 
preferred. Box 3926, c/o Automotive 
News, Detroit 26. 


BOOKKEEPER-ACCOUNTANT-Office Man- 
ager, Capable woman, wide experience 
various lines including 3 years General 
Motors system, executive ability, seeks 
position of responsibility, Florida resi- 
dent. P. O. Box 1931, Fort Myers, Fla. 














AMBITIOUS SALES MANAGER desires po- | 


sition Southeast Florida. ‘‘Big Three’’ 
experience, college degree, thirty. Cap- 
able managing dealership. Box 3901, c/o 
Automotive News, Detroit 26. 





DEALERSHIP AVAILABLE 


FOR SALE. Automobile agency selling a 
leading independent make of automobiles 
in a fast growing city of over 100,000 
population, doing over $500,000 business 
annually. Have a modern shop with new 
equipment, and a 100% location on auto 
row with favorable lease. Complete sales 
organization; splendid used car facilities 
Recent discovery of oil nearby will cre- 
ate excellent business. This agency is 
offered at an attractive price. Good 
reason for selling. Box 183. Jackson, 
Miss. 

AUTHORIZED DEALERSHIP in Michigan, 
now have Ford car and truck franchise. 
10,000 population trading area Fully 
equipped shop. Excellent 
balanced stock of fast moving Ford 
parts. Also, only parts jobber for 
makes of cars for surrounding area. This 
dealership should return its investment 
to owner in two years. Approximately 
$30,000, full price. Box 3920, c/o Auto- 
motive News, Detroit 26. 

DEALERSHIP, located in 
heart of Pennsylvania, county seat, 
dling leading make automobile, 
volume parts and repair business. 
tiful building with most favorable lease. 
Can be purchased for value of parts 
inventory and equipment. Owner retiring. 
Reply Box 3919, c/o Automotive News, 
Detroit 26. 





industrial town, 

han- 
Doing 
Beau- 


DEALERSHIP. One of ‘‘Big Three.’’ lo- 
cated in Southwestern Oregon-Pacific 
Northwest. Large trading area. New 
and modern buildings and equipment 
Applicant must qualify with manufac- 
turer. Other business requires owner's 


absence from state. Write P. O. Box 416, 


Portland. Ore 


DIRECT DEALERSHIP, now handling 
Chevrolet, in North Dakota county seat 
of 1,200, large rural area near Garrison 
Dam, 72 new and 81 used units 1949, 
gross near quarter million, Factory ap- 
proval essential. Building and lots can 
be leased. Box 3922, c/o Automotive 
News, Detroit 26. 





Auto Agency BIG THREE Farm Machinery 


Approximately 90 miles from N. Y. C. Gross | 


sales $816,000 in 1949. Shows large net profit. 


Includes real estate and $135,000 inventory. 
Priced to sell quickly. $100,000 cash neces- 
sary. 


DAVID JARET CO. 
Established Over 25 Years 
150 Montague St. Brooklyn, New York 
MAin 4-2947 





DEALERSHIP, now handling Pontiac 
Southwest Louisiana oil and sugar town 
of approximately 25,000 and still grow- 
ing. Well equipped and stocked. Doing 
excellent business. Priced right for party 
who can qualify. Reason for selling 
other interests. Box 3885, c/o Automo- 
tive News, Detroit 26. 


DEALERSHIP, one of ‘‘Big Three,’ Lo- 





cated in city 200 miles from Detroit, in 
a manufacturing and resort town, Will 
sell half interest or all. Offered at an 
attractive price. Box 3921, c/o Automo- 
tive News, Detroit 26. 

AGENCY, now handling Chrysler, Plym- 
outh, 250 car capacity with leading line 
of industrial and farm trucks, in the 
state of Washington. Box 3907, c/o 


Automotive News, Detroit 26. 


NOW HANDLING Chrysler-Plymouth in 
large seaport city of 200,000. Established 
1919. With Chrysler 24 years. Excellent 
profit record. 400 car potential, Contact 
G. E. Barnes Co., P. O. Drawer 4007, 
Mobile, Ala. 


DEALERSHIP, now handling 
Plymouth - DeSoto, Town 20,000. Two 
colleges; modern building, good lease 
Over 100 cars yearly. $17,500. Box 
3886, c/o Automotive News, Detroit 26 


lease, Complete | 


| 


GENERAL MANAGER for small to med- | 
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LARGE VOLUME 
G. M. FRANCHISE 
AVAILABLE IN DETROIT. Ex- 
cellent opportunity for ag- 
gressive, volume minded 
operator. Reasonable lease. 
Recently modernized equip- 
ment can be purchased. As- 
sistance in capitalizing deal 
can be arranged, but appli- 
cant should be able to pro- 
vide considerable capital of 
his own. Please provide de- 
tailed information concern- 
ing experience and capital 

in first letter. 
Box 3890 
c/o Automotive News 
Detroit 26 














DEALERSHIP, 
products, 
ern 
30,000 population, 
latest equipment and attractive used car 


now handling Chrysler 
located in beautiful Southeast- 
Massachusetts town serving over 
Modern garage with 


lot. Leading factor in car and service 
sales in this area, Over $400,000 gross 
in 1949. Sell or lease realty. Priced 
right. Buyer must qualify with factory 
Replies confidential. Box 3887, c/o Auto- 
motive News, Detroit 26. 

SEVERAL DEALERSHIPS now handling 
General Motors. For sale to individuals 
who can qualify with factory in New 
York and New England. Box 3896, c/o 
Automotive News, Detroit 26. 


DEALERSHIP WANTED 











ARE YOU READY to retire, with good 
health and rental income? Wanted 
Chevrolet operation in city with 35,000 


or more population. Have unlimited cap- 
ital and successful ethical background 
Have complete young key organization 
Long automotive, service and specialized 
truck experience. Locality no factor. 
Factory approved. All information given 


regarding principal details, will be han- 
died in strict confidenee. Box 3904, c/o 
Automotive News, Detroit 26, 





| ®UKD DEALERSHIP WANTED. Now han- 


all | 





|GM 


INTERESTED 


diing 100 units or over. Outside of New 
Engiand States. I am an experienced 
operator, Write giving full particulars of 
dealership location and all principal de- 
tails of business, pictures if available 
State your lowest cash price. All informa- 
tion handled with strictest confidence 
Box 3918, c/o Automotive News, De- 
troit 26, 


DEALERSHIP WANTED, Within 100-150 
miles of Houston, Texas. Ford, Chevro- 
let, Dodge-Plymouth, or Pontiac-GMC 

preferred. Would like 100 unit franchise. 

Will purchase at inventory price. Do not 


want to buy any real estate. Do not de- 


sire partnership, Write particulars to 
Box 3894, c/o Automotive News, De- 
troit 26. 





H.GHLY QUALIFIED BUYER interested in 
Chevrolet, Ford or Dodge-Plymouth deal- 
ership in southwest town 15 to 25 thou- 
sand, Arkansas Valley, West Texas, Rio 
Grande Valley or similar. Only live oper- 


ation considered. No real estate. Give 
comprehensive information. Box 3917 
c/o Automotive News, Detroit 26, 


GM DEALERSHIP WANTED in Michigan, 
Ohio, Indiana or general midwest area. 
150 cars up. Can qualify with all GM 
Divisions. Replies strictly confidential. 
Write Box 3895, c/o Automotive News, 
Detroit 26. 





DEALERSHIP WANTED with 150 to 
250 yearly car contract. Factory ap- 
proval assured, Furnish complete details 
in first reply. Might consider partner- 
ship. Box 3902, c/o Automotive News, 
Detroit 26. 


BUYING outright or half 
General Motors automobile 
sales agency. Radius 50 miles New York 
city. Replies held confidential, References 
exchanged. Box 3903, c/o Automotive 
News, Detroit 26. 


WILL PURCHASE |, or entire interest in 


interest in 





100 to 300 car dealership, located in 
Northwest. Must be one of ‘‘Big Thre: 
permanently established with good sales 


Box 
26. 


record. 
Detroit 


WE’RE YOUNG, energetic and still wil ng 


3906, c/o Automotive News, 





to fight. Want Chevrolet operation, No 
ceiling on capital. Prefer east. What 
have you? Box 3905, c/o Automotive 


News, Detroit 26 
BUSINESS OPPORTUNITIES 

ARTNER WANTED for available ‘Big 

Three’’ metropolitan distributorship, Pa- 

cific Northwest. Unquestionably one of 

the finest agencies in the United Stares. 

1949 sales over $4,000,000, includ ng 

$1,000,000 wholesale parts, Exceptional 

plant at reasonable lease. Equipment 
depreciated value plus inventory, Desire 
experienced, competent partner who can 
handle half interest, approximately $2(),- 

000, and qualify with factory. Strict 

confidence. Box 3888, c/o Automot ve 

News, Detroit 26. 

ESTABLISHED TRUCK and tractor de.l- 
ership in Southeast Georgia. Also open- 
ing for auto dealer. P. O. Box 3908, o 
Automotive News, Detroit 26. 
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DEALER SERVICES 


INVENTORY SPECIALISTS. Parts and ac- 
cessories inventories taken accurately, 
economically and quickly in Michigan, 
Illinois, Indiana, Ohio, Pennsylvania and 
New York. Talbot’s Automobile Dealers 
Inventory Service, 4690 Newport, Detroit 
13, Mich. Phone Valley 2-9377. 





MAY WE HAVE your skips, repossessions, 
collections or investigations on lost auto- 
mobiles? We investigate these cases for 
you at no charge, unless we obtain re- 
sults. Avon Collection Agency, 300 Post 
Rd., Fairfield, Conn. 


USED CARS FOR SALE 


PLAYBOY CONVERTIBLES. We have 2 
of these beautiful folding hard top con- 
vertibles. Both are the best deluxe mod- 
els with the 48 h.p. motors and overdrive. 
They were the last of pilot models made 
in 1948 by the defunct Buffalo concern. 
Only 90 cars were ever built and the 
reputed asking and sales prices have 
reached $4,500 to $8,500. We will whole- 
sale these units slightly used for $1,950 


each. These were an assembled car and 
mechanical parts are readily available 
anywhere, First come, first served. 


Brinkman Bros., 2575 Bailey, Buffalo, 


USED CARS FOR SALE 


---BIG--- 
AUTO AUCTION 


Every Monday of Every Week 
Starting at 12:30 Promptly 
—at— 


Montpelier, Ohio 


This sale is for ‘‘Dealer Only” 
In our new modern 
SALES PAVILION 





Telephone & Telegraph Service 


We haven't missed a single Monday in 
over three years. Bring titles, also bank 
references. One visit and you are sure 
to return. 

Western and Southern Buyers Always 





N. Y. Bailey 6213. 


—AUTO— 
AUCTION 


cnsfiijuas 


in the Buying. 


$10—Sold $5—Not Sold 


Call Telephone 9009 Sunday P.M, and 
All Day Monday 


WOODRUFF, 
JENKINS, DRAKE 


Co-Partners 


Montpelier, Ohio 


HORSEHEADS, NEW YORK 
EVERY FRIDAY 


LARGEST PENNSYLVANIA 


AUTO AUCTION 


EVERY FRIDAY NOON 


In the Heart of Lancaster County 
LOW MILEAGE, CLEAN CARS 


FOR DEALERS ONLY 


DANVILLE, PENNA. 
EVERY WEDNESDAY 


You will always find real action at 
both these auctions. 


R. D. WEST, Prop. 


located 6 miles North of Lancaster, Pa. 
MANHEIM AUTO SALES 
& AUCTION, INC. 
Phone 202-W4 


Jos. E. Johnson Tex Rickard 


Auctioneers 





SUBURBAN 
AUTO AUCTION 


10 Park Boulevard 


GLEN ELLYN, ILLINOIS | 


At Park Boulevard and Roosevelt Road 
(Alt. 30) 


Three blocks West of Rt. 53 
Sixteen miles West of Chicago 
Auto Auction every Monday at 12:30 


Phone: Glen Ellyn 1951 
For Reservations 





Philadelphia's 3 
BIG DEALER AUCTIONS 


TUESDAY THURSDAY FRIDAY 
12 NOON 12 NOON 8 P.M. 


GILBERT — ROBINSON 
Automobile Auctioneers 
6600 N. Broad St. Phila, Pa. 


PLENTY OF CARS AND BUYERS 
WEEKLY PRICES MAILED ON REQUEST 


Tel. Livingstone 8-3000 





Cars May Be Brought in Sunday 
JOHN CORRIGAN, Auctioneer 
E. M. CARTER, Manager 
“Where Buyers Buy and Sellers Sell!” 
DEALERS ONLY 


AUTO AUCTION 


TIM ANSPACH 


1175 Washington Ave. 
ALBANY, N. Y. 
(For Dealers Only) 
EVERY MONDAY... 12 NOON 
Member of N.U.C.D.A. and N.A.A.P.A. 











ATTENTION DEALERSIII 


At Greatly Reduced Prices 


1947 CHEVROLET - FORD - PLYMOUTH 
4 DOOR SEDANS 
Excellent Bodies -:- Good Motors 
All Cars Formerly Used for 





USED CARS WANTED 
NEED CLEAN, SOLID 1940, 1941, 1946, 
1947 Chevrolets, Fords and 1941 Plym- 
ouths. Quote your prices FOB your city. 
Write, phone, wire L. A. (Doc) Vaughn 
Motor Co., Corsicana, Texas. Phone 1159. 





WANTED. Used 1950 Cadillac convertibles. 


Cab Service in Phila. N. J. Kilmer, 606 Frick Bldg., Pitts- 
Phone or Write: burgh, Pa., Telephone Atlantic 1-8896. 
TRUCKS FOR SALE 
THE R.A. COMPANY | 
1947 CHEVROLET PARTS TRUCK, must 





43rd & Locust Sts. @ PHILA., PENNA. 


SHerwood 7-1700 — Morris Freedman 
EVergreen 2-0400 — Herbert Cole 


be sold. Model QV two ton with panel 
body complete with bins, Driven 23,000 
miles, General condition very good. W. 
Hart Buick Co., Inc., 59 Farmington 
Avenue, Hartford, Conn, 7-9195. 

































ATTENTION AUTOMOBILE DEALERS 


For a safer auction, buy and sell your cars at the following 
Dealers’ Wholesale Auctions: 





Evansville Auto Auction 
Evansville, Indiana 
Auction every Thursday 


Ken Schaefer Auto Auction 
Indianapolis, Indiana 
Auction every Thursday 

H. C. Turney Auto Sales 
Akron, Ohio 
Auction every Thursday 

Dyer Auto Auction 
Dyer, Indiana 
Auction every Friday 

Amarillo Auto Auction 
Amarillo, Texas 
Auction every Friday + 

Quincy Auto Auction 
Quincy, Illinois 
Auction every Friday 

Powers Auto Auction 
Bristol, Tennessee 
Auction every Friday 


Tim Anspach Auto Auction 
Albany, New York 
Auction every Monday 

Decatur Auto Auction 
Decatur, Illinois 
Auction every Monday 

Montpelier Auto Auction 
Montpelier, Ohio 
Auction every Monday 

Arena Auto Auction 
Chicago, Illinois 
Auction every Tuesday 

Fort Wayne Auto Auction 
Fort Wayne, Indiana 
Auction every Tuesday 

Tri-City Auto Auction 
Moline, Illinois 
Auction every Tuesday 

Seventh St. Auto Auction 

Louisville, Kentucky 

Auction every Tuesday 


Aptco Auto Auction 
Detroit, Michigan 
Auction every Wednesday 

Lapiner Auto Auction 
Mason City, lowa 
Auction every Wednesday 

Ricar Motor Sales 
Chicago, Illinois 
Auction every Wednesday 

South Bend Auto Auction 
South Bend, Indiana 
Auction every Wednesday 

Clarke Auto Auction 
Indianapolis, Indiana 
Auction every Wednesday 

Maney Auto Auction 
Murfreesboro, Tenn. 
Auction every Thursday 

Leitch Auto Auction 
Owosso, Michigan 
Auction every Thursday 


For better protection, these auctions are members of the 


National Auto Auction Protective Association, Inc. 











TRUCKS FOR SALE 
DODGE DEALERS! We 





ATTENTION, 

have available the following trucks 
for immediate delivery at dealer cost: 
4—new Dodge model RA (3) 130 (1) 
172, 900 tires, Hydraulic brakes, 1-—-new 
Dodge model JA 152, equipped with 
Truxmore trailing axle, 8:25 tires, will 


handle 20 foot body. 1—new Dodge model 
JA 152, 8:25 tires, equipped with Sasgen 
wrecker and body. 3—new Dodge model 
DU 102 route vans. 2—new Dodge model 
HH 152, 7:50 tires, equipped with 164 
case beverage body painted Seven-Up 
colors, 1—new Dodge model H 152, 7:50 
tires, equipped with Oltman O'Neil 12 
foot van body. Call, wire, or 
Webber Motors, 26th and Farnam, 
Omaha, Nebr. Phone WEbster 0900. 
NEW 1949 DODGE VX-172 cab and 
chassis, Timken six wheel tandem drive 
unit, with model T-70 2 speed transfer 
case, 9:00x20 - 10 ply tires, front and 
rear, 100% air brakes, 3500 Ibs. front 
springs, 12,500 Ibs. rear springs. Color 
red. 172” wheelbase, 
Empty weight 11,400 Ibs. Gross vehicle 
rating approximately 35,000 lbs. Avail- 
able below dealer’s cost, Smith-Utter- 
back, Inc., 1001-7 West Broad St., Rich- 
mond, Va. 





NEW FORD, F-3 parcel delivery with Boy- 
ertown body in prime. 104” W.B. New 
Ford, F-1 with Vanette Dor-tu-dor utility 
body in prime. 108” W.B. Both units 
will be sold at cost to dealers. McGill 
Motors, Inc., Ford Dealer, Indiana, Pa. 
Phone 723. 


1949 NASH 1%-ton wrecker with hoist. 
'49 Nash Amb. engine with Ashton power 
wrecker equipment, Mileage less than 
1,000. Like new. Box 3909, c/o Auto- 
motive News, Detroit 26. 


PARTS FOR SALE 


AUTO RADIATORS. General Motors pas- 
senger cars, Chevrolet trucks, Ford 
passenger and trucks—large stock. Also 
complete stock of cores and supplies for 
those engaged in radiator repair work. 
Write for details. Summit City Radiator 
Works, Inc., 701-15 Barr St., Fort 
Wayne, Ind. 





1941-48 CHEVROLET, left rear aluminum 
fenders—$3.50. Absolutely guaranteed to 
fit. Will not rust. Aluminum 25% heavier 
gauge than steel. Chemically treated to 
hold paint. Nottingham Auto Parts Co., 
17309 St. Clair Ave., Cleveland 10, Ohio. 
KEnmore 1-4732. 


BUICK PARTS 


“WORLD'S LARGEST DEALER 
OF GENUINE BUICK PARTS” 
Wholesalers: We are Quantity 
Shippers of All General Motors’ 


Parts. . . Same Day Service 
On Mail Orders and Inquiries. 


All Shipments on C.O.D. Basis 


ROBERTSON BUICK CO. 
“EDGE OF THE LOOP” 
1000 S. Wabash Avenue 
CHICAGO 5, ILL. 














SHOP EQUIPMENT FOR SALE 


BRAND NEW Clayton Analyzer G-41 TFA 
with sun equipment. Cost $3,100. Price 
$1,500, Box 3923, c/o Automotive News, 
Detroit 26. 


CLAYTON CHASSIS Dynamometer model 
C41 F, Flush floor. Only 50 cars have 
been over it, Occupancy conditions force 
sale. Price submitted on inquiry. Box 
3924, c/o Automotive News, Detroit 26. 


ANTIQUE CARS WANTED 


WANTED, 1926 Pontiac in good condition. 
Give all details and price. Jameson Motor 
Co., Inc., P. O. Box 2008, Alexandria, 
La, 


MISCELLANEOUS 


| 
| 





NEW IMPROVED MODEL 


Automatic — {52} 


Complete with Controlled reeuer 354% 


Guide Cables & Brake Hook-Up 
ve DEAL ¢::::: Sesc0 


Protecto Covers $6.95 
Tailor Made, lots of 6 $5.95 
Carrying Bag .. $1.00 


RED ARROW — PILOT 


FULTON — VELVAC 
WE STOCK PARTS 


Army 
Surplus 


QUICK-TOW, Bumper- $1 7° 


to-Bumper Tow Bar. . 





Tow Bar Sales Company 


Exclusive Factory Distributors 
AN 3-8888 Nites: 18S 4-840! 
DE 2-0700 *')}DO 3-8373 
40 SO CLINTON ST., CHICAGO 6, ILL. 
Denver: KE 2323 — Los Angeles: OL 9782 








WANTED 
AUTO LITERATURE 


Smith's ‘Marketing of Used Automobiles" 
FTC's “Report on the Auto Industry” 


Write Box 3879 
c/o Automotive News, Detroit 26 





ENGINE REBUILDING — Crankshaft 
grinding and metalizing. John P. Hughes 
Motor Co,., Inc., 300 Commerce S&t., 
Lynchburg, Virginia. 





AUTOMOTIVE NEWS, MARCH 27, 1950 





write | 


102 cab to axle. | 


55 


Oldsmobile and Pontiac Hydra-Matic 





Transmission Exchange— 2°”, $95 


Immediate Shipment Guaranteed Performance 
Completely Reconditioned, Run-in and Block-Tested 
Performance Guaranteed 90 Days or 4,000 Miles 


We furnish full instructions for removal and installation 
EXTRA RUSH JOBS—lIf you wish shipment of an Exchange Transmission before 
your old unit is received, a deposit of $65.00 will be added to your invoice 
(To avoid C.O.D. charges, send $160.00 in advance). Upon receipt of your unit 
the deposit will be refunded immediately. Freight, f.o.b. Chicago. 


Write, Wire or Phone Today for Complete Details 


HOLLINGSHEAD MOTORS CO. 


2550 South Michigan Ave. Telephone CAlumet 5-2000 Chicago 16, Ill 
Authorized Oldsmobile Dealer 
largest Stock of Genuine Oldsmobile Parts in the Middle West 








GRAY'S AUTO AUCTION 








BraKinGs | 


DAVENPORT, IOWA 


Scott County Implement Lot 
Junction Hickory Grove and Kimberly Roads 
On Route 6 


N. W. Edge of Davenport 
EVERY MONDAY — 12 NOON 


(FREE BUY BACKS!) 


DEALERS ONLY 


Clark Gray Phone 2-8100 











THE TUESDAY SALE — 11:30 A.M. 
FORT WAYNE AUTO AUCTION 


—DEALERS ONLY— 
(In the Heart of the Nation) 


Phones: E :1333 


OUR ONLY GUARANTEE: YOU MUST BE SATISFIED 


WEBSTER-MARKER MOTORS, INC. 


324 W. Main St. Ft. Wayne, Ind. 





LIVERNOIS AUTO MART 


14561 LIVERNOIS 
DETROIT 21, MICHIGAN 


The Finest Auction in the Country — 18,000 Sq. Ft. Under Cover 
COL. ‘“‘DUTCH’’ STUART—America’s Finest Auctioneer 
In America's Greatest Automotive Market 


DEALERS ONLY 
TUESDAY MARCH 21ST 
And Every Tuesday Thereafter 


LIVERNOIS AUTO MART 


















= 
Maney Motor Co. Auto Auction 
DEALERS ONLY 
Sales Start at 12:00 Noon (C.S.T.) 
Col. Bill Suddarth and Col. Bob Keller 
Every Friday 


Auctioneers: 
Every Thursday 
MURFREESBORO, TENN. HUNTSVILLE, ALA. 
Phone 111 Phone 3188XJ 
Member: NATIONAL AUTO AUCTION PROTECTIVE ASSOCIATION, INC. 








Send Automotive News to Address Below 
for One Year $8 [_] or Two Years $14 [_] 
for which check is attached [] or send bill [7] 


AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 





DGGE DOR. so s2 seas Ghee ded etaeb sas a caeeaess eee aene MO. icccces 
RUE bik aot) asta tncs tare'a pte inimie ee tia a ears etn eee are BN 60s fee ea ee eaeenen 
TRADE CONNECTION: | 
Car Dealer () Truck Dealer [] Manufacturer [] : 
Jobber (1) Insurance [] Financial [) Supplier [] | 
ER FLEET RON TT ee PR ae ee | 
3-27-50 ! 


He wants the Heawy-Guty Lagineered stamina of 


WEW INTERNATIONAL TRUCKS 


Truck easier to sell! The Comfo-Vision Cab, “roomiest cab 


Every new International Truck from 4,200 to 90,000 pounds 
gross vehicle weight offers the “money-in-your-pocket” ap- 
peal of heavy-duty engineering—a story every prospect will 
cock an ear to hear. 


When a prospect says he wants lower operating and main- 
tenance costs and longer truck life, he actually wants the 
HEAVY-DuTY ENGINEERED stamina of new Internationals. 


The value of heavy-duty engineering is a proven value: 


Heavy-duty truck buyers are cost-conscious and profit- 
minded. They pick trucks on the basis of carefully kept cost 
records. For 18 straight years they. have bought more heavy- 
duty International Trucks than any other make. 


The same heavy-duty engineering that has made the Inter- 
national Truck name stand for top value among heavy-duty 
truck users is now found in every new International Truck 
regardless of size. And that’s not all... 


New Comfo-Vision Cab makes every new International 


ALL NEW, All PROVED 


INTERNATIONAL 


INTERNATIONAL HARVESTER COMPANY 


, 


on the road,” offers new features that make “selling sense’ 
to dealers, “buying sense” to owners and drivers. 


Seats are wider and deeper, easily adjustable to driver 
preferences. The one-piece, scientifically curved Sweepsight 
windshield offers full front visibility. Super-steering provides 
more positive control from a more comfortable position. 
Extra values throughout make every new International 
Truck easier to sell! A parade of proved-in-advance features, 
specialization backed by the world’s most complete line of 
trucks, and the service facilities of the nation’s largest exclu- 
sive truck service organization stand behind every new 
International Truck. 


No doubt about it—International Truck Dealers really 
have something! 


International Harvester Builds McCormick Farm Equipment and Farmall S 
Tractors...Motor Trucks... Industrial Power... Refrigerators and Freezers 


Tune in James Melton and “ Harvest of Stars,” NBC, Sunday afternoons 


aA 
7 


CHICAGO 
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